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Form 85 Unilets 


The advantages of aluminum combined with Appleton 
manufacturing standards for dependable performance 
now make available a wide selection of rugged, service- 
able pressure cast aluminum fittings to give your 


customers easier electrical installations faster, 
more economical! 

They are available now. The complete line includes 
seven of the most popular types in !5”, *,” and 1” 
sizes to meet most job requirements. When your 
customers use them they will agree Form 85 
Unilets are outstanding in every respect—from design 
to manufacturing excellence. 


CHECK THESE APPLETON 
QUALITY FEATURES... 
PLACE YOUR ORDERS NOW 


Easy to use—roomy e Lightweight 
Tapped threading e Prec 
Chamfered hub edges e Pressure cast 
eReinforced points of stre e Easy-t 
identificat e Attractive, practical de 
cost—high quality « Wide assortment 


available 


Contact your Appleton field engineer or write for bulletin No. AL 60. It includes details for the entire 
aluminum product line by Appleton: Form 85 and larger sizes in Form 35 Unilets, FS and JB fitting 


and V-51 lighting fixtures. 


Sold through franchised distributors only 


e/ectric company 


Also manufacturers of: 


1701 Wellington Avenue, Chicago 13, Illinois 





ACTUAL SIZE 


POLYETHYLENE 


INSULATED POWER CABLES 


Now SIMPLEX technology brings polyethylene’s 
outstanding characteristics to higher voltage 
applications. 


e Proved in Performance 
e Economical 
Low Weight 


At least seven-fold improvement in voltage 
life of polyethylene 


Mr. Distributor: 


fully 
. lex has success 
Only Simp 


used Polyethy 
higher voltages: 


\ Simplex p ; 
Only n to reach this 


lene In these 


loces you in a Specific Inductive Capacity Less than 2.5 
ac 
high Power Factor Less than .001 
High Impulse Strength 
For Wet, Dry, Overhead and Underground 
Installations 


positio 
yoltage market. 





Send for complete details 


hail 
POLYETHYLENE CABLES BY Simplex 
WIRE & CABLE CO. 


EXECUTIVE OFFICES: Cambridge, Massachusetts « PLANTS at Cambridge, Massachusetts and Portsmouth, New Hampshire 
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November, 1961 


emo 
TO OUR DISTRIBUTORS 


On the reverse side of this page you'll see an ad announcing 
the new Square D Type & 300-volt control systems relay. 
You'll want to read it because it tells why this relay is 


so important to your industrial and OEM customers.- 


From your own point of vi 

news, %toOOo- You need only five basic devices 

and g-pole relays ) plus two attachments (latchin 
mechanism and timer) %t° fill any requirement. 
simplified stocking, 1” which you're always inte 
There are other features which make it easy for you 
and sell. Contacts can be converted in seconds; 
interchangeable devices, easier, faster wiring: 
comparison will show, quite conclusively» that 
relay syste™ combines more worthwhile features 


competitive device on the market. 


There's @ very substantial yolume of additional 
be had on the strength of this latest Square D dev 


we urge you to make the most of 1t- 


sincerely, 


W. d- Moriarty 
Manager, Distributor Relations 





INI EW 
Square D 300-volt Control System 


for Outstanding Versatility, 
Drastically Reduced Panel Space! 


4-pole relay : 
with memory latch Here’s the most advanced, easiest-to-use con- 
4-pole relay 


een nes trol system ever built! Just two basic relays 

attachment plus two attachments (latching mechanism 

= and timer) fill all your requirements. Square ])’s 

8-pole relay ve — °y new Type G 10-ampere relay is small—has 
; convertible contacts—can be disassembled in 

seconds without removing wiring—is manu- 

ally operable. You get all these advantages 

with Square D’s new 300-volt control system! 


4-pole relay 


Saves panel space * Small relay size plus 
drastically reduced wiring space requirements 
mean the most compact panel you can build! 





Convertible contacts * Change from nor- 
mally open to normally closed (or vice versa) 
without removing a screw, without adding a 
single part, without touching the stationary 
contacts or removing any wiring! Just flip over 
the movable contact with a screwdriver. All 
contacts double-break, individually converti- 
ble for any combination you need. 





Makes its own duct ¢ Snap molded nylon 
posts into )4-inch holes on panel, snap duct 
cover on posts—and your duct is complete! 
All terminals remain out in the open— you can 
change relays, convert contacts, add timer or 
latching mechanism without disturbing duct. 
Because device and duct mounting are inde- 
pendent, relay spacing and alignment are not 
critical. 

Timer and memory latch attachments 
can be added in just seconds! Simply lift up 
and slide back the relay latches, remove the 
cover and slip on the desired attachment. 
Attachments require no additional panel space! 





Timer easily changed from on-delay to off- 


delay, is adjustable from 0.2 second to 1 minute. 
Duct cover . 
with supporting “* 
nylon post 


Get sll the "Pacts! Write for Bulletin SM-307 for construction details, dimensions, 
ordering information—the complete story on the new Square D 300-volt control system. 
Square D Company, Dept. SA, 4041 North Richards Street, Milwaukee 12, Wisconsin 


SQUARE JT) COMPANY 


wherever electricity is distributed and controlled 


ELECTRICAL WHOLESALING—November, 1961 





ELECTRICAL 


Wholesaling 


GEORGE GANZENMULLER, Editor 


GEORGE D. FARLEY, Monaging Editor 
ROBERT S. BUSH, A ste Editor 
HERBERT A. CAVANAUGH, Assistant Editor 
WILLIAM J. MURRAY, Assistant Editor 
HOWARD J. EMERSON, Paci! -oas 
JOSEPH R. KNISLEY, Pre 
J. F. McPARTLAND, Te 
D. GREENWALD, Monager, 
G. B. BRYANT, Jr., 
B. E. BARNES, 
STEWART W. RAMSEY, 
ARTHUR ZIMMERMAN, 
MARVIN REID, 
KEMP ANDERSON, 
J. KEENE, 
RAY BLOOMBERG, 
D. MacDONALD, 

ry 
R. A. HUBLEY, Advertising Sales Manager 
JAMES S. COLEMAN 
PETER J. HAMMOND, C 
J. E. LANGE, 
ARTHUR E. FRENCH, Jr., Ph 
JOHN HERNAN, F cisco 
MICHAEL McCABE, Angeles 
R. H. POWELL 
JOHN GRANT, 
DONALD O. HANSON, H 
SCOTT HUBBARD 


adelphia 


W. W. GAREY, Publisher 
A. L. DeWEERDT, 

W. C. CARMICHAEL, ! 
ANN P. BARRETT 


ABP 


NOVEMBER 1961 


ELECTRICAL WHOLESALING 
(with Wholesaler's Salesman) 


September 1961 Vol. 42, No. I! 


Published monthly by McGraw-Hill Publishing 
Co., Inc., James H. McGraw 1860-1948 
founder. Publication office: Philadelphia 40 
Pa. See panel below for directions regarding 
subscriptions or change of address 

Executive, Editoriai, Circulation and Adver 
tising Offices: 330 W. 42nd St.. New York 3¢ 
N. Y. OFFICERS OF THE PUBLICAI'O 
DIVISION: Nelson L. Bond, President: S 
Fisher, Wallace F. Traendly, Senior Vice Pre 
jents; John R. Callaham Vice President ano 
Editorial Director: oseph HH Allen Vice 
President and Director of Advertising Sales: A 
R. Venezian, Vice President ana Circuatio 
Coordinator; Daniel F. Crowley, Vice President 
and Controller. OFFICERS OF THE CORPORA 
TION: Donald C. McGraw, President; Hugh J 
Kelly, Harry L. Waddell, Executive Vice Presi 
dents: L. Keith Goodrich, Executive Vice Presi 
dent and Treasurer; John J. Cooke, Vice Presi 
dent and Secretary. 
engaged in whole tribution of e 

y ent, supplie J appliances Positior 
and company connection must be indicated or 
subscription orders 

Single copies, 40c; 70c a copy for sr 5 
sues. Subscription rate nited States sr 
possessions—$3.00 for one year; Canada— 
$4.00 for one year. All other countries—$'5.C0 
for one year, payable in advance. Second class 
postage paid at Philadelphia, Pa. Printed in 
U.S.A. Title registered in U.S. Patent Office. « 
Copyright 1961 by McGraw-Hill Publishing Co 
Inc. All rights reserved 











guarantee 
e ncetiea ef any 
est. The publisher w re 
the subscription price app 
‘ tian af +h 


sining unfilled por 








Credits and Collections 


CALLED to arms October 30th was 


/ 


EW’s Herb Cavanaugh (above). Herb, 
an assistant editor when he left, first 
joined our staff in March, 1958 as an 
editorial Later, he traveled 
much of and midwest as a 


assistant. 
the east 


field editor, contributing many bylined 
articles during the past two years (see 
one on page 60, this issue). Herb has 
reported for active duty with his Army 
reserve unit at Fort Devens, Mass. He 
is a Specialist E-4 with the Army Se- 
curity Agency. We know you will 
want to join us in wishing him well 
* * 
holiday! 
travels 
Story 


about a busman’s 
own Bob Bush—who 
20,000 miles a year on 
gathering trips—has just returned from 
a 4,385 mile round trip to 
Denver with stops in Indianapolis and 
Savannah, Mo. (his hometown) 

In Denver, Bob and his wife toured 
the surrounding mountains, visiting 
major monuments and such quaint 
places as East Tincup, Colo. They 
also dined in a famous Japanese res- 
taurant, the Fuji-En—-which proves 
that some guys will drive anywhere for 
Oriental food! 


Talk 
EW’s 


about 


vacation 
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SAVE TIME! Eng guesswork with 


“SIZE-MARKED” 


MINERALLAC 


Beam Clamps 


Universal Stamped Steel or Malleable tron 


Minerallac is the originator of the Universal 
Stamped Steel Beam Clamp. Minerallac is 
the only manufacturer that supplies both 
Stamped Steel and Malleable Iron types. 


Minerallac 
Universal 
Beam 
Clamp 


Wtlal-te-lit-le 
Malleable 
Tgelam =1-F- lan) 
OF Taste) 


MINERALLAC UNIVERSAL BEAM CLAMPS 


For mounting Hangers on I-Beams. Mounts 
Minerallac hangers No. 0 to No. 6 on 
I-Beams without necessity of drilling holes 
Has 44-20 tapped holes. Fits beam flanges 
up to 4” thick. Low cost. 


MINERALLAC MALLEABLE IRON BEAM CLAMPS 


Designed for maximum strength without 
excess weight. Cadmium plated for maxi- 
mum rust protection. All sizes have throat 
openings to accommodate up to 7%” flange 
Set screw tapped at angle to 


give locking 
action on beam. NO DRILLING HOLES 


SESH HHHEHE SHEE EEEEE EEE EEE EEO OEE O OSES 


Exclusive Feature! 
Each Minera ” 
early and i 

nedia 


5] 


time 


sem 
=s§ 
a 


(| 
WHEN IT’S k . 
Wiee 
YOU CAN Tas 
BE SURE! 
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Order from Your Electrical Wholesaler 


LITERA RE OR SAMPLE N REQUEST 


4 
MINERALLAC CZaczhz- COMPANY 


1894 


25 N. PEORIA STREET « CHICAGO 7. ILLINO'S 





DISTRIBUTOR SALESMAN 
meets YI 


TIME SWITCHES © 


Result: MORE SALES 


— 


= 


“° a” —= 


This scene is repeated every day throughout the nation. Contractor asks 
for a time switch that does the tough jobs best—a switch that can be depended 
on to work faithfully and precisely without time-consuming call backs. The 
Counterman shows Intermatic with a brief explanation ... and a sale is made 
on the spot! Countermen take it for granted .. . Intermatics always sell because 
Intermatics are designed for easy operation with built-in reliability that makes 
them easy to explain—that’s why they’re the sellingest. If you’re in doubt 
which switch to pitch ... sell Intermatic! 


THESE ARE THE REASONS “WHY" INTERMATIC IS THE BEST BUY! 
Snap-out mechanism for faster, easier mounting . . . 31 cubic inches of wiring 
space to work in without getting finger cramp .. . Top on the job performance 
with a heavy duty motor and 40 Amp rating (4375 watts tungsten rated)... 
Hi-Power switching mechanism and U-Beam Switch Blades assure long life 
. . . E-Z See Dial for faster, more accurate settings. It figures: Intermatic 
gives more switch for every dollar . . . more performance for every job. 


OVER 100 MODELS TO CHOOSE FROM 
© 125-250 Volts ¢ 10 seconds to 23 hour timings @ 1 
to 96 operations per day @ Up to 55 Amps @ One or 
two circuits @ Standard or ‘‘Skipper'' models 
paNEW_ASTRONOMIC DIAL SERIES ama 
I INTERNATIONAL REGISTER COMPANY 
2624 W. Washington Bivd., Chicago 12, Illinois 
Gentiemen: Please send me your catalog on the com- 


termatic Time Switch line. Bulletin 111-Q 


UL and CSA APPROVED 
ADDRESS 


CITY ZONE STATE 


For FREE illustrated color catalog 
MAIL THIS COUPON TODAY! 


- 
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LETTERS TO THE EDITORS 





Similar Sentiments 


Dear Sirs: 

Frank DeWalch’s letter (EW—Sept 
‘61, p. 6) concerning the over-exten- 
sion of credit on the part of the man- 
ufacturer expresses the sentiments of 
this company so exactly that I was 
amazed. I’ve been screaming and yell- 
ing for years in the same vein. We 
have even stopped doing business with 
certain manufacturers whom we 
found to be financing competition 
with our hard-earned money. Even 
this extreme method doesn't prove 
very effective. 

Many years ago we strengthened our 
credit policy, and the fact that we do 
not finance one contractor with an- 
other’s money has been an effective 
selling tool 

DONALD LEVIN! 
MARLE CO 
STAMFORD, CONN 


in Demand 
Dear Sirs: 


Is it possible to obtain about 10u 
reprints of the article appearing o 
page 84 of your September 1961 1s- 
sue of ELECTRICAL WHOLESALING, ti 
tled “Small Business Is a Profession 
If so, please let me know the cost 

If reprints are not available, please 
let me know if I am 
duplicate the article photographical 
or have it copied by a typist 

V. R. DEMAREST 


> 


permitted to 


CREDIT MANAGER 
AMERICAN ELECTRIC CO 
SI JOSEPH, MO 


Dear Sirs: 
Please let us have 


Small 
Samuel 


know if you 
available copies of the article, 
Business Is a Profession,” by 
Kaplan. 

A. E. MARSHALI 
GEORGIA ELECTRIC SUPPLY CO 
AUGUSTA, GA 


Dear Sirs: 
Can you supply reprints of 
Business Is a Profession’? 
ROBERT 
UNIVERSAL ELECTRIC CO 
MUNCIE, IND. 


‘Small 


BULLOCK 


e Reprints are available. Prices: 1-99 
copies, 10¢ a copy; 100 or more, 7¢ 


each. 


Also in Demand 


Dear Sirs: 

Are reprints of the article “Chisel 
ing Is Chiseling—Not Competition’ 
that appeared in the September, 1961 

Continued on page 126 


ELECTRICAL WHOLESALING—November, 1961 





Professor C. T. Maney, right, and graduate assistant C. G. Collins 
run tests with Circle cable at University of Kentucky 


Circle’s 

(ele) e)-1¢-) 410) 8 
in university 
research 


programs 


means... 


CABLE THAT MEETS TOMORROW'S NEEDS 


Electrical engineering research pro- 
grams being conducted in colleges 
and universities are vital to the con- 
tinued progress of our industry. 

Circle Wire & Cable is glad to coop- 
erate fully with the universities to 
help assure the success of their proj- 
ects. Circle has supplied reels of cable 
on a loan basis to a number of col- 
leges engaged in the development of 
basic data on the behavior of cable 
under unusual conditions. At the 
University of Kentucky, for example, 


tests are being conducted 

Circle multiconductor cable, 

velop basic data on skin effect and 
proximity effect on cable operated at 
100 to 600 cps, 3 phase loading. 

The results of these University of 
Kentucky tests and other basic re- 
search data developed in university 
laboratories contribute significantly 
to better cable design. This is the goal 
we continually strive for at Circle. 
Specify Circle cable on your next job 
...there’s no finer cable made. 


DIARY OF CERRO CORPORATION 


PLANTS: Maspeth j ville, N.Y SALES OFFICES & WAREHOUSES 


RUBBER COVERED WIRE & CABLE + VARNISHED CAMBRIC CABLE « PLASTIC INSULATED CABLE + NEOPRENE SHEATHED 


=ac))))))))) 


CABLE « ¢ 





TIMES and TRENDS 





Price vs Quality 


The opposites expressed above are as incompatible 
as sin and virtue, WCTU and gin, Ness and Nitti. In 
times of special stress, the battle cries of quality versus 
price rise above the commercial strife to find their 
way into speeches and print. 

On October 16 at the Boston Conference on Dis- 
tribution, marketing men were urged to close the 
national bargain basement of merchandising by price 
rather than by quality. The alternative was described 
as a continuation down the road of no return toward 
liquidation of the value of reputation. 

The quality side of the conflict always gets vigorous 
vocal support, albeit much is lip service. The price 
side draws less outspoken backing. This is under- 
standable in that anyone who defames quality per se 
might be considered some kind of nut who probably 
is also against motherhood. So the price tack gen- 
erally has a me-too flavor—i.e., we have quality, too, 
but at a better price. 

Both viewpoints have made the editorial pages of 
recent issues of ELECTRICAL WHOLESALING. Paul 
Bowers, a manufacturers’ agent in Buffalo, N.Y., 
blistered the price school of thought with these slam- 
bang sentences, among others (EW—Sept. ’61, p. 83): 
“There is an increasing opinion that competition is 
strictly a matter of cutting prices, offering cheap imi- 
tations of worthwhile products, producing material 
‘down to a price’ not ‘up to value for a dollar,’ break- 
ing down specifications with ‘something just as good 
for less money’ and/or practices that would get one 
shot in a TV Western poker game. These things are 
not competition; they are chiseling. ss 

An opposing viewpoint, directed toward a different 
trade level, was expressed last month by an anonymous 
agent (EW—Oct. ’61, p. 6): “Heaven deliver me 
from the wholesaler whose big pitch is Service and 
Quality! He will soon be as dead as the Dodo bird 

. unless he awakens.” 

In this issue (page 70), distributor Jim Newton, 
Oakes Electrical Supply Co., Holyoke, Mass., states 
the quality versus price struggle in somewhat differ- 
ent terms. “Manufacturers and distributors are going 
to have to start choosing up sides,” he says. “They 


should decide if they are going to have a product 
sold on price or a product sold on quality. Many 
manufacturers shoot somewhere in the middle and 
lose a lot of business by default. They don’t have 
the best product on the market, so they can’t get the 
quality business; and they don’t have the lowest price 
product, so they can’t get the auction block business.” 

And Tommy Thompson, a salesman for Northland 
Electric Supply Co., Minneapolis, with 50 years (less 
a few months) of electrical wholesaling behind him, 
comments ruefully in this issue (page 60) :“Quality— 
and this is really sad—doesn’t mean as much as it 
used to mean.” 

What is the real status of quality in things electrical 
today? Is a product of adequate quality enough, or 
must it be superlative? Obviously, gold-plated conduit 
might do a better job of resisting corrosion than gal- 
vanized, but economics, with wisdom, rules out the 
former. Should a product be designed and manu- 
factured to perform well for a limited time, or must 
it be engineered to last a few years short of forever? 
In consumer goods, obsolescence comes about by de- 
sign changes but also by what seems—to this con- 
sumer—to be an extraordinarily early wearing out of 
mechanical parts. Perhaps by the time it is junk, the 
consumer is ready for a new car or a bigger refrigera- 
tor. In any event, his future purchase seems to have 
been assured by building a limited usefulness into 
his earlier purchase. 

In our judgment, there is no substitute for quality— 
quality that honestly meets the requirements of an 
application. A company that produces a quality prod- 
uct by using the most efficient manufacturing means, 
that markets it by utilizing the most efficient distribu- 
tion channels, that educates its sales force and resellers 
on the customer benefits of its products, that creates 
a demand for its goods through effective advertising 
and promotion, will rise to the top as surely as bubbles 
in good champagne. There’s really no need to worry 
endlessly about the tactics of the competition. All it 
takes (if you'll forgive this preachment) is some cour- 


age and imagination—and a great deal of stamina 


Needed: Better Sales Aids 


Quality is important in other areas, too. Sales aids, 
for example. We are reaching the conclusion that 
manufacturers generally are doing an abysmally bad 
job of producing sample kits and sales aids to be used 
by distributor salesmen with their customers. Accord- 
ing to management at Oakes Electrical Supply, most of 
these sundry gimmicks end up in a salesman’s garage. 
They fail to get across their intended message and, 
equally important, some “almost insult an electrician’s 


intelligence.” 

One reason for failure may be that the originator 
is too insulated from the real needs of the field. Be- 
fore a sales aid is launched, it might be advisable 
to test a mock-up with several distributors or perhaps 
solicit their ideas prior to development. 

Flops are doubly harmful. First, they waste money. 
Second, they leave the erroneous impression that dis- 
tributors are not interested in selling. 


nila ——. 


Editor 





CLIPPED 
FROM 


WIREMOLD’S 
**ELECTRIC 


IDEAS” 








Raceways Give Neede 
Flexibility For Institution 


Modern concepts of wiring required by rapidly-changin 


Service-type institutions, such as 
banks, hotels, churches and hospi 
tals, are turning more and more to 
surface wiring systems for both 
remodeling and new construction 
because of the flexibility this tech 
nique provides 

Where the rate of business growth 
is unpredictable, as in banks, it of 
ten is advisable to use the movable 


atmosphere of service organizations 


provides a simple meth 
outlets 


Plugmold 
od of obtaining 
when the partitions are 


“instant 
moved ; 
rearranged 

Hotels re-wiring for air cond 
ing find surface systems tl 
effective, economical and 
sive method of brin 
needed power. Ano 
that, because o 


partition approach to divide office 


= ork ar " 


Typical helpful information 
from monthly 4-page ad in 
Electrical Construction and 
Maintenance — moves goods 
from distributor shelves. 





All WIREMOLD products are sold 
through electrical distributors — your 


best source for all electrical products. 





Another way Wiremold helps 
direct business to distributors 
For complete copy of latest 
issue, mail coupon below 


PF SF SS SSS SSS SSS SSS SSS SSS SSS SSS SSS SSS eee aeeeeeg 
WIREMOLD ® Hartford 10, Connecticut 
Please send latest ELECTRIC IDEAS to: 


W1-11 


NAME 





COMPANY 





WirnewoLDdb” 


HARTFORD 10, CONNECTICUT 


ADDRESS 
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TOP OF THE NEWS... and its significance to you 





FTC Allows Price Cuts 
To Keep Old Customers 


How Many Contractors 
Are in Your Territory? 


Westinghouse Files 
Suit Against TVA 


Sacramento Files 
Damage Suits 


NAED Adopts 
New Association Plan 


Moseley Receives 
McGraw Award 


Unite in Attack on 
Identical Bids 


Ex-Royal Execs 
Now In Crescent 


Is Consignment 
Of Wire and Cable 
On Way Out? 





The Federal Trade Commission has ruled that a manufacturer may 
use “discriminatory price reductions” to keep old customers, but 
not to attract new ones, when equally low prices are offered by 
competitors. In a 4-1 decision, the Commission ruled that the “good 
faith” proviso of the Robinson-Patman Act permits a seller to cut 
prices to certain customers to meet competition only when he does 
so to retain old customers, not to get new ones. The decision grew 
out of an FTC case involving Sunshine Biscuits, Inc., Long Island 
City, N.Y. 


Do you know how many electrical contractors are in your sales 
territory? They are the electrical wholesaler’s biggest customer and 
often his best sales builder. For an accurate count of these con- 
tractors, see News For the Industry, page 104. And while you're at 
it, take a look at the new look of EW’s Business Index on page 102 


The Westinghouse Electric Corp. has filed a countersuit totaling 
$31.8 million against the Tennessee Valley Authority in answer to 
a $20 million suit by TVA against the company. The company has 
denied it owes the $20 million to the agency. Both suits are in 
connection with the sale of 16 turbine-generators. 


The Sacramento Municipal Utility District has filed four suits 
against nine electrical equipment manufacturers, seeking $7.8 million 
treble damages, according to an official. 


The “New Plan for NAED” has been adopted in its entirety by the 
Board of Governors of the National Association of Electrical Distrib 
utors. An outline of the new services has been sent to members in 
an Executive Director’s letter. 


Charles W. Moseley of R. H. Bouligny, Inc., Charlotte, N.C. has 
received the Contractors Medal and Purse, given under the James 
H. McGraw Award for Electrical Men. The award was conferred 
at the general meeting of the National Electrical Contractors Associa- 
tion last month at Washington, D.C. 


The National Institute of Governmental Purchasing has adopted a 
united attack on identical bids and a concerted push toward pro- 
fessional certification. The institute said it works closely with the 
U.S. Dept. of Justice in its plan to have state and local governments 
report identical bids on items costing more than $1,000. 


Max Alperin and Robert A. Reisman—former chief executives of 
Royal Electric Corp.—have acquired a substantial interest in Cres- 
cent Co., Inc. Pawtucket, R.I. and are now officers and directors of 
the firm. 


While consigned stocks of wire and cable might have once provided 
some manufacturers with a competitive edge, this no longer seems 
the case. Slow turnover seems to be the rule for those who consign. 
Several now hope for an industry trend that would end wire and 
cable consignment. And shortly, according to an informed source, 
one manufacturer will take this step. 
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TIME CONTROL NEWS... hx "rORK 








NEW PRODUCTS 
KWH SAVER for Stores 


First Astronomic time switch to 
turn lighting OFF at any hour. 





New Astronomic time control (Model S-180 
will effect great savings in KWH consumption 
for store and parking lot lighting. Has “early 
OFF” control that turns lights off at the exact 
time store closes. Standard Astronomic units 
keep lights ON until at least 9:30 p.m., past 
closing time. “Skip” control built-in to unit 
to keep lighting OFF on Sunday or any pre- 
set day of the week. 

Extra value in summer when sunset is after 
closing. Automatically skips lighting when 
closing hour is before sunset. Old units would 
stil! turn lights on. The new control makes 
year-round automatic operations fully adapt- 
able to needs of store, parking lot, and pro 


vides maximum KWH economy 
Circle S-180, Tork coupon, this page, for 


further information. 


NEW LITERATURE 





HOW TO SELECT—New §8-page catalog 
has sections on “how to select” the proper 
switch action, timing dials, controls for speci 


fic application. Has many wiring diagrams 
Circle 71A, Tork coupon, this page. 

“NEW MOMENTARY CONTACT” Time 
Switches for control of Mechanically-Held 
Contactors and Low Voltage Remote Con 


trol described in new bulletin. Has wiring 


diagrams and case dimension drawings. 


Circle 80, Tork coupon, this page. 
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G r 
Safeway Lighting Engineers Specify 
New Tork Control 
Lighting Engineers for Safeway Stores have specified Tork Time 
Controls Inc.’s new “Early-OFF” Astronomic time switch fo 
all store and parking lot lighting installations. The new 
called the Model S-180, prov ides the versatile lighting cont 
needed by supe rmarkets and shopping centers combined with 
the maximum economy in lighting. The control (described 
column at the left) avoids KWH waste. All sales for Safeway 
installations will go through Tork Selected Distributors in each 


area. 


Tork Exhibits Control at Ft. Worth 
and Philadelphia Shows 


Tork’s Dick Batlan and Paul Matthews report “an outstanding 
success” for the first Lighting show held in Ft. Worth. The 


show just concluded. drew a record attendance and was e! 


thusiastically received by Southwest consulting engineers, ele 
trical contracts and distributors, according to Batlan. Tork’s ne 
photo sensitive time control, he said, created quite a stir at this 
its first public showing in the area. The new control. combining 
sensitivity to light with mechanical switching, did the same 
thing at the Electrical Progress Show in Philadelphia earlier 

the month. Tork’s program of participation in national and 
regional shows enables contractors, engineers, and architects t 
examine new products—and learn how and where to use and 


specify time switches 


Anschuetz Closes Local Warehouse 

Harry G. Anschuetz Co., leading Philadelphia rep, announced 
the closing of its warehouse and resuming operation solely as ; 
manufacturers representative. Tork Time Controls, Inc., one of 
the manufacturers represented by Anschuetz, endorsed the mov« 
as conforming with Tork’s policy of Selective Distribution and 


the elimination of local warehouses. 
Coupon Brings Returns. For information and 


Literature Mentioned on this page, Complete 
the Coupon Below 


Tork Time Controls, Inc 
Mount Vernon 
New York 


Please send information on the items circled S-180 


Name Title 
Company 
Address 


City 
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Dimming System 


Fluorescent dimming system and 
incandescent dimmer introduced 


Silicon controlled rectifier (SCR) in- 
candescent dimmer _  controls—both 
500- and 800-w—are compact enough 
to fit inside a standard light switch- 
box. Toggle switch allows current to 
be turned on or off with dimmer dial 
in any position. Fluorescent dimming 
system consists of a wall control that 
also mounts in a standard switchbox 
and has a separate on-off switch. The 
system contains a master dimming 
strip fixture which can actuate a com- 
plete circuit of 1 to 8 auxiliary dim- 
ming strips. ¢ Electronic Div., Thom- 
as Industries Inc., Louisville, Ky. 


Recorder 


Unit is said to be miniaturized 
recording instrument 
Device, called Amprobe Recorder, 
will make a permanent record on a 
moving tape (124%-in x 35-ft) of any 
variable (voltage, current, power, tem- 
perature, pressure, etc.) that can be 
converted to an equivalent electrical 
signal. Unit is only slightly larger 
than panel meter (3%e6-in x 556-in x 
11%4e-in; 20 oz). Can be used as either 
portable monitoring-and-recording de- 
vice, or (with panel mounting adapt- 
er) as a built-in component of an 
instrument system. e Amprobe In- 
strument Corp., Lynbrook, N.Y. 


Circuit Breakers 


New molded case units designed 
for industrial use 
Designated type QCC, breakers are 
available in current ratings of 125, 
150, 175 and 200 amps in any of 4 
pole and voltage combinations: 1 pole 
120/240 v ac, 2 pole 120/240 v ac, 
2 pole 240 v ac, and 3 pole 240 v ac. 
Interrupting rating is 10,000 amps. 
Common trip available on 240-v mul- 
tiple pole units. Units designed for 
industrial low voltage systems and for 
service entrance applications. e West- 
inghouse Electric Corp., Standard Con- 
trol Div., Beaver, Pa. 
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Lights 


“Designer lights" are suitable for 
both indoor and outdoor uses 
Units designed for FAR-38 and R-40 
lamps, and are available in deep, shal- 
low and deep flared styles, in choice 
of colors. Single units or clusters of 
2, 3 and 4 on 4"%@ in square mount- 
ing flange permit varied lighting treat- 
ments. Combinations can also be 
furnished with pendent stems 22 in or 
42 in overall length, for lower level 
fixture suspension. e Steber Div., The 
Pyle-National Co., Broadview, Ill. 


Fixture 


Unit uses 2 pyramid-shaped lenses, 
is 3-3/16 ins at thickest point 
New fixture called “Tiara,” is suitable 
for commercial use. Pyramid-shaped 
lenses direct light to create “floating” 
effect on ceiling. Depth of units is 1% 
ins at outside edge, and 3°46 ins where 
fixture’s lenses taper to deepest point. 
Aiding floating illusion is small up- 
ward component of light directed 
through slots in fixture. Unit measures 
25 x 50 ins and uses 4-ft fluorescent 
lamps. e¢ Day-Brite Lighting, Inc., St. 
Louis, Mo. 


Transistors 


Designed for temperatures from 
—65 deg C to +200 deg C 
New NPN silicon power transistors 
are of diffused-junction mesa con- 
struction. Package offers 4 NPN 
types: 2N389, 2N424, 2N389A, and 
2N424A. All feature collector currents 
up to 7.5 amps and power levels up 
to 85w at 25 deg. C. “A” versions 
have ultra-low saturation resistances 
as compared with simply very low sat- 
uration resistances of other versions. 
e Fanon Transistor Corp., Div. of 
Fanon Electronic Industries, Inc., Ne- 
wark, N.J. 


Fixtures 


New industrial line designed for 
all types of applications 
Called Power-V series, units are com- 
plete line of RLM _ industrial fluo- 
rescent lighting fixtures. Ruggedness_ f 
fixture construction, and trim appear- 
ance, are 2 basic features. Units are 
adaptable to 430 ma rapid start and 
instant start lamps, 800 ma high out- 
put rapid start lamps plus all types 
of 1500 ma extra high output rapid 
start lamps. @ Sylvania Electric Prod- 
ucts Inc., Wheeling, W. Va. 


Ceiling Heater 


Rectangular ceiling heater has 2 
infra red lamps 
Unit installs parallel or at right angles 
between ceiling joists and connects to 
standard 14-gauge wire. The 2 250-w 
(R/40) lamps yield 1760 BTU or 
can be used for lighting with 2 150-w 
(R/40) flood or spot lamps. Unit is 
designed in satin anodized aluminum 
with heavy aluminized steel housing. 
e NuTone, Inc., Cincinnati, Ohio. 


Pilot Light Kit 


New kit allows field installation 
of pilot light 
Kit, suitable for size OO starter, is 
available in 3 voltage ratings; 110, 
208/220 and 440/550 v. Kits can be 
used on any frequency from 25 cycles 
to 60 cycles. Each kit contains socket 
and resistor assembly, lens and lens 
cover, neon bulb, power lead and com- 
plete mounting instructions. ¢ Square 
D Company, Milwaukee, Wisc. 


Adapter 


Device interconnects 
with round wire 
Round wire adapter is said to simplify 
introduction of new flat cable to exist- 
ing electrical and electronic equipment 
wiring systems. Adapter is used to ter- 
minate flat cable runs under rugs, tile, 
in chassis, along walls where ultimate 
termination is to round wire. e The 
Thomas & Betts Co., Elizabeth, N. J. 


flat cable 


Lamp Testers 


Units test fluorescent lamps, start- 
ers and incandescent lamps 


Equipment is suitable for testing fluo- 
rescent pre-heat, rapid start and cir- 
cline lamps as well as fluorescent 
starters FS-2 for 14, 15, and 20-w 
lamps; FS-12 for 32-w circcline lamps; 
FS-25 for 25-w lamp; FS-4 for 30 
and 40-w lamps and no-blink starters. 
Equipment is designed to handle all 
multiple filament lamps (2 and 3 way) 
as well as single filament lamps. Ad- 
justable clips permit many various 
types of installation. e Mitchell Light- 
ing Div., Compco Corp. 
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90°—single 14” conduit 90°—combination 14” & 34” conduit 


~ 
= 


Edge—45°—single 14” conduit 


Make all these 
installations 
with just 
a single new 
EFCOR ALLWAY* 
Beam Clamp 


Parallel—2—14" EMT Cat. No. JB-50 Soon available for 1” & 114", 114" & 2” 


Most versatile beam clamp ever designed! Each clamp holds either one or two conduits—each 


conduit grip takes two sizes ! Clamping section can be swiveled to any plane, all angles—becomes 
a 905 edge or parallel clamp... whatever the installation calls for. No need to stock a variety of 
types ... you never run short of the clamp you need. One EFCOR 
ALLWAY Beam Clamp does it all. And gives you the greatest combi- 
nation of economy and on-the-job convenience! Write for literature: 


ELECTRICAL FITTINGS CORPORATION, EAST FARMINGDALE, NEW YORK *pat. ped. 
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Yard Lights 


New traditional 
by manufacturer 


line introduced 
New traditional Lawn-Glo luminaires 
have prism panels which provide large 
areas of illumination particularly suit- 
ed for lighting drives, entrances, and 
recreational areas. Units are available 
in black and gold or white and gold. 
Fixture operates on 120 v and accom- 
modates incandescent lamps up to 150 
w. Units designed to mount on stand- 
ard 3-in diameter yard light poles. e 
Line Material Industries, McGraw- 
Edison Co., Milwaukee, Wisc. 


Lamps 

Seven new T-3 quartz infrared 
lamps added to line 
Three of new lamps have higher pow- 
er rating than current types. These 
are: 1) 2500T3 rated at 2,500 w and 
460 to 500 v available in transluscent, 
2) 2500T3-CL which has same wat- 
tage and voltage rating as foregoing 
type but is clear, and 3) 3800T3 with 
3,800 w and 550- to 600-v rating and 
is translucent. 375T3 is rated at 375 
w and 115 to 125 v with translucent 
lamp. Three remaining types of lamps 
have ratings of: 500 w at 105 v for 
5S00T3 lamp, 1,000 w at 208 v for 
1000T3, and 1,600 w at 230 to 250 v 
for 1600T3/1CL. Latter is clear 
while other 2 are __ translucent. 
e Lamp Div., Westinghouse Electric 
Corp., Bloomfield, N.J. 


Luminaire 


Unit said to be first fluorescent 
post mounted type 


Unit designated PMF-104, utilizes sin- 
gle 4-ft flourescent high output lamp 
Luminaire designed to be mounted 
from 10 to 20 ft above ground. Suit- 
able for outdoor commercial and res- 
idential Provision for individual 
photoelectric control is available as 
optional feature on 120-, 208-, or 
240v units. Luminaires can also be 
made available at 277 or 480v. Struc- 
tural features include aluminum exter- 
nal housing; acrylic plastic diffusing 
globe latched on pole side for ease 
of servicing; spring-loaded latch. e 
General Electric Co., Schenectady, 
N.Y. 


use. 
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Power Supply 


New CVDR unit is static magnetic 
power supply modified by reactor 
Unit is static magnetic power supply 
modified by addition of saturable re- 
actor to regulate output voltage for 
load variations. CVDC utilizes static 
magnetic transformer as only regulat- 
ing device in unit, and merely com- 
pensates for line voltage variations, 
with very little load regulation, manu- 
facturer says. Units are available in 
6v 10a, 12v Sa, 18v Sa, and 24v Sa 
ranges. e Sola Electric Co., Elk 
Grove Village, Il. 


Fixtures 


Designed for corridors, units pro- 
vide continuous line of light 


Long-line fluorescent luminaires are 
available in 2, 4, and 8 ft modules for 
corridor and utility lighting. Suitable 
for commercial and residential ap- 
plications. Units may be mounted ver- 
tically or horizontally. Housings of 
S84 series are constructed of die-form- 
ed, cold-rolled steel. e Litecraft Mfg. 
Co., Passaic, N.J. 


Lamp Lock 


Designed to 
lamps in sockets 


secure fluorescent 


Unit is designed to hold all T-12 fluo- 
rescent lamps securely in end sockets 
and eliminate arcing at contacts. Called 
Lamp-Lock, clip-on type unit can be 
press-fit onto any standard fluorescent 
fixture socket with or without lamp in- 
stalled. Hinged wire retainer clips are 
then pulled down over the socket and 
under the ends of lamp to clamp it 
firmly in position. e Sun-Lite Mfg. 
Co., Detroit, Mich.. 


Drop Cable 
Cable has insulation permanently 
color-coded 


Cable is offered permanently color- 
coded for easy identification of var- 
ious sizes. Combinations of phase 
wires are in red, gray or green, in ad- 
dition to black. New line of cable is 
called compresto/hypalon _ service 
drop cable. e Olin Conductors, Met- 
als Div., Olin, Chattanooga, Tenn. 


Luminous Ceilings 


Panel produces warm, color-texture- 
pattern through unique design 


Called Texture-Luminus, this new 
ornon-perforated paneling offers un- 
limited possibilities for architectural 
application in lighting design. Panels 
are marketed in 2 ft x 2 ft and 2 ft x 
4 ft sizes, in white or in wider range 
of pastel colors. Panels have non-burn- 
ing chemical properties. e Luminous 
Ceilings Inc., Chicago, Ill. 


Modular Fixture 


Unit has crystal-clear injection- 
molded acrylic lenses 


New modular lighting fixture has twin 
prismatic lenses for use in commercial 
buildings. Model 6600 is surface 
mounted unit measuring 4 ft long x 
2 ft wide. Unit houses 4 fluorescent 
lamps, has 2 acrylic-plastic lenses each 
2 ft square. Fixture is 1%» ins deep 
at edges and pyramid-shaped lenses 
taper downward to apexes 36 ins 
below ceiling level. e Holophane Co., 
Inc., New York, N.Y. 


Selector Switches 
Key-operated units available in 
2, 3, or 4 positions 
Bulletin 100, type H and HO control 
devices supplied for either base or 
panel mountings. Switches include 
melamine contact blocks which 
be supplied with contact arrangements 
varying from 1-N.O. or 1-N.C. to 4- 
N.O. and 4-N.C. in panel-mounted 
units and with 1-N.O. and 1-N.C. or 
2-N.O. and 2-N.C. contacts in 
mounted units. e The Clark Control- 
ler Co., Cleveland, Ohio. 


can 
base 


Components 

Type S components now available 
in fuse blocks 
New type S components are now 
available in 2 circuit and 4 circuit 
plug fuse blocks for 100 and 200 amp 
add-on service equipment. Compo- 
nents cannot be removed by 
owners and they permit insertion of 
15 amp type S fuses only, according 
to manufacturer. e Arrow-Hart & 
Hegeman Electric Co., Hartford, 
Conn. 


home 


Span Clamp 
Neutral span clamp doubles as 
parallel groove connector 


Clamp is suitable as paralel 
connector for aerial cable neutral, and 
as a dead-ending clamp accommodat- 
ing up to 4 service drops. All 4 taps 
need not be made at time of installa- 
tion; they may be installed later, in- 
dependent of existing conditions, ac- 
cording to manufacturer. Known as 
type MS, one-piece clamp is cast in 
high strength aluminum alloy, with 
galvanized steel hardware. e Jasper 
Blackburn Corp., St. Louis, Mo. 


grove 
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Almost everybody can use this ye 
PORTABLE ELECTRIC CONVECTION HEATER 


$99.95 


HUNTER 
ELECTRIC 
HEAT 


Iti Ma ledeloae! 
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Hunter portable space heaters 


Fan-forced units feature quick, positive Company 
heating action. Thermostat control. Pic- 

ture frame styling. Beige cabinet with Address... 
anodized gold frames. Six different capac- 

ities, with retail prices from $19.95 up. _ 
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Power cable is said to contain 
not less than 67.32°% neoprene 


Type SH-D, shield 5,000 v, flexible, 
portable power cable is said to have 
the highest neoprene content in the in- 
dustry. Cable is made with semi-con- 
ducting tape over coated, flexible, 
stranded conductors. Cable is available 
with 3 conductors in sizes 6 through 
4/0 a.w.g. with choice of coarse, 
micdium, or fine stranding. e Western 
Insulated Wire Co., Los Angeles, Calif. 


Troffers 


Units designed 
mounting devices 


with winglock 


New line of recessed troffer lighting 
has been’ introduced. Wing-Lok 
mounting devices permit fixtures to be 
snapped securely in place simply by 
pushing into ceiling opening. Units are 
available in 14 shieldings, and have 
full width polyurethane gasketing to 
eliminate any possibility of light leak- 
age and extra large knockout. 18- 
gauge steel door encloses shielding. e 
Litecraft Mfg. Corp., Passaic, N.J. 


Bulb 


New light bulb is said to be 2 
light bulbs in one 


Called Glow-Bright bulb, new lamp is 
bright light source for normal use 
around home, but also contains spe- 
cial very low brightness filament which 
enables it to be turned into conven- 
ient night light. Designed for 3-way 
sockets, bulb can be switched from 
bright to night light easily. Bulb is 
available in 100 w and 150 w sizes 
e Lamp Div., Westinghouse Electric 
Corp., Bloomfield, N.J. 


Lamp 


For floodlighting, unit is mercury- 
fluorescent tubular source 


Suitable for large-area floodlighting, 
lamp is 6000-w combined mercury- 
fluorescent tubular light source, 5 ft 
long and 4 ins in diameter. Mercury 
arctube, 1-in in diameter, extends 
length of lamp. Lamp produces 330,- 
000 lumens and has operating life of 
around 4,000 hrs. e Large Lamp 
Dept., General Electric Co., Cleve- 
land, Ohio, 
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Night Light 

Simple nudge of toe will operate 
unit, maker says 
Stooping, bending, groping is elimi- 
nated for simple nudge of toe will 
operate night light where used in base- 
board outlets. Vertical design of unit 
hugs wall, plugs into any outlet. Unit 
is equipped with C7, 7-w small bulb. 
e Eagle Electric Mfg. Co., Inc., Long 
Island City, N.Y. 


Lowering Mechanism 


Unit said to permit ground level 
maintenance on street lights 


Device is said to be available on wide 
range of aluminum lighting standards, 
single and twin arm modes with truss 
arms up to 15 ft long. Device can 
be used to support pendant-type in- 
candescent or mercury vapor lumi- 
naires and bail or yoke suspended sin- 
gle or twin flood lights. e Pfaff & 
Kendall, Newark, N.J. 


Housing Unit 


Round recessed unit designed to 
fit variety of trims and glass 
Unit available in either prewired (M- 
6000) or unwired (M-6001) version 
Unit offers 18 different lighting effects 
without structural or wiring changes 
By adjusting socket for required lamp 
position, unit is ready to fit any of 41 
trim and glass variations available 
Housing measures 8% in high, 6% 
ins in diameter. Plaster frame opening 
diameter is 74% in. Over-all size is 9 
in x 9% in. e Moe Light Div., Thom- 
as Industries Inc., Louisville, Ky. 


Fixtures 


Recessed units designed for com- 
mercial and residential use 
New line comprises 13 housings and 
36 different fronts including flat and 
drop bowl lenses, louvered, conical, 
skirted, eye-ball, pinhole, and adjusta- 
ble spot. All housings can accommo- 
date several fronts. Round U-AIl 
housing can be used with any of 67 
different fronts and finish combina- 
tions. e Emerson Electric Co., Build- 
er Products Group, St. Louis, Mo. 


Bulb 


New type "flicker flame" lamp 
designed for residential use 


Bulb flickers like a candle. Lamp 
achieves effect by utilizing an internal 
method, without colored glass or can- 
dle-shaped bulb. Flame-shaped carbon 
filaments flicker and glow, creating 
warm, cheery effect of real candle 
light, manufacturer says. e Ling- 
Temco Electronics, Inc., Newark, 
N.J. 








Switches 


Wiring entrance is sealed with 
epoxy potting compound 


New line of prewired and epoxy sealed 
switches is said to protect internal 
mechanism against moisture. Switches 
are furnished prewired with 6 feet of 
No. 14 machine tool wire. Conduit 
threads are left unblocked for normal 
conduit attachment. Switches also 
available for manifold mounting, with 
no conduit opening and back wiring 
entrance epoxy Two 
switches are provided with 4 leads, 
Three circuit switches are provided 
with 6 leads. All circuits are isolated 
and color coded. e Denison Mfg. Co. 
Bedford, Ohio. 


sealed. circuit 


Fixtures 


Shallow silhouette look designed 
in incandescent fixtures 


New units called Astralume Recessed 
series, and feature glass that extends 
less than 3 in below ceiling. Available 
in round or square units utilizing 
handblown glass with no _ frames 
latches or visible means of 
Units come in: round, 11% or 16 ins 
in diameter; square, 12 or 14% ins 
in diameter. e Prescolite Mfg. Corp., 
Berkeley, Calif. 


support 


Connector Cover 


Designed for use in covering elec- 
trical connectors 


Pads protect connection from erosion, 
dirt accumulation, and chemical at- 
tack. Mastic compound is weather re- 
sistant and does not become brittle or 
flow within a temperature range of 
-50 deg F to 250 deg F. e A. B. 
Chance Co., Centralia, Mo. 
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A Statement 
of Policy 


tributor 


Penn-Union re-affirms its confidence in selling through the Elec- 
trical Distributor, by instituting an Authorized Distributor program 
with these important advantages: 


PROTECTION of Distributor’s inventory against price decreases. 
‘STOCK policy that protects Distributor’s investment. 
opportunities throughout the year. 
of Penn-Union’s field sales force. 
ASSISTANCE on both sales and engineering. 


that increases the productiveness of your salesmen. 


by national advertising. 


PLUS this assurance: 
ALL Utility, Contractor and 
Industrial business 
accepted only through the Electrical Distributor 


Ask your Penn-Union agent for details of this exceptional Dis- 


tributor policy, or write 


Lester R. Crane, Vice President-Sales 
PENN-UNION ELECTRIC CORPORATION ec ERIE, PA. 
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JASCO ALUMINUM RIGID 


COSTS LESS TO SHIP, HANDLE, 
INSTALL AND MAINTAIN 


* Approved by Underwriter’s Laboratories and the 
New York City Board of Standards and Appeals. 


a Cen, CP as ee | f 








2”, 34", 1" 

1%", 1%” 

2”, 212", 3” 
3%”, 4” 


color coded 
caps and 
elbows 
availabie 





F ee | 
ORDER ALUMINUM RIGID CONDUIT FROM YOUR AUTHORIZED JASCO ELECTRICAL WHOLESALER 


Complete data and specifications available from Jasco. 


JASCO ALUMINUM PRODUCTS 


A division of Irving Air Chute Company, Inc. 
31 Nassau Terminal Road, New Hyde Park, L. |., New York Phone: Fleldstone 3-4300, FLoral Park 4-8607 
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CONTROL UNIT SRC-601-I 
Plate is shown in 
actual size: 444" x 2%". 


CONTROLS INCANDESCENT, TOO! 


The new ‘‘Hubbell-trol’’ Dimmer is the only dimmer that 
controls fluorescent from a standard 2” deep walibox. 


It is the only one that dims fluorescent and incandescent on 
the same circuit. 


e itis the only one with a transformer that doesn't have to pe 
buried in the wall at the switch location. 


The ‘“‘Hubbell-trol” 600-watt dimmer is a new sind ot 
dimmer . . . a saturable reactor . . . and it offers a combination 
pe ay hy eel of user-advantages that auto-transformers, silicon rectifiers, 
surface-mounting. or rheostats can’t duplicate. One example: it saves more 
than $100 on a 16-lamp fluorescent installation because it 
works with fixtures having low-cost dimmer ballasts. 


Modulation of light is continuous from full on to full off 
No oversized switchplate is required, and there is no radio 
or TV interference. Installation is easy and economical 


Mie!) DIMMER 


HARVEY HUBBELL, INCORPORATED * BRIDGEPORT 2, CONNECTICUT 
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1. SELECTIVE DISTRIBUTION 2. TECHNICAL ASSISTANCE 
Selected, authorized distributors On-the-spot techr al 
will be protected in their specifi 


marketing areas 


Flow Rockbestos’ six point 
is helping distributors 


Top Quality Products 
build customer satisfaction 


Brand recognition is a strong sales advantage. The Rockbesto 
brand is widely recognized throughout industry for the hig! 
quality and dependability designed into each wire and cable 
product. Easier to sell to begin with, Rockbestos products al: 
keep the customer sold...and satisfied customers are profit 
able customers for a distributor 





3. AGGRESSIVE SALES PROMOTIO 4. PROTECTED DISCOUNTS 5. DISTRIBUTOR SALES TRAINING 6. TOP QUALITY PRODUCTS 


juarantees 
fu 


ad 


ked by direct ma zed distribut 


sales policy... 
sell more wire and cable 


Rockbestos’ six point sales policy, based on mutual cooperation, 

is proving to be an effective sales stimulus. The six points of this 
successful relationship are selective distribution; technical assistance; 
aggressive sales promotion; protected discounts; distributor 


sales training and top quality products. 


The most important point is the top quality, nationally recognized line 
of wire and cable manufactured by Rockbestos. The quality of the 
Rockbestos line of wire and cable for power, marine, industrial and 
aircraft applications is maintained through rigid test and control 
procedures and modern manufacturing techniques. Our distributors can 
always rely upon the performance of the Rockbestos products they 
sell...and upon their supply. Rockbestos maintains strategically located 


warehouses, backed up by additional reserve stocks at the plant. 


ROCKBESTOS wire & CABLE Co. 


DIVISION OF CERRO CORPORATION 


MAIN OFFICE AND FACTORY: Nicoll and Canner Streets, New Haven. ( 


Asbestos-Varnished Cambric, All-Asbestos, Varnished-Cambric, Thermoplastic and S 
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Cobo Hall, Detroit: at night persons waiting on this entrance plaza can be recognized because KIRLIN fix- 
tures illuminate faces and bodies as well as the top of their heads . . . Architects: Giffels & Rossetti, Inc. 


Ideal Application! 


VERTICAL SURFACES ARE ALSO LIGHTED 
BY WEATHER-RESISTING KIRLINS 


Exterior overhead lighting for Detroit’s famous 


MANY REASONS FOR SPECIFYING Cobo Hall was specified — 


e Relamp above or below ceiling. li 
e Stainless steel doors in cast aluminum frames. K 1r in 
e For fluorescent or incandescent lamps. 


(Also for the soon-to-be-opened Convention Arena) 
e GlasSurfaced{ aluminum reflectors. 


e Available in many types and all sizes. THREE REASONS FOR THIS... 


"Vertical Surface"’ Lighting! . . . Proven Weather-resistant! 


ttrademark of The Kirlin Company 
. . . Better Lighting Efficiency! 


Of course, lighting specifiers make their own decisions in 

selecting a product for a specific area. When their selection Other recessed fixtures would not have done as well! You can 

prego alread oe take ‘ca ac bn — it with the facts and figures which are probably in your 

justifiably gratified. ata files at this minute. For example: pages 6-14*; as shown by 

: RRR ‘ We these light distribution curves, exclusive KIRLIN wide angle 

The wide distribution of light and the rust-resisting features Ree : : ae ‘ 

of KIRLINs make them ideal for outdoor applications, as lenses so distribute light rays that intensities on vertical surfaces 

well as for use indoors. average at least 45% of the intensities on horizontal surfaces; 
page 2*; exclusive KIRLIN stainless steel doors and cast alumi- 
num frames plus special reflectors give proven weather-resistance; 
pages 6-14*; exclusive GlasSurfacedt aluminum reflectors, 
covering full area of prism lenses, give approximately 70% 
useful light. 


*References to KIRLIN Catalog #79, A.I.A. File $#31F2; if it 
is not in your data files, phone our Sales Engineer in your area. 


a 
Lighting SLAC Ueeter 
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ts appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


for bimetallic connections in 
SEVERE CORROS/VE AREAS 


. “fo 


- 


PS: 


Lees 
BLACKBURN PAC CLAMPS 


In salt-laden coastal atmospheres, in fume-choked industrial areas 
. millions of Blackburn PAC clamps stay on the job year after 
year. No breakdown. No deterioration of electrical efficiency. 


We've treated them even worse in our laboratory. Over 10 years 
of torturing salt spray and heat cycle tests, and they still perform 
like troupers. The PAC Series is the most corrosion resistant, 
electrically efficient BIMETALLIC connector in the world! The 
reason? Some exceptionally fine engineering and construction that 
eliminates soldered liners. 


We'd like to show you how these extraordinary clamps are made 
and how they reacted to our severe testing. Write for Data 
Folder #6007 


1525 Woodson Road Saint Louis 14, Missouri 























CON TROL 


CUTLER-HAMMER MOTOR STARTERS 


Still the proven standard 
of quality...always in stock 


for immediate delivery 


ALWAYS AVAILABLE FOR FAST DELIVERY 


Millions of satisfactory operations in thou- 
sands of applications have proved the un- 
matched quality of Cutler-Hammer across- 
the-line magnetic starters. That this line 
is still recognized as the leader— nine years 
after the original design was developed 
is a great tribute to the years-ahead think- 
ing of Cutler-Hammer engineers. 


FIRST IN '53—STILL THE LEADER IN '61 


Since the Three Star line was introduced in 
1953, many improvements have been made; 
magnet coils that far exceed NEMA stand- 
ards, for example. But many achievements 
of the original design—vertical, dust-free 
contacts; overload relays adjustable to with- 
in 3% of actual full-motor ratings; provision 
for 2 or 3-coil overload relays in the same 
enclosure—are features no other manufac- 
turer has been able to improve. You can 
safely bet that when these pace-setting fea- 
tures are improved, it'll be another Cutler- 
Hammer development. 


WHAT’S NEW? ASK.. 


CUTLER-HAMMER 


Cutler-Hammer inc., Milwaukee, Wisconsin e Division: Airborne instruments Laboratory « Subsidiary 
Hammer international, C. A. « Associates: Cutier-Hammer Canada, Ltd 
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You'll find the smaller sizes of Cutler- 
Hammer Starters always in stock at your 
local distributors—larger sizes immediately 
available from the factory. We hope you'll 
make your own feature-by-feature com- 
parison between the Cutler-Hammer line 
and any other starter on the market. Look 
especially carefully at such vital advantages 
as ease of installation, high interrupting ca- 
pacity, coil construction and accessibility. 

Regardless of what features you select as 
the criterion of superiority, we're sure you'll 
choose Cutler-Hammer after you've made 
your unbiased comparison. 

If you’re one of many companies being 
forced to stock two sets of parts because of 
design changes, now is an excellent 
standardize on Cutler-Hammer. 

Call your distributor or local Cutler- 
Hammer Sales Office soon. Or write for 
Publication LO-70-W247. 


time to 


na 


Cutler 
Cutier-Hammer Mexicana. S. A 





y y, 
J/w/ 


LIGHTED / 
HANDLE / 


No. 2211-SL 


No. 2211-SL also available in 
strap type No. 2221-SL 


Jt 


LIGHTED HANDLE 
ROCKER-GLO 


Pinpoints switch loca- 
tion in darkened rooms 
or hallways. Tiny, long- 
life neon lamp softly 
glows in OFF position 
only. Single pole or 
three-way. Rating: 15 
Amperes, 120 Volts, 
A.C. 





8 NEW 
P&S ROCKER-GLO 
SWITCHES! 


No. 2221-SP 


No. 2221-SP also available in 
Despard (interchangeable) type 
No. 2211-SP 


Pilot Light HANDLE 
ROCKER-GLO 


Instantly shows when 
appliances or lights are 
on. Tiny red plastic 
jewel in rocker button 
lights in ON position 
only. Single pole only. 
Rating: 15 Amperes, 
120 Volts, A.C. 





No. 2225-S 


No. 2225-S also available in 
Despard (interchangeable) 
type No. 2215-S 


REMOTE CONTROL 
ROCKER-GLO 


Momentary contact, 
center “‘off” switch. De- 
Signed especially for 
low voltage remote con- 
trol applications—con- 
trolling large banks of 
lighting, operating 
stage curtains, etc. 
Single pole, double 
throw. Rating: 10 Am- 
peres, 48 Volts, A.C. 


For more information write Dept. EW1161 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill. In Canada: Renfrew Electric Co., Ltd., Toronto, Ontario 
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‘ SMALLER QUANTITIES 
fuclusive New Plastic RACO Package = _£ ware /omr 
saves time, uses less space . 


Fittings in plastic bags? That's right. Heavy duty, clear plas PROTECTION 

bags are now Carrying and holding—in place of inner cartons 

Raco’s most popular items. What a savings! You use le ra 

storage space. Quantities are smaller and geared to your more ay \ 

practical needs. Furthermore, fittings are completely protected oS 

from the elements “i 
— 

Raco has the complete package that saves you time, helps 


you earn more. Prove it to yourself on your next job VISIBILITY 


ALL-STEEL EQUIPMENT INC., Aurora, Illinois 


@sGesF ee-7?O 


FITTINGS BOXES 
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A NEW VISUAL EXPRESSION 


in incandescent lighting 


Glowing geometric shapes combine the beaut 
wn glass with all-aluminum construct 
mbination of decorative effect f 
of the designer. light-forms can be 
ns ¢ Wionment 


ned for wall use only, light-forms ma 
her interiors or exteriors. 


Write for 


} Vy PRESCOLITE MANUFACTURING CORPORATION 


2229 Fourth Street, Berkeley 10, California 
FACTORIES: Berkeley, California e Warrington, Pennsylvania e El Dorado, Arkansas 
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erectric 


NEW ROYAL ALL-VIN 
with 3-Wire Grounding Outlet 
for Power Tools and Appliances 


SAFETY-WIRED!.. . 
. Royal's all-vinyl, all-yellow trouble light is 
really loaded with sales power! Engineered for 
extra safety and extra convenience, this new item 
in the popular Royal line is equipped with doth a 
3-wire U-ground outlet and a 2-wire outlet. It also 
gives you another important and exclusive selling 
point: The bulb guard is grounded to protect the 
user against electrical shock, and the 3-wire outlet 
is designed to ground 3-wire-equipped appliances 
or tools that are plugged into it. 
Extra tough, too... the ALL-VINYL construc- 
tion of the new Royal trouble light handle, cord 
and plug resists oil, acid, and grease . . . with- 
stands hard use and abuse that shorten the life 
of ordinary trouble lights. 


SAFETY-COLORED! @ 





Individually packaged in 


attractive corrugated display cartons 


SEE YOUR ROYAL REPRESENTATIVE 





ELECTRIC Tr 

-. @n esseciate of 
ROYAL ELECTRIC CORPORATION, PAWTUCKET, RHODE ISLAND 
Quebec 


In Canada: Royal Electric Company (Quebec) Ltd., Pointe Claire 
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IT’S MADE RIGHT - TO SELL RIGHT! 
Modern Design, Sure-Grip Handle. Cleans Easily with 
Damp Cloth. Highly Visible. Prevents Accidents and 


Damage to Light and C 


Heavy-Duty, 


ord. Built-In Strain Relief. 
Swing-Open Guard with Hook. Yellow 


Guard (Baked Enamel on Steel) 





3-WIRE U-GROUND OUTLET 


ONE SIDE 


2-WIRE OUTLET OTHER SIDE 








3-WIRE, U-GROUND OUTLET ONE SIDE, 
2-WIRE OUTLET ON OTHER; VINYL 


HANDLE, CORD, 


MOLDED-ON PLUG 











TYPE CORD 


18-3 S$JT 
18-3 SJT 


—--— -——— —— +4 


16-3 SJT 
16-3 SJT 





SHIPPING CARTON 


“QUANTITY | WEIGHT 


12 








2-WIRE OUTLET ON BOTH SIDES* 


VINYL HANDLE, CORD, MOLDED-ON PLUG 








CATALOG 
NUMBER 


J-3250 
45-3251 








TYPE CORD 


18-2 SJT 
18-2 SJT 





SHIPPING CARTON 


QUANTITY — : WEIGHT _ 


12 25 Ibs. 
6 20 





*Not Grounded 




































































And 19 years later—we still don’t! Since 1942, over 
8 billion feet of neoprene covered telephone drop 
wire has gone into pole-to-home service throughout 
the country. Some of it will soon mark its 20th an- 
niversary, with the neoprene in such good condition 
that its ultimate life is still a question. 


Recently, as part of a test program, Bell Labora- 
tories cut down a piece of this drop wire which had 
seen outdoor service in Los Angeles since 1946. Ex- 
haustive testing proved the neoprene covering virtu- 
ally as good as the day it came off the reel. Tough as 
a tendon. Supple as muscle. Practically unblemished 
by the unending assaults of sun, ozone, airborne 


30 


WHEN BELL LABS ASKED, 
“HOW: LONG WILL THIS WIRE LAST?” 
WE TOLD THEM WE JUST DIDN'T KNOW 


chemicals, high and low temperatures. Elongation 
of the 15-year-old sample measured at 130%, tensile 
at 1905 psi (more than 70% of the original psi)! 


Neoprene synthetic rubber offers this kind of long 
term reliability to wire and cable of all type For 
information, write E. |. du Pont de Nemours & Co 
(Inc.), Elastomer Chemicals Department ES-11 
Wilmington 98, Delaware. 


M6.u 5.» 


NEOPRENE 


SYNTHETIC RUBBER 


Better Things for Better Living. . through Chemistry 
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DUAL-GRIP 
ENTRANCE HEADS* 


LOOK FOR THE PATENT NUMBER— 
YOUR PROTECTION AGAINST COPIES! 
*U. S. PAT. NO. 2,739,999 


‘Dual-Grips"’ save your customers time and money. 


When “‘Dual-Grips"’ are used on EMT, 

your customers know they're “‘on to stay” 
with no special fittings. 

With rigid conduit, the electrician just slips 
the head on and tightens the screws. 

No valuable time wasted cutting threads. 

Lightweight aluminum alloy—moistureproof— 
rustproof. Ten sizes: ¥2", %", 1", 1%", 12" 


2”. 24%", 3°. 34", 4". 


NEW COMBINATION ENTRANCE HEADS 

... head and reducer in one compact, 
easily installed unit! No mast threading. 
For 2” or 2%” rigid conduit or pipe 


MR. WHOLESALER 


telephone GA 1-6336 
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SPECIAL ©) VALUE! 
SOLDERLESS 


yAco La ERMINAL 


Pra 


Crimping Toot 
ond Terminel 
Assortment 
elas 


sPtcian 


Two Kits Available 


No. 495—For Non-Insulated Terminals 
No. 496—For Insulated Terminals 


No. 2298 Assortment 


Tons in Packaging...Topsin Value 
.».10ps in Markup...just “TOPS”! 


Two new special packages by Vaco especially created to stimulate 


more solderless terminal business for you .. . 


No. 2298 Assortment (Illustrated above) Over 90 insulated solder- 
less terminals in beautiful two-tone plastic box. Hang-up tab pro- 
vided for ease of display. A regular $5.00 value for only $2.98! 


No. 495 Kit— Includes regular $3.95 Terminal Crimping Tool 
plus Dollar Pak of assorted terminals. A $4.95 value for only $3.29! 
VACO PRODUCTS COMPANY 


317 East Ontario Street + Chicago 11, Ill. 
in Canada: Vaco-Lynn Products, Ltd. and Atlas Radio Corp. 





America’s Leading Manufacturer of Screw Drivers, 
Nut Drivers and Solderless Terminals 
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Get the lions sh 


Why limit your total potential by going 
along with an outdated electrical line! 





a 

oe 
eA 
hy 


Are you shortchanging yourself by using suppliers that can’t deliver the product 
advantages your customers want? Can your profits afford the added costs of “missed”’ sales 
that reduce the best salesmen to a level of low productivity? See how you can satisfy 
customers’ needs with the up-to-date developments you get with an Allis-Chalmers 
franchise. See how you'll benefit from the service . . . the training . . . the promotional 
support that A-C offers. Write today. Franchises for one or more A-C electrical lines 






are available in some areas. L 
t 
\ 
Stay ahead with this complete, new \ 
line of low-voltage motor controls: : , 
Allis-Chalmers new, flexible, uni an 8 
tized design is industry’s most ad 
vanced. In operating benefits, in re- By 7 
liability. It practically eliminates ‘ \> : 
service problems. And pays off for ~ — 
you in more sales, lower handling ar 2 y f 64 nd 
costs with simplified inventory k= sg “| 
requirements, fast delivery from the IF od Wild 3 
factory and regional warehouses iw Hy i al 
Allis-Chalmers low-voltage control } , . ce), 
is available in sizes 00 through 9 x 
Offer the decade’s newest high-voltage devel- 
opment with 2-high, drawout SPACEMAKER | 
Help customers achieve greater efficiency with ee ee ( 
new A-C low-voltage motor control centers: Your most accessible control available. Has full 
customers save space, cut maintenance costs, drawout construction. Weighs less. Installs t 
reduce downtime with A-C modular units. Ex- easier. Easiest to inspect and service. And l 
clusive new Track-Guide drawout mechanism sells as good as it sounds f 
makes unit removal easier, safer. Plug-in con t 
struction and other features add to mainte t 
nance ease, safety. c 








Cash in on the accessory business, too, with Allis-Chal- 
mers low-voltage components: Standard-duty push but 


tons heavy-duty push buttons oil-tight pus! 

buttons foot switches pressure switches 

limit switches float switches master switches 
instrument and control switches. They re all \ 


to sell, with an A-C “full-share” franchise 


Oil-immersed high-voltage controllers let you supply con- 
trol for hazardous locations: Why not handle a contr 


line that’s really advanced! Allis-Chalme 


istomers a choice of air-break or new oil-immerse 
high-voltage contactors. It's the open door for extra 
sales. Oil-immersed control fror A-C get ou the 
lion’s share of the hazardous ! rrosive-atmosphe 


installati 


New enduring values increase transmission profits when 
customers on the all-new ENDUR-ALL transformer 





As much as ¢ lower impedance. Le« oltage dr 
der igt r I ad r t full { i 
I greater id capa I 
apahi vitl eater ¢ t i 
iture grade t. And 
} ma i igt 


Improved Allis-Chalmers circuit break- 
ers increase your range of selling op- 
portunities: What should an up-t 


date line mean to you? More chances 





Low-voltage A-C switchgear: low-cost answer ie 





to an outdated electrical system. It distrib to sell more products. The newly de 
utes full power at the center of the load ‘jal ig. a mgned interrupter or Allis-Chalmers 
Voltage drop and conductor losses are min 1 a ; an Pw i snchude —<— _— 
imized secondary wire to machines is te meget on — % est 
shorter and less expensive. There's no space Lt aang nv ae — meoameds 
problem! Customers can mount lov tage ; sh : 3 : aad features 
switchgear anywhere, in a corner, on ba > . _ 
conies, in the basement 

y 

ee < } #2 Accurate system voltage control with 

4 a Allis-Chalmers %% step regulators 


iS “ ? ? Advanced design features give cus 
; 4 ant - tomers more for their regulator dol 
ae 7 , lar' Caliband control, standard wit} 
Boon a : all A-C regulators, cuts control-set 

: x ys ~ ting time without changing custom 
Allis-Chalmers dry-type transformers install 1 ; 7 er voltage or line-drop compensator 
quickly, help you pick up extra profits: Thes: +> settings. This adds accuracy, cuts 
Ke human error, saves time. This fea 


ture alone will pay 


lightweight transformers mount in half the 
time of ordinary units, as easily as a wall 
light switch, and incorporate every known 
factor in noise-level control. This makes 
them the number-one choice of those who 


buy. You get more sales, save on handling 
costs, cut inventory requirements 


ore Allis-Chalmers trademork 





Why 
settle 
ae) Waiman: 


“a | - A 
=" . y 
“tail end & 
\ & 4 


of the business @ 








ALLIS-CHALMERS 








How Allis-Chalmers franchise benefits help you get 


your share of the business 


With 
an Allis-Chalmers franchise, you get sales 
training aid that’s specifically planned to 
match your needs. Sales meetings — in your 
place of business or at the factory — help 
keep your men fully informed about new 
product developments and new selling tech 
niques. Audio-visual aids are often utilized 
to make these meetings even more effective 
For you, the end result is a more effective 
sales staff. You get added volume, increased 
profits 





To “open doors” for your salesmen 
and help them do a better selling job, A-C promotional 
aids are fresh, exciting, stimulating. They include com 
plete, packaged sales campaigns. Matchbooks. “Tickler’’ 
mailers. Product data bulletins. Ad materials including 
electrotypes. Sales kits. Visual aids. Signs. Displays 
Trade show exhibits. Everything you need to keep your 
name on your customers’ minds and on their pur 
chase orders to give you greater return on your 
selling-cost investment 


For specialized assistance on tough selling 
problems and unusual applications, Allis-Chalmers puts 
an engineer at your elbow. Factory engineering help 
is quickly obtainable through your local A-C district 
office. Regional and territory specialists are also avail 
ible. All of which adds up to a full share of the business 
for you. This help costs you nothing, but can make the 
big difference in profit dollars at year’s end 


Whenever you wish, vou can get 
the benefit of Allis-Chalmers experience in fiscal matters 
and cost-cutting procedures. In fact, A-C regularly con 
ducts seminars oriented specifically to industrial dis 
tributors’ management and financial problems. In the 
course of these sessions, distributors are able to compare 
procedures, point their businesses in the direction of 
greater profits 
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are what you need 
to do the job Easier... 
Faster...Better and 
get more profits too! 


® Here is the combination that is unbeat- 
able when it comes to easier E.M.T. 
installation at less cost. New lightweight 
plier size indenters make setting up thin 
wall conduit a breeze. B-M fittings are 
neater too! No unsightly nuts or projecting 
set screws. B-M, the Original Indenter 
Fittings used with B-M Indenter tools, 
give you the best, most permanent 345", ” 
and 1” E.M. T. installations possible. 


A few more of the plus features of B-M 
fittings are Concrete tight—Vibration 
resistant — Extra heavy bright zinc plate, 
salt spray and acid drip tested for cor- 
rosion resistance — Extra heavy positive 
bonding locknuts—smooth rounded 
edges or bushed throat type connectors 
that prevent insulation damage — All 
steel construction with extra heavy gauge 
wall thickness. 


ILLINOIS 


hit METHOD TOOL CO. 


USED THE MOST FROM COAST TO COAST 
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COPARTNER? 


How do you stand with the 


When a Sylvania salesman comes into your terr1 
tory, he’s really expanding your own sales force 
He scores when you score —and only then 


When some outfits go into the field, they hand out 

distributorships and keep one for themselves. You 

can never be sure who’s on whose side. 

Some outfits like to do business that way. Sylvania 

doesn't 

Sylvania competes with other brands... not 

with its own distributors. It pays off —for Sylvania 
and Sylvania distributors. Today Sylvania is the 

fastest-growing name in the lighting business. We 

think our distributor setup has a lot to do with it 


Just look what a difference it could make to you: 


38 


Sylvania distributors have a distinctly different 
competitive proposition. It’s not a carbon copy of 


the proposition offered by others. 


These are just a few of the many unique advantages 
of doing business with Sylvania. For information 
about price protection of inventories, product liabil 
ity protection, Sylvania “firsts,” merchandising and 


sales backing, write to address on right-hand page 
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moO) 5 O10). Bad Oe bt tO} 5 ee 
lamp brands you handle? 


Grow independently with 


SUBSIDIARY OF 


GENERAL TELEPHONE & ELECTRONICS 


Lighting Division, Sylvania Electric Products Inc.. Dept. 62, 60 Boston Street, Salem, Mass. In Canada: Sylvania Electric (Canada) 
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American Steel and Wire 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Ala., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 
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...with (iss) Amerzone-B insulation’ 


Amerzone-B butyl rubber insulation can be safely operated continuously at 90°C 
copper temperature. This means you get a 45% increase in current-carrying 
capacity with Amerzone-B as compared to the capacity of standard 60°C rated 
compounds. For network service, Amerzone-B will withstand emergency overload 
copper temperatures up to 260° for short periods without damage. No other 
rubber insulation has such exceptional resistance to heat, moisture, ozone and 
cold. You can bend it at —40°F. without cracking. Ozone tests to industry stand 
ards show no damage to this dense, nonporous insulation. Amerzone-B insulated 
cables installed over 12 years ago are just as good today as they were when 
installed. It’s the ideal insulation for 5,000 to 15,000-volt cable. You can use 
USS Tiger Brand type RR Cable with Amerzone-B insulation anywhere . . . bury it, 
put it in conduits or ducts, string it overhead. 

USS Tiger Brand type RR Cables are also made with other types of rubber 
insulation, each one compounded to do a special job. For complete information 
on Amerzone-B insulated cables or any other Tiger Brand Cable, call our nearest 
Sales Office or write American Steel and Wire, Dept. 1451, Rockefeller Building, 
Cleveland 13, Ohio. USS, Tiger Brand and Amerzone-B are registered trademarks 


*Conditions: 3 single conductors # 4/0 in ; conduit (exposed & enclosed), 40°C ambient air temperature 
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ARE YOU 
BIG-THREEING 
YOURSELF OUT OF 
PROFITABLE 


LAMP BUSINESS? 




















Champion’s new “Four Freedoms Franchise” 


offers a U.S. Bureau of Standards-Approved lamp line 


plus policies that protect your profits 


Are Big Three policies and practices turning your lamp 
business into a slow-profit, low-profit, no-profit headache? 
If so, our brand-new ‘‘Four Freedoms Franchise’’ could 
be the declaration of independence you’re looking for 
This distributor-centered franchise is like no other you've 
ever seen. 

It has been created from scratch during the past month as 
the first step in a complete modernizing of Champion's 
sales set-up. 

Every policy in it is based on our conviction that inde- 
pendent distributors—-regardiess of size—should make 
bigger lamp profits than Big Three franchises permit 
them to make. 

If you’re stringing along on a one-sided Big Three 
contract because you’ve got to have a line that carries 
U. S. Bureau of Standards approval, remember this: 
There are four, not three, Bureau-approved lines. . . 
and Champion is one of them. 


HERE ARE THE HIGH 


All Champu 


quire nents of Fed ral Specificat 

upple menis. 
This fact is a matter of public record. For 
century Champion has been a major supp! 
Government. Notice also that Champion 
the smaller lamp companies which has 
of its full incandescent and fluorescen 
just one or two items. 
In a nutshell, you can’t buy 
Champion . .. but you 
Champion. Better from 
freedom from interferen 


+ 


tit 
ult 


compe on. 

Read over the digest 

in the panel below. If it makes sen 
further with one ol our representatives 


( 
to Sales Manager Bill Ferris in Lynn. 


no obligation. 


SPOTS OF CHAMPION’S 


“FOUR FREEDOMS FRANCHISE” 


I. 


FREEDOM from factory competition. Champion's 
policy and practice will be to sell through You 
Only when a distributor is unable or unwilling to 
bid Champion Lamps on a specific contract will 
we take business direct. 


II. 


FREEDOM to run your lamp business your way, 
without discrimination because your type of cus- 
tomer differs from your competitor's. This in 
cludes freedom to price lamps as you see fit 


III. 


FREEDOM from complicated incentive schedules 

Instead: a straightforward percentage plan which, 
for example, yields $5,000-to-$50,000 distributors 
at least 3% more than the Big Three's maximum. 


IV. 


FREEDOM from the time-wasting paperwork that 
other companies require before you qualify for 
extra compensation. You won't need a team of 
CPA's to figure out how much you're clearing on 
Champion Lamps 


If you like these features of Champion’s new franchise, you'll like a lot of other 
things about it, too. Why not get the whole story? Distributors have been 
making money with Champion Lamps since 1900. Under this new ‘Four 
Freedoms Franchise,” they’! make even more. 


CHAMPION LAMPS 


LYNNWAY, LYNN, MASSACHUSETTS 


TEL: LYnn 3-2000 


CHAMPION 


LAMPS 
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CHRYSLER AIRTEMP 


May 11 was a great day 


Please note: Van Heusen men’s wear is available to manu- 
facturers as incentives for their salesmen, distributor sales- 
men and as premiums to retailers for buying a specified quan- 
tity of merchandise (dealer loader). Our Program does not per- 
mit individuals to purchase our men’s wear for personal use. 


Yes! Chrysler Airtemp sold Five Million 
Dollars worth of merchandise in one day 
—when they used Van Heusen Men’s Wear 
as dealer premiums! If you want unusual 
sales success —look to the Van Heusen 





@WiTHIN PENNIES) 
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AIR CONDITIONING AND HEATING FOR HOMES, BUSINESS. INDUSTRY 


> HRYSLER 


. AIRTE™MP 


Day an .. Ohio 
July 20, 1961 


Mr. E. M. Harris 

Premium Sales Division 
Phillips-Van Heusen Corporation 
417 Fifth Avenue 

New York 16, New York 


Dear Mr. Harris: 


I have purposely delayed writing concerning our recent one day "Parade 
of Profits" Van Heusen promotion until most of the "votes were in." We 
have now received enough substantiating orders to indicate that this was 
certainly one of the most successful promotions in the history of our 
organization. 


It would appear, on the basis of confirmed orders, that our movement to 
dealers on this one day, May ll, was about four times the objective we 

had established for the day. Our sales for this day were close to five (5) 
million dollars. This is a particularly outstanding accomplishment in 

that packaged goods dealers historically do not stock equipment. Contrary 
to the accepted practice of maintaining inventories, as in the case of the 
appliance dealer, a dealer in packaged air conditioning customarily orders 
equipment as he needs it. 


We have already sent you many orders for Van Heusen units and we estimate 
that, in the final analysis, approximately 5,000 Van Heusen men's wear 
items will have been awarded on this single day promotion. 


Il am sure that the novelty of winning clothing rather than money, coupled 
with the Van Heusen name and "Treasure Chest" incentive program, was 
the formula for success in this particular promotion. Please feel free to use 
this letter, as an unsolicited testimonial, in any way you may see fit to do 
so. Thank you again for your cooperation in assisting us in this highly 
successful promotion. 


Cordially, 


Sar £ 
Lee E. Eple 


Director - Advertising 
and Sales Promotion 


for Van Heusen, too! 


Treasure Chest! Winners can choose their prior commitment and no inventory to 
own prizes from Van Heusen’s 16-page, carry. And the wholesale cost to you is the 
64 item, full-color men's wear catalogue. same!* Get full information on the most 
Van Heusen drop ships as little as one successful promotions ever to run from: 
item direct to each winner. You haveno PREMIUM SALES DIVISION, 


PHILLIPS-VAN HEUSEN CORP. 


417 Fifth Avenue, New York 16, N. Y, 
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Perma-Dure single conductor cable is 
insulated with Habirdure (thermo- 
plastic). Sizes 14 through 8 AWG (solid) 
and 6 through 4 AWG (seven strand). 
Standard color is black. Underwrit- 
ers approved as Type UF-600 volts. 


7 
' 
te 


An Economical, Dependable Cable for ¢ Underground 


Perma-Dure, a Phelps Dodge product, pro- 
vides electrical contractors with a durable, 
versatile type of flame-resistant cable for in- 
dustrial and commercial use. 

Perma-Dure handles easily, strips readily and 
helps cut installation time and costs. It is sup- 


plied in single, two and three conductors for 


feeder or branch circuits. Under the 1959 
National Electrical Code, Perma-Dure is ree- 
ognized as suitable for: 

Type UF, single and multiple conductor, as 
feeder or branch circuit cable, for direct burial 
in the earth when provided with over-current 


protection. 
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Perma-Dure two and three conductor cable is in- 
sulated with Habirdure, glass-wrapped. Conduc- 
tors laid parallel under a Habirdure sheath. Sizes 
14 through 10 AWG. Standard color is white. Un- 
derwriters approved as Type UF and Type NMC- 
600 voits. Available with and without ground wire. 





Wiring Including Direct Burial © Interior Wiring 


Type NMC, multiple conductor (moisture and inside masonry or tile walls; 
corrosion resistant non-metallic sheathed cable ult: otected, in ] 
for installation in exposed or concealed loca- 


tions, in dry, damp or corrosive conditions; 
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For the toughest 
Kitchen Ventilating job 


THRUSTPOWER 


has the power fo do it 


Here is super capacity ventilation for the toughest smoke-heat- 
grease problem in a kitchen...including indoor barbecues. 
Powerful underhood ventilator—'% HP motor with variable 
speed control—4 filters—enclosed lights—choice of elegant 
new pewter finish or antique copper. Hoods up to 96” for wail 
mount, pass-through, island or peninsula. 


Write for complete information. 


Srude LY) wid 


DIVISION OF ROBBINS & MYERS, INC., 7755 Paramount Place, Pico Rivera, California Dept. EW 
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Customers force company to change name! 


AMPROBE INSTRUMENT 
CORPORATION, 
LYNBROOK, 


N.Y. 
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NEW CO BUILT-IN ail GROUND 
IN CORNISH RANGE & DRYER CORDSETS 


It’s the newest thing for ranges and dryers: Cornish 
cordsets with 4-pole plugs for equipment grounding. 


Made to NEMA configuration, they are rated at 50 


amps, 250 volts for ranges; 30 amps, 250 volts for 
dryers. These 4-conductor cordsets are UL-SECC 
approved. They are available in 3, 4,5 and 6’ 
lengths, individually packaged in the new 
crystal-clear polyethylene bags. () Carry 
Cornish—the full line of cordsets—you'’re backed 
by 20 sales offices and 12 warehouses for fast 
delivery, top service. Call your Cornish man today. 
Cornish Wire Co., 50 Church Street, New York 7. 
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WHEREVER 
ELECTRICITY 





COLOR-KEYED® 
Connectors 


interlocked 
Insulated Throat Armored Cable 
Conduit Fittings Fittings 


Watertight 
Floor Boxes 


For every electrical need—The Thomas & Betts Company offers a complete 
selection of connecting devices, terminals and fittings, designed for top 
performance at lowest installed cost. Illustrated are just a few of the 

many T&B-Engineered products that have proven themselves 

outstanding in the field. Wherever electricity goes . . . whatever the 
conductor .. . you’re certain of complete reliability when you 
specify—and use—T&B Products. For further information, write to 

The Thomas & Betts Co., Incorporated, Elizabeth 1, New Jersey. 

In Canada: Thomas & Betts Ltd., Montreal, Quebec. 


REDDY™ Tap T&B METHOD 
REDDY™ Lug Distribution Connectors 


T&B-KENT 
Strip Terminals end 
Attaching Machines 


WRITE FOR PUBLICATION: 

A—-BULLETIN #822 

B— BULLETIN cKP! 
BULLETIN #85 


BULLETIN #56 


c 
D— BULLETIN F5-47 
E 


THOMAS & BETTS 


ENGINEERED 


SOLD COAST TO COAST EXCLUSIVELY BY YOUR T&B DISTRIBUTOR 
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BASEBOARD HEATING 
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LUXURIOUS WINTER WARMTH immacu- 
lately clean: all electric. ANCHOR electric 
heating systems require no furnace, bulky 
hot-air ducts or piping. For new 

and remodeling alike, you'll find 

them today’s easiest, most flexible 


heating systems to install and use! 





NICHROME HEATER ELEMENT 


AND SHOCKPROOF SHEATH 


INSULATING REFLECTOR 


BACKPLATE 


LOW- DENSITY 


ANCHOR 


ELECTRIC 
BASEBOARD HEATING 


brings you the exclusive 
comfort, convenience and 
prestige of all-electric living 





AIRFLOW INLET 


Anchor electric baseboard heating 
offers uniform warmth without a 
flame; can’t leave sooty residue. It’s 
all electric... white-glove clean in 
every installation. And it provides 
today’s most flexible heating system, 
pride of owners everywhere. 
Low-density design distributes 
heat better, eliminates hot spots, 
prevents too-frequent on/off cycling 
Engineered airflow facilitates draft 
free heating. Convectors are safe 
enough for low temperature wire. So 
safe, in fact, that these Anchor heat 
ers require no thermal limit protec 
tors for normal operation. (Units 
with thermal limit protectors option 


CF ORE FES 























AIRFLOW EXIT 


10 Um, 
outiow's 


100% 
even with the front 


ally available electrically 
safe as well 
cover removed 
Simplicity of using separate ther 
mostats makes room-by-room tem 
perature regulation a logical, low 
cost feature. No central furnace o1 
structural 


install 


ducts to create costly 
problems. So very easy to 
that selecting Anchor electric base 
board heaters for remodeling and 
room-additions is 

Baseboard finished in 
flat-textured, baked 


readily repaintable to suit 


a natural choice! 
units are 
neutral-tan 
enamel; 
any room decor, so their color will 
blend or contrast as desired 
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NCHOR 


SALES OFFICES ARE 
CONVENIENTLY LOCATED 
ACROSS THE NATION 


ALABAMA, BIRMINGHAM 
W. H. Neville 
247 American Life Building 
Phone AL 1-7979 
ARKANSAS, LITTLE ROCK 
Gregory-Salisbury & Co., Inc. 
500 E. Markham Street 


Terminal Warehouse Bidg., Rox 


Phone FR 5-1383 


CALIFORNIA, LOS ANGELES 11 
Micheli Brothers 
1413 East 20th Street 
Phone Richmond 9-7587 


CALIFORNIA, SAN MATEO 
Anchor Company 
G. L. Bennis 
Three West 37th Ave 
Phone Fireside 1-6538 
TWX: SMTO-31 


COLORADO, DENVER 4 
L. S. Reed & Co. 
1018 Lawrence Street 
Phone ALpine 5-1777 
TWX: DN-770 
CONNECTICUT, HARTFORD 
J. J. Barry 
71 Webster Street 
Phone CHapel 7-7046 


FLORIDA, BRADENTON 
Anchor Manufacturing Co 
Route No. 3 
Phone BRadenton 6-6187 
TWX: BTN-6090 


GEORGIA, ATLANTA 9 

J. J. Perry, Jr. 

45 Eleventh Street, N.E 

Phone TR 5-4848 
1OWA, CEDAR RAPIDS 1 

C. R. White 

P.O. Box 21 

Phone EMpire 4-5547 
ILLINOIS, CHICAGO 2 

J. M. Livingston, Inc. 

30 N. Lasalle Street 
Phone DEarborn 2-3616 
LOUISIANA, BATON ROUGE 

Gregory-Salisbury & Co., Inc. 

P.O. Box 1126 

2621 Highland Road 

Phone Dickens 2-2873 
LOUISIANA, NEW ORLEANS 

Gregory-Salisbury & Co., Inc. 

820 Julia Street 

Phone 524-5207 

TWX: NO-294 


Printed in U.S.A 


m 
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ANCHOR MANUFACTURING — Division of Basic 


panels and service equipment 


Products Corporation —has produced reliable elec- 
trical equipment for residential, commercial and 
industrial applications for more than 25 years. In- 


cluded are meter sockets, troughs, channels, test 


a wide variety 


of dependable, quality proven electrical products 


adopted as standard by today’s public utilities. 


MICHIGAN, DEARBORN 7 
Dale P. Seyfried Company 
921 Howard Street 
Phone CRestwood 4-4900 
TWX: DE-1576 

MINNESOTA, MINNEAPOLIS 26 
D. R. Schwab 
6800 W. Lake Street 
Phone WEst 9-8568 

MISSISSIPPI, JACKSON 
Gregory-Salisbury & Co., Inc 
350 N. Mart Plaza 
P.O. Box 9767 
Phone EM 2-1671 

MISSOURI, KANSAS CITY 10 
L. G. Wendegatz Company 
200 Rockhill Theatre Bidg 
4610 Troost Avenue 
Phone WEstport 1-1355 

MISSOURI, KIRKWOOD 22 
Winslow Design and Sales Co 
E. A. Winslow 


206 N. Clay Avenue, Room 201 


Phone YOrktown 5-5880 
NEBRASKA, OMAHA 1 

F.C. Clatterbaugh 

P.O. Box 152 

7414 Page Street 

Phone 391-2905 


NEW HAMPSHIRE, MANCHESTER 


Anchor Manufacturing Co. 
North Bedford St 
Phone NA 5-5728 

NEW YORK, NEW YORK 16 


Manufacturers Distributing Co., Inc 


192 Lexington Avenue 
Phone MUrray Hill 9-690( 
TWX: NY 1-4827 
NEW YORK, SYRACUSE 
Frank N. Brown 
538 W. Seneca Turnpike 
Phone HOward 9-3436 
OHIO, CINCINNATI 17 
S. B. Storer and Assoc 
5300 Vine Street 
P.O. Box *‘D’ 
Phone CApitol 1-1191 
TWX: KFL 
OHIO, CLEVELAND 
E. B. Josier 
8905 Lake Avenue 
Phone OLympic 1-4425 
OKLAHOMA, LAWTON 
E. W. Cox 
P.O. Box 1063 
Phone ELgin 3-7214 


OREGON, PORTLAND 14 
J. A. Tudor and Assoc. Inc 
1004 S.E. Belmont St 
Phone BEIimont 2-1188 
TWX: PD8B2 
PENNSYLVANIA, PHILADELPHIA 4 
The Bradiey Company 
3341 Arch Street 
Phone EVergreen 2-404 
TWX: PH-921 
PENNSYLVANIA, PITTSBURGH 22 
Robco Sales & Engineering Service 
2403 First National Bank Bids 
Phone GRant 1-7272 
TENNESSEE, MEMPHIS 
Gregory-Salisbury & Co., Inc 
240 S. Parkway East 
P.O. Box 10166 
Phone WH 8-049¢€ 
TEXAS, DALLAS 2 
Jonn E. Rogers 
102 Thomas Bidg 
1314 Wood Street 
Phone Fireside 2-3075 
UTAH, SALT LAKE CITY 10 
J. E. Elggren 
212 West Fourth South 
Phone DAvis 2-1166 
VIRGINIA, RICHMOND 19 
The Bradiey Company 
Exchange Bidg., Room 1 
601 E. Franklin Street 
Phone Milton 8-9366 
WASHINGTON, SEATTLE 44 
Muth Richards Company 
1804 Bush Place South 
Phone EAst 3-2127 
WASHINGTON 13, D.C. 
The Bradiey Company 
212 "H” Street 
P.O. Box 1928 
Phone REpublic 7-13 


street 
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A Division of 
Basic Products Corporation 








ANCHOR 
MANUFACTURING CO 
MANCHESTER, 

NEW HAMPSHIRE 
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ELECTRICAL 
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By Robert S. Bush 


In three years, lighting sales 
volume has increased more 
than 300°, for Glasco Elec- 
tric Co. of Kansas City, Mo. 
Although company person- 
nel consider cooperation 
among the distributor, con- 
tractor and factory men 
important, the best aid is 
realized in a program em- 


phasizing ... 


SPECIALIST Jim 


information is included 


* 


= 
= 


hompson checks to see if all the correct literature and 
in a catalog he is taking to a customer 


One Product—One Specialist 


HROUGH specialization in com- 

mercial and industrial lighting, a 

Kansas City, Mo., distributor has 
realized an increase of more than 
300% in dollar sales volume during 
the past three years 

Glasco Electric Company’s lighting 
specialist, Jim Thompson, likes to 
give his explanation of the growth 
in volume this way: “A specialist has 
nothing else to sell but one type of 
product; because of this, he can know 
much more about that product than if 
he tried to sell all types of equipment 
To sell effectively, I have to know a 
lot about a little—not a little about a 
lot.” 
eContractor Aid—In a field that has 
reached a little more than 20% of the 
firm’s over-all sales, Thompson con- 
stantly makes contacts with personnel 


who might be involved in a sale or 
potential sale of a lighting job. Basic- 
his efforts are 
contractor 


ally, however, most of 
devoted to the 
level 

In assisting the contractors as much 
as possible, the lighting specialist be- 
lieves it takes much more than merely 
calling on customers to make a sale 

and a satisfied ultimate user. It’s 
routine, for example, for Thompson 
to conduct night demonstrations of 
fixtures for potential users. 

“Each fixture is meant to do a 
certain job at a certain time of day 
or night,” Thompson explains. “Be- 
cause of this, these indirect customers 
of ours are extremely interested in 
seeing exactly how a fixture will per- 
form under the conditions in which 
they are interested.” 


electrical 
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One recent—and profitable—den 
onstration was at the Municipal Sta 
dium, home of the Kansas City Ath 
letics. Here, the potential customer 
was interested in providing adequate 
illumination on the sidewalks sur 
rounding the baseball stadium 
Together with a contractor, Thomp 
son took several 500-w quartz fixtures 
to the site for demonstration pur 
poses. The results at night were im- 
pressive, and the approval made. 
e Follow-up—Thompson says that 
there is nothing worse than making a 
sale, and then not following it up to 
see if the customer is satisfied. Nor- 
mally, he has found that he will hear 
very quickly from a customer who is 
not satisfied. This is why the specialist 
follows-up all orders immediately. 
This consists basically of checking 


CONTINUED 





One Product . . . (cont.) 


ASSISTANCE from factory representa- 
tives is important to Thompson (left). 
Here, he discusses technical aspects of 
new products with Roger E. Bessmer, 
The Edwin F. Guth Co. 


IMPORTANT aspect of successful lighting program is close 
cooperation between Thompson and the quotation department. 


on all shipments, and going to a job 
site frequently to see if he can be of 
any assistance to the contractor 

Glasco attempts to make as many 
shipments as from stocks 
This, as Thompson points out, helps 
to sell jobs, gives the firm more con 
trol after the sale has been made and 
provides the full margin of profit on 
the sale 

Part of the follow-up service in- 
volves two inside personnel. This ser 
ice department is maintained for 
customers who wish to know the status 
of their order or information on prod- 
ucts involved. 

If the customer requests this infor- 
mation from Thompson, the special 
ist will take the call. Otherwise, serv- 
ice department personnel check 
immediately, and provide the an- 


possible 


swers. 
e Other Contacts 
his sales are made to the 
contractor, Thompson calls on archi- 
tects and engineers regularly. 

“I may not be able to sell this group 


r 


any products monetarily, but I ce! 


Although all of 
electrical 


58 


better able to 


‘ 


tainly can attempt to ‘sell’ them on the 
benefits of various fixtures, and show 
them new products, such as plastic 
lenses,” he emphasizes 

My basic efforts here are attempts 
to get my lines on specification. I try 
to keep the name of Glasco and the 
products it handles in the minds of 
the architects and engineers as much 
as possible. When they think of light- 
ing, I want them to think of the com 
pany I represent, its products and 
services.” 
e Big Assistance 
great respect for the assistance he re 
ceives from manufacturers’ 
tatives. In a sense, the manufacturer 
is almost as important in the success- 
ful sale of lighting as is the electrical 


Thompson — has 


represen 


contractor, Glasco’s specialist believes 

Once a month, for example, the 
distributor holds lighting sales meet- 
ings at which manufacturers’ salesmen 
show and describe new products, and 
explain what is new in the lighting 
field. In addition, Thompson utilizes 
the assistance of the manufacturer 
through the cooperation of the two in 
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By working with Quotation Manager 


determine what the 


Tom Prater (right) he 


pront rate w t 


passing along technical informatior 
the contractor and ultimate user 

“The 
tives are a vital link in the success of 
lighting sales,” Thompson says. “It 
important to know their likes 
likes. I cooperate with them because 
it pays off in the amount of assistance 
they give me. Actually, 
eration pays off for 
volved.” 


manutacturers representa 


and dis 


mutual coop 


everyone in 


Because of the many different types 
of ceilings being used in conjunctior 
with lighting products, Glasco’s spe 
cialist works closely with ceiling con 
tractors. He explains that it is 
necessary to be able to recommend 
the proper type of ceiling for a par 
ticular lighting job, and explain how 
the two can be integrated properly 
e Long Schedule—Lighting is much 
more of a technical product to sell 
than most apparatus and supply items 
Thompson believes. He adds that in 
the sale of this product, the “salesman 
really has something to talk about 
and 

In explaining that this is not an 


sell.” 
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LIGHT BOX demonstr 
W. Wilson (left V 


MUCH assistance is g 
mis contractor 
Wilson in | 

+ 


son also hel 


a.m. to 5 Thompson says 
he attempts to follow a schedule—but 
one that is flexible. For 
likes to get to his office early 7 am 
This gives him an opportunity to clear 
the paperwork from his desk before 
the working day starts 

By 8 a.m., he has determined the 
calls he wants to make for the day 
Normally, he tentatively decides the 
night before at home _ what 
should be made the following day. “I 
don’t like to call on customers and 
potential customers haphazardly,” the 
specialist says. “Last minute decisions 
are no good, and only result in loss 
of time and confusion.” 

Most of his day is spent in helping 
customers with lighting layouts, fol 
lowing up leads with the contractor 
and showing new products to both 
contractors and architects and 
neers. Although he usually returns to 
the office at about 5 p.m., Thompson 
remains for about two more hours to 
complete paperwork accumulated dur 
ing the day. 

e A Complete Job—-On 


p.m. job 


instance, he 


calls 


engi- 


all bid jobs, 


customers 


t and Robert 
rn | t Co 


Thompson works 


riin t him 


S quotation o do this 


electrical contract 


formulate hi 


he also 


works closel\ t] Ow! 


quotation departme 


whicl 


the products on ’ 


made, and to ascertain wha 


rate will be 


“When we make our quotation, we 


' 


make it just 
Thompson says. “This not only is of 
great benefit to the contractor 
tomer, but it 
knowledge of all the 
lighting products going into the job 
Normally, we are 
contractor as much information 
the job as he 
hesitation.” 
¢ Good Potential—One 
being stressed by Thompson involves 
the relighting market. This is not only 
because of the potential, but also be 
cause the profit picture is good 

In emphasizing this potential to 
his customers, the specialist constantly 
provides them with manufacturers’ 
literature on new products, and car 


} 
as complete as possible 


cus- 


also gives complete 


nixtures and 
able to give the 
about 
needs—and_ without 


area now 


November, 1961—ELECTRICAL WHOLESALING 


€ <amples 


showing their cust rs. Of 


lighting salesman will visit the 


he works 
N ormaill 
many | 
1iscuss 
al user 
e Outlook Good 
agement at (Glascc 
quota for Thompson 
re based on sa 


7 


ous year, and met 


salesman explain although th« 


aid ¢ omes 


market is available, the best 
in specialization, plus cooperation 
among the distributor actor and 
manufacturer's representative 
“All of this effort can be 


ime-consuming,” 


ntr 
cContu 


and is 
Thompson says 
“Nevertheless, it’s worth the time. It 
has paid off both in good 
and 


lighting jobs 


n profits for evervone.” 





50 years in electrical wholesaling, he says: 


Salesman Tommy Thompson started 


‘Some Things 


in 1912. He's seen a 


lot of changes in the electrical industry since then, but there 


are, according to Thompson, three things that haven't. 


HEN EAGER, young “Tommy” 

Thompson made his first sales 

call in North Dakota almost 42 
years ago, he carried—along with his 
samples—a philosophy that went some- 
thing like this: 

“Do like your mother says .. . tell 
the truth and shame the devil . . . don't 
be high pressure, just be friendly . 

Did he get the order? Recalling in 

vivid fashion, “as though it were yes- 
terday,” Thompson remarks: “I gave 
the man a cigar and he gave me the 
order.’ 
e 50th Anniversary—When the new 
year rolls around, Walter T. (Tommy) 
Thompson will be celebrating his 50th 
anniversary in the electrical whole- 
saling field. 

Starting out with a Minneapolis, 
Minn. wholesaler in 1912, Thompson 
broke in as an errand boy. His next 
job was shipping clerk and then to 
the city desk. After a brief term of 
selling farm and electrical supplies for 
a North Dakota firm, Thompson aban- 
doned the Dakota roads to pick up 
the reins of city sales manager at 
Northland Electric Supply Co. in 1920, 
where he’s been ever since. In 1933 


60 


he again took to outside selling 

e Twilight—Thompson may be in the 
twilight of his selling career, but it 
looks like it will be an indefinite twi- 
light. “I don’t think I'll ever retire,” 
says the 7l-year old salesman. “It 
keeps me going, for one thing, and 
for another, I have a lot of friends in 
this industry. I not only call on them 
for business, I like to talk to them as 
well.” 

e Wouldn't Change 
it all over again,” 
“IT wouldn’t change a thing. I’ve en- 
joyed every bit of it and have met 
a lot of swell people. Stinkers? I’ve 
met very few of them.” 

e Selling Philosophy—‘It doesn’t cost 
a cent to say hello to all the electri- 
cians and delivery men at accounts 
you visit, but it pays off in good will 
and future sales.” 

One good example of how Thomp- 
son treats his customers is Langford 
Electric Co. Every week he brings a 
coffee cake for the receptionists, 
secretaries and office help for their 
coffee break. Thompson’s been doing 
this for five years and “it’s become a 
ritual with Langford and me.” 


“If I had to do 
says Thompson, 
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e Bad Day Philosophy—After yeurs 
of selling, Thompson says he has de 
veloped a “bad day philosophy” that 
soothes his temper and Bas 
ically, it’s this: 

“If you go through a day 
doing anything right; if you 
know why you lost an order 
tighten up and don’t worry, the next 
usually much_ brighter 
Never worry about why you didn't 
get an order. If you were a 
salesman you'd know why. Forget it 
and keep plugging.” 

e Fixed Points—‘“The only fixed 
points in the changing world of sell- 
ing,” says Thompson, are these: 

e The only way you can gain ex- 
perience is by asking questions. 

e Know how to get along with 
people. 

“I’ve never changed myself know- 
ingly,” says Thompson, “in order to 
make a sale. The secret of selling lies 
in something as old as the game itself 
Something that never changes—being 
yourself and knowing how to get along 

e Service is something else that 
hasn’t changed. It’s still in the fore- 
front. Text continues on page 62 


nerves 
without 
dont 
don’t 


morning 1s 


good 
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Never Change Herb Cavanaugh 


> : , 
i 


EARLY BIRD Thompson rises at 6:00 and is on the road at FIRST STOP: City Hall. He calls on this account t 
8:00 a.m., visiting his accounts. He has total of 28 per week. Here he consults p.a. Walter Sterling 


INVENTORY checkup is made by Thompson and 


electrician Les Thayer. Thayer is maintenance man at 


City Hall 


SOCIAL CALL is made (right) on Art 
McCann of Parsons Electric Co., Min 
neapolis. Above, right. Thompson stops 
on way out to talk with Parsons Electric 
motor repairman, who shows him 


project: a giant electric magnet 
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‘Some Things Never Change’ (cont.) 





‘) 4 ij 
is . # 
Best } 

161 YEARS in the 


Thompson and electrical contractor 


electrical industry 


Although Thompson carries only 28 

accounts now and covers only metro- 
politan Minneapolis, there was a time 
when he carried over 60 accounts in 
a 75-80 mile radius. “In all the selling 
I’ve Thompson, “I can't 
remember any customer who did not 
buy from Northland bad 
service. Service is as important as the 
other qualities that a salesinan has to 
offer a It's something that 
can't be written off as obsolete.” 
e Things That Have Changed——There 
are some things, as everyone knows, 
that have really changed,” 
Thompson. “The drummer 
is, Of course, gone. 

“When I first started selling there 
two or three new electrical 
coming out a Now 
that many in a days 
hard to keep up with, and 


done,” says 


because of 


customer. 


Says 


salesman 


were only 
products 
there 
It’s very 
if a salesman today wants to succeed, 
he has to know his stuff 
out despite the myriad of details he 
has to retain 

“Another 


year 


are few 


inside and 


that’s changed a 
great deal,” Thompson, “is the 
price picture. Quality—and this is 
really sad, I hope it will change soon 

-does not mean as much as it used 


thing 
Says 


to, and there are some people who 


seem to derive joy out of 
away at price.” 
e Follows Own Advice—The 


petitive situation is tougher than it 


slashing 


com- 
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Victor 


are represented by has been a 


Frickerman, who 


used to be. There are a lot more 
products to sell, a lot more salesmen 
to sell them and a lot more customers 
to call on, and Thompson admits that 
he has slowed down quite a bit. 


contractor for 51 
half-century has been serviced by 





good part of that 


Thompson 


years. A 
Tommy 


However, a few weeks ago he sold 
two jobs in one day. They amounted 
to $35,000 combined—all on fixtures 
only 

Some slowdown! 


END of day finds Thompson hard at work on quotations. Here, he prepares quote 
on fans, fixtures, wiring devices, circuit breakers and fuse cabinets for 184 apart 
ments. Retire? Says Thompson with a smile: “I'll never retire.” 
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Revere hinged poles 
deliver better lighting 
through safer and 
easier maintenance 


Whatever the requirement, there’s a Revere hinged pole 
that’s exactly right for every floodlighting application. 
Since their introduction’ by Revere, hinged poles have 
steadily grown in popularity because they help assure 
better lighting through more economical and efficient 
maintenance. Floodlights are quickly, easily and safely 
lowered to ground level by one man for cleaning and 
relamping. No elevating equipment is needed, and haz 
ardous ladder-servicing is eliminated. 


Revere hinged poles range from general-purpose 
square hinged poles to super-heavy-duty square tapered 
poles in mounting heights from 20 to 30 feet. They 
accommodate from one to five floodlights, or the largest 
Revere Ultra-Lite. 


Revere hinged poles are providing steady, profitable 
business for electrical distributors. Revere’s wide line 
of matched lighting equipment, including hinged poles, 
gives distributors a single source for the right lighting 
components for any application. Customers look to their 
Revere wholesaler for equipment that’s design matched 
for best appearance and peak lighting efficiency and 
structurally matched for strength, balance, and trouble 
free installation and service that means fewer call-backs 


Write for our latest brochure containing complete 
information, features and specifications on Revere 
hinged poles. For information on Revere’s complete line 
of matched outdoor lighting equipment, request the 
Revere full-line catalog 


Lowering chain has ¢ relu Pol 

sive spring-lock feature, position 
clips securely on loop at securin 
base of lowering arm. padloch 


Wiring arrangement 
through hinge pin elimi 
nates twisting and wear of 
wiring. 


OUTDOOR ~e oe te 


Revere Electric Mfg. Co. 
Long Distance Phone: NI 


e 7420 Lehigh Avenue e Chicago 48, | 
les 7-6060 e Chicago Phone SPring 4 4-1200 e¢ Te egrams 





PERSONAL calls to 300 accounts are necessary to distribute catalogs and extend 


invitations to display area at Hunt 


Above, Leonard Hunt makes appointment 


with Carl Orlowski, Reliable Sheet Metal & Hardware Co 


Selling Christmas Displays 


To take up the slack of the 
slow holiday season, Hunt 
Co., Inc., Milwaukee, began 
selling Christmas supplies 
back in 1945. Since then it's 
blossomed into big busi- 
ness, grossing 30-33% on 
sales high up into the thou- 
sands of dollars. 


ELLING Christmas display equip- 

ment is paying off in a big way 

for Hunt Co., Inc., Milwaukee, 
Wis. Total sales are way up in the 
thousands of dollars, and gross profit 
is 30-33%. 

Edwin Hunt, president of the firm, 
believes that his firm carries one of 
the most complete lines of Christmas 
decorations in his area. Proof of this 
fact is that Hunt Co., Inc., has close 
to $10,000 invested capital in display 
equipment alone. 

According to Hunt, his firm serv- 

ices over 300 accounts, gradually in- 
creasing the number every year 
through referrals. These accounts in- 
clude department, hardware and va- 
riety stores, as well as garden supply 
outlets. Many of these customers are 
Hunt Co.’s regular electrical custom- 
ers during the year. 
e Big Business—“Originally,” says 
Hunt, “we entered into the field to 
take up the slack that hits the industry 
during November and December. 

“We soon discovered that creatively 
selling Christmas display equipment 
such as tree lights and ornaments, 
floodlights, colored lights and wheels, 


lighted displays, cords and extensions, 
is not only a buffer, but a very lucra- 
tive business. In addition it can act as 
a wedge to get more business in the 
apparatus and supplies field, too.” 

e Problems — According to Sales 
Manager Leonard Hunt, the volume 
is substantial and the problems, if you 
have the knowledge and the knack, 
are relatively few. “There are three big 
problems,” says Hunt. They are 

1. Freight rates are higher; 

2. Breakage is a big factor; 

3. You have to get p.a.’s into your 
display rooms before Thanksgiving— 
otherwise you'll work every night of 
the week trying to make shipments. 

e Needs The requirements you 
need to make a success out of selling 
Christmas decorations are: 1. large 
invested capital; 2. space for a sepa- 
rate showroom; 3. top lines and a 
“crystal ball.” 

e What It Takes—“The first and 
most important success factor is ex- 
perience,” says Leonard Hunt. “Man- 
ufacturers start coming out with new 
products and lines in March and usu- 
ally display them at a show in New 
York. You have to make your deci- 
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getting dealers 


TOUGHEST job is 


purchasing agents to view 


and 
Hunt Co.'s 


department store 


upstairs Christmas 


an Be Big Business 


sions, based on experience, knack for 
picking out a trend, and your own 
prophecy. When the spring comes 
around, you start your buying. It’s 
complicated, wide and varied. After 
that, you start your promotion, via 
catalogs, literature, letters and mime- 
ograph sheets in the mail to all pro 
spective customers within, in our case, 
a 10 to 15 One wide 
swing around the state is made to dig 
up new customers and to let our far 
away customers know that we are 
ready with the displays for the cur- 
rent year. By June, everything is 
ready for the big push.” 

e Christmas in June —The impor- 
tant thing is knowing what you're 
doing in picking lines and equipment 
for setting up displays. “If you don’t 
you'll lose your shirt,” say the Hunt 
brothers. “When you have $8,000- 
$10,000 tied up, you have to be sure 
it’s going to move.” 

From June until September, Hunt 
salesmen hammer away at the field, 
picking up new customers and rein- 
forming old customers—at the same 
time selling them regular electrical 
supplies. They sell by phone, by di- 


mile radius 


rect call, or by mail. In addition, 
much money is spent on promotion 
e Big Push—The purpose of the 
push is to try and get department 
store p.a.’s and dealers up to Hunt's 
display area picture) before 
Thanksgiving—preferably by Novem- 
ber Ist 

“The majority of them respond fa 
vorably,” says Leonard Hunt, “but 
there are still some who come in at 
the last minute and we have to work 
four nights a week trying to get out 
shipments ship to 
Hunt and Hunt ships to 
there are no drop shipments 
sold and orders 
hefore the 


( See 


(manufacturers 
customers 
E-quip- 
written 


ment is are 


in advance manufacturer 
even ships) 

At the the 
holds a close-out sale on 
equipment in the display 
variety store dealers 
e Contractor Accommodation 
Edwin Hunt says that contractors also 
benefit from Hunt's Christmas deco: 
ation business. Though it is strictly 
wholesale, contractors and contractor's 
wives are allowed to come up, browse 
and buy 


Hunt 
carry-Ove! 
room for 


end of season 
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display showroom. Sales Manager Leonard Hunt 
firm’s wares to dealer Larry Segal 


shows 


e Perpetual Inventory Leonard 
Hunt says that there are 
in addition to the New 
Show in March, to find 
going to be big in decor the following 
Christmas 
e Going to manufacturers in New 
York and Chicago and asking for 
new items and literature. 
e Visiting local 
displays in hotels. 
Hunt also adds that it is necessary 
to keep a perpetual inventory of 
Christmas decoration stock. 
e “Two Birds...” The customer we 
serve with Christmas display material 
knows that we've got something he 
needs during Christmas, so he natural 
ly thinks we'll have what he needs in 
the regular season too, in the way of 
electrical supplies. It means only one 
stop for him and one billing procedure 
that’s costing him less money,” ex 
plains Leonard Hunt. And there's al 
the referral business. “It’s tre 
mendous,” adds Edwin Hunt This 
means that we look forward to 
more Christmas business and to more 
electrical business, because we provide 
customers with the service they want.” 


other ways, 
York Tov 


what's 


rit 
OUul 


They are 


shows and local 


Ww ay Ss 


can 
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Incentives 


Give 


Sales Boost to 


Electric Heat 


Salesmen at American Electric Co. par- 


ticipate in an incentive program to 


boost volume for two months—but con- 


tinue to emphasize sales all of the year. 


ELECTRIC heat literature is maintained 
in separate location from other material. 
Here, Denton Matteson selects sheets for 


special heating catalog 


HE SALE of electric heat needs 
promotion. And that’s exactly what 
American Electric Co. of St 

Joseph, Mo., has been doing in a 

successful campaign that has resulted 

in tremendous dollar volume growth 
during the past four years. 

Although the firm has handled elec- 
tric heating equipment for about 
eight years, its most significant ad- 
vances have taken place during the 
past four. In this time, volume has 
doubled each year, with the excep- 
tion of 1960. 

Appliance and Electric Heat Man- 
ager Denton Matteson explains that 
the initial rapid growth occurred be- 
cause of distributor interest in the 
sale of electric heating products, and 
because utilities began to lower their 
rates 

“Now, there is real potential and 
incentive to sell the products,” the 
manager says. “We not only are com- 
peting with distributors of other fuels 
for home heating, but we also find it 
necessary to promote electric heat to 
the consumer, and to educate the elec- 
trical 


contractor.” 
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Matteson has 


time to promote 


e The Big Push 
found that the best 
the sale of electric heat is in Septem- 
ber and October. During these two 
months, each salesman is given a dol 
lar volume quota to meet 

Quotas are based on the total con 
nected kw in each salesman’s terri 
tory, and on past This way 
each man is given what the manager 
believes is a reasonable quota. Sales- 
men are given forms during 
the electric heating campaign which 
must be submitted to Matteson when 
they are completed. 

Information on these forms in 
cludes to whom an electric heating 
job was sold, the manufacturer of 
the products sold and the total kw of 
the project 

“These forms submitted by 
salesmen give me a fast indication of 
what areas I must spend some of 
my time in following-up good po- 
tential prospects,” the manager ex- 
plains. “In addition, I have a quick 
reference of knowing exactly where 
the salesmen are getting results.” 
e An_ Incentive—During this 


sales 


report 


our 


two 
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month extensive campaign, salesmen 
are given an incentive to 
tric heating products. For 
in a job, salesmen receive a bonus 
of 50 cents. This restricted 
to the lines carried in stock by Amer 
ican Electric 

Matteson explains that quality lines 
are handled at American, and that 
he wants these products going into 


push elec- 


every kw 


bonus is 


job for the best possibie results. Ir 
addition, good delivery is guaranteed 
if the back-up stock is adequate 
The big stimulus occurs when 
salesman reaches his quota in_ the 
sale of heating products. For ever 
kw sold over the quota, he 
one dollar as a bonus. 
“Once the 
his quota for the two-month period 
he is really stimulated to sell electric 
heating equipment,” Matteson 
“This extra bonus can be 
only until the end of the 
However, we have found that the 
salesmen have become so interested 
in electric heat by the end of that 
that they continue 
products the following 10 


receives 


salesman has reached 


Savs 
obtained 


campaign 


period stressing 


these 
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DURING past year 


and delivered seve 





heat at industry me 


REPORT FORE 
ELECTRIC HEATING CAmPAIGN 


beptember ond Octobe 


REPORT forms 
Matteson regular 
By checking the 


in follow up le 








months. This has been the stimulant lation of heat loss and layouts I nthusiasm of the contract 
we needed for the extra growth heating jobs Matteson feels this 
throughout the year.” “After these sessions were com 

e Full Margin Electric heating pleted, our men were equipped to go iltimate user. 

sales—like those of any other prod- ahead in selling a potential custome! accomplish 


ucts—can be profitable if the full a heating job,” the manager says nanager holds meet 


margin of profit is received. Because They no longer have to submit the 


of this thinking, Matteson encourages information they receive about a po 


his salesmen to sell at none other _ tential job to the main house for heat 
than book price. If they sell below loss and layout calculations. This, of 
this, their bonus is reduced by 50 course, saves time for both 
No prices can be cut by a sales man and the prospect, and it 

man, however, unless they have been’ helps to produce more sales. Cus of information on products 
approved at the executive level of tomers are conditioned to think about tons and applications. These 
American Electric the salesmen in their territory when ich are made up at the 
e Sales Training—American Electric they become interested in electric 1 St. Joseph, include 
has branches in Wichita, Salina and heat.” nformation t 
Dodge City, Kan.; Enid, Okla., and e Contractor Aids Matteson p to date on what 


the el 


lectrical neal e meet 


Pueblo, Colo. Soon, the company will strongly believes that 

open another branch at Colorado contractor is_ the logical source 

Springs, Colo. To get the electric through which electric heating equip- _ the 

heating program started this year, ment must be sold. However, he has ground 

Matteson visited each branch office found that the weakest link in the _ install a heating 

to accomplish two things chain of selling is between the con Both the manuf 
1. Explain in detail to all salesmen tractor and the consumer ves and utility 


what is new in electric heating equip- Believing that communications in to participate 
ment, and provide literature and sam-_ this area are bad and tend to break that utilities 
ples. down, the heating manager is at- and that their 


2. Conduct a course on the calcu- tempting to develop the interest and 
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incentives Give Sales Boost .. . 


(cont.) 





MEETINGS for contractors are held ¥ **" ne So 


regularly (above). At right is 
catalog presented at sessions. 
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INCLUDED IN CATALOG is 


¢ 


information not only types of insulation to use and how material relates to 


concerning electric heating products, but also about the success of an elec‘ric heating job 


eventually have to be revised, if they 
already have not been lowered. 

e Work With Utility — American 
Electric’s salesmen call on all utilities 
whether or not these firms promote 
and merchandise electric heat. Matte- 
son explains that it is important to 
keep in constant touch with utility 
personnel because of the importance 
they play in merchandising these 
products successfully. 

Salesmen usually call on more than 
one person at each utility. They in- 
clude the purchasing agent, the man- 
ager and the power use advisor. The 
standard procedure is for the sales- 
man to find out exactly how Ameri- 
can Electric can fit into any program 
set up by the utility. Matteson ex- 
plains that each utility may operate 
differently, and because of this, the 
distributor’s salesmen have to adapt 
their efforts to the benefit of both the 
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utility and American Electric to another, utility personnel are the 
e Service Function American’s _ best qualified to give an accurate cost 
heating manager believes the poten-_ estimate 
tial user of electric heat is the most “As far as our layouts are con 
important person in the chain of cerned,” the manager emphasizes, 
sales. Although he believes that the “we have a good system. We are ac 
consumer has accepted—or is ready curate, and will guarantee our lay 
to accept electric heating complete- outs will do the job if followed.” 
ly, he constantly calls on this group e Good Potential Matteson, who 
to give information and answer ques has made several speeches on elec 
tions tric heat at industry meetings during 

As a service both to the contractor the past year, sees excellent potential 
and consumer, American Electric per- for future sales 
sonnel lay out electric heating jobs, “Since the consumer is ready to 
calculate heat losses, recommend types accept electric heat, it is our job to 
of products and indicate the best tell him all we know about this form 
areas for installation. American sales- of heating. When he is told, he can 
men usually ask utility personnel to be sold on these products, whose 
co-operate in furnishing an estimate sales continue to increase at a more 
of the cost of operation for a particu rapid rate for us than any other single 
lar job. item. 

Matteson feels that since the meth- “All of this shows an almost un 
ods of pricing differ from one utility tapped market with a big potential.” 
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GET OUT OF THE TRUCK BUSINESS 
AND BACK INTO THE ELECTRICAL BUSINESS! 


details such as 


Every hour spent on truck problems and administra 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service! 

Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet or 
make trucks. Or your own trucks 
reconditioned and back to Instead of 
many separate bills, you pay just one check per week 


other 
famous can be 
leased you. 
and that covers everything except the driver 


Hertz Truck Lease Service includes complete truck 


No investment... 


LEASE HERTZ. w=. 
TRUCKS 


HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY OR WEEK 


no upkeep 


TRUCK LEASE 


maintenance, 
licensing, 
painting 
The service is flexible 
for example, 


plus all administrative 
insurance, garaging, 


and lettering of trucks, 


emergency road service, 
and much more! 

are custom-engineered, 
Should a 


trucks 


to suit any kind of business. 


truck be tied up for repairs, Hertz supplies a replace 


ment. 


Or if extra trucks are needed, for peak periods, 


Hertz supplies them immediately. Get out of the truck 


business today! (¢ 
for more information or write for booklet 
GET OUT OF 


‘all your local Hertz Truck Lease office 
“How To 


rHE TRUCK BUSINESS.” 


eeeeeeee 


HERTZ 
660 Madison Ay 


send copy oft booklet 


rRUCK LEASE, Dept. C-11 
New York 21, N.Y 


‘How to Get Out 


enue 
Ple in 


ruck Business” to 
NAMI 

POSTTION IN COMPANY 
OMPANY 

ADDRESS 


cITy 
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FRIAL RUN of newest sample kit developed at Oakes is demonstration board is home-made. Mounted protractor is 


demonstrated by Jim Newton, sales manager. The fourth in meant to show degrees traveled by levers to close and reset 
the series, this kit is devoted to limit switches. Electrified contacts, with their operation indicated by pilot lights 


Now Customers Ask: 


When customers become intrigued with the 


contents of a rather large leather case that a salesman 
periodically lugs into their offices, it's 

a signal that a planned selling program is beginning 
to pay off. This year, salesmen for Oakes 

Electrical Supply Co., Holyoke and Pittsfield, Mass. are 
making their rounds with sample kits that are special 
in several ways—including their success. Here's 

the story on the Oakes program to date: why it 

was set up, how it is organized, what products are 


featured, and what the reaction and results have been. 


hr By George Ganzenmuller 
SIZE and portability of a sample kit is 


apparent as Jim Newton leaves for call 
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Scientific Sample 


Contents of sample kit devoted to industrial 
electric heating includes unusual products 
along with bread-and-butter items. Idea is 
that salesman first demonstrates benefits 
of more dramatic items, then turns to less 
glamorous ones. Shown are: (1) sample case 
with protective packing, (2) thermostat, (3) 
quartz infrared heater, (4) immersion heater, 
(5) cartridge heater, (6) strip heater, (7) cut- 

ike, DEAE, away sample of strip heater, (8) showpiece 
of kit — a thermistor precision temperature 
controller, with probe and cartridge heater 
connected to aluminum block io demon- 
strate controller’s accuracy and with pilot 
lights connected to indicate when controller 
is calling for heat, (9) tubular heater show- 
ing bending radii, (10) extension cord for 
use with controller and quartz heater. 


‘What's in the Bag? 


ARRYING product samples on_ tive and produce a volume satisfac we haven 


; 


calls as conversational openers or tory to himself and his suppliers inswel 

“ice-breakers” is not new to elec James B. Newton, sales manager, ex- making 
trical distributor salesmen. In fact, it pr the Oakes attitude this way: because 
is a technique that is in use every Di of our sample program 1is_ increasing 
day. But samples as used by sales- a problem that has us deeply con- By 
men at Oakes Electrical Supply Co., cerned. It is that suppliers, especially trom compe 
Holyoke and Pittsfield, Mass., do pre- those in what might be called the con-_ driving for 
sent some differences—differences tinuous process industries—conduit, tinues, “we 
that are resulting in increased sales wire and cable, for instance—are not to build up ro 
of items that are profitable to Oakes about to shut off their mills once they — that not only will sat 
and advantageous for its customers. turn them on. They build up a tre ume and profit but 

In essence, sample-carrying at mendous backlog of inventory and suppliers that > are 

Oakes is a management-designed pro- they are going to dispose of it at al good coverage in oul 
gram of organizing one call a month most any price. The price obtained e Industrial Emphasis 
for each salesman so that he is able apparently satisfies the manufacturer, ket is primarily manufa 
to impress a customer with the worth- if for no other reason than it clears emphasis on such 
whileness of his visit and, more im off his shipping platform for the next tries as paper, | 
portant, to expose the customer to a batch that’s about to come off the and utility. From its 1 in house 
quality product or line of products, machine. In our market,” Jim New Holyoke (floor space: 35,000 sq ft 


thereby establishing himself as the ton adds, “we may not be a good and its branch in Pittsfield (floor 


authority and Oakes as the source outlet for such a manufacturer space: 4.000 sq ft), this independent 
e Basic Attitude—The starting point What might be a satisfactory vol distributor covers western Massachu 
for this program is a management ume for us doesn’t mean it’s going — setts, southern Vermont, southwestern 
philosophy which abhors volume to be a satisfactory volume for such New mpshiré nd 

mindedness but recognizes that a dis 1 manufacturer, because we expect to York 

tributor today must remain competi nake a profit. This is a paradox To do a good job 
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‘What's in the Bag?’ (cont.) 





Jim Newton says, “we feel we need 
more and better sales tools than are 
available from most manufacturers. 
Many supply us with samples, litera- 
ture and so on, but often they are of 
the type that if the customer were to 
miss out on seeing them he might not 
have lost a great deal. He might re- 
coup that omission by reading maga- 
zine articles or advertisements.” 

e Concentrating on Calls—Behind 
the need for better sales tools, he 
stresses, is the fact that “our sales- 
men will be calling as often as 50 
times a year on a good industrial ac- 
count, and after the first 5 or 10 
calls, it becomes awfully easy to get 
started talking about ball games and 
health problems of wives and children, 
and drifting away from the sales 
message. 

“Coming up with SO first-rate sales 
presentations places a_ tremendous 
burden on a busy salesman. And if 
he spends much time in the warehouse 
looking for good samples or going 
through the library taking out good 
catalog information, he’s going to be 
spending all of his time working up 
sales presentations without having the 
chance to present them. So, to take 
some of the burden off the salesman, 
we put together a sales kit that each 
salesman will have for a month. Then 
it is rotated. By the end of the month, 
there will be a second kit, and at the 
end of the second month, a third kit, 
etc. Each salesman has a chance to 
have it for a month to show it around 
and get as much exposure as he can. 
Then, before we dismantle it, every- 
one has a crack at it for a week or 
so if he missed some accounts. 

“We have several aims in this pro- 
gram,” Jim Newton notes. “We want 
to take our samples to the customer. 
We want him to associate us with 
a particular brand. And we also want 
to teach him something, so that when 
our salesman calls on subsequent vis- 
its, the customer—no matter how 
busy he may be—feels this is some- 
thing he can’t afford to pass up. He’s 
simply got to talk to our salesman 
because he may have an opportunity 
to learn something that he doesn’t 
learn from the other salesmen who 
are passing through to tell him that 
they were just in the neighborhood 
and they thought they’d stop in to 
say hello. A customer can become 
just a little bit irritated because he’s 
just climbed out from under a ma- 
chine to hear this news. So, next time 
this salesman calls he gets turned 
down for an interview. Well, we hope 
the customer is always busy because 
if he’s not he’s probably not a good 
customer. And we think our salesmen, 
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Special Call Report 





SALESMAN: _ CR. 


CALL REPORT ON CF-7 RECORDING VOLT-AMMETER 
pate: _! {> 





company name: ABC Fa After. Co. 


oe 6 Y 2 2 we 6 oe 6 < r,3 6 © 6 6 eos 


"NAME 


PRESENTATION TO: A te Le ‘ = sheeads 7 P 
Bold basithe. 


Me Bm... lige 
ves L] 
no [4 
ves 
NO C) 


If yes, did he (or will he) give you an order for a YES C) 
CF-7? (Write explanation on back.) . 
Sec otherw cde NO O 


Was he interested in any other instrument? ming CO) (Explain) 


FA AAT tabh aloo ary. thee srptiomatot 








Does this customer presently have such an instrument? 





If not, did he want such an instrument? 











Did this instrument presentation directly give you YES CO (Explain) 
any other sales leads? . ree 
N 





Anything you want us to do to assist you with this 
account at this time? 


Ma 














Any comments that will help others in selling this instrument? 


\rmatiac,; Lead tte: db dia, 


Abou The CF-7 le tht. adore” ceucd: 
ont ot Cag theater thd dda 





ACTUAL call report turned in by Charles Rheaume, Oakes salesman, is repro 
duced here. The only changes made by EW were the substitution of fictitious 
names for real ones. Different from call reports that are part of an Oakes 
salesman’s expense voucher, this special type is designed (1) to enable next 


with the proper sales tools, can get and ask, ‘You probably have read 
a high percentage of effective inter- about this instrument, but have you 
views that are mutually beneficial.” ever seen one?’ Normally, the an- 
e Baiting the Hook—As the first sam- swer was, ‘No.’ Next the salesman 
ple in this new program, Oakes man- would ask, ‘Did you ever think you 
agement sought something “really un- could use one?’ And normally the 
usual.” The product decided upon! a answer was, ‘Yes.’ Then the salesman 
hook-on recording volt-ammeter, would tap his foot on the bag and 
which sells for over $400 and seems say, ‘I’ve got one . . . in here.’ And 
to be considered a status symbol this, you know, is something the fel- 
among plant electricians. low just had to see. We had it all 

The approach with the first sam- rigged up with a chart, so that it 
ple, according to Jim Newton, went could be in actual operation two or 
something like this: “The salesman three minutes after the salesman had 
would show a customer a picture of taken it out of the bag. The customer 
the hook-on recording volt-ammeter then could not only see the instru- 
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Fulfills Three Functions py ey hs Wake—tThe second 


sample kit in the program was de- 
voted to industrial electric heating 
products. And here Oakes salesmen 


Athewtd the wrttunmnent Ie Gill Soneth us 44 weed worked a touch of psychology into 
gn tus uray To bared thicugt the Lotbly wrth. hes their presentations. Explains Jim New- 
het a” ; r Ted. & £e pot. and ton: “We intentionally put the elec- 
aud coat on. Me aFant abate ™ tric heating items in an identical bag 
tnadt tir €¢tudea fer Aucrr ying Tf unhond that previously held the hook-on re 
oa. Fre any ame anll f showrcad term. The. cording volt-ammeter. The idea was 
Lullelin os tad An. Res haud cn the GF-7 And 04 as soon as ps salesman called aa 
J . the customer, the customer woul 
onl Tac L Af CALE Om the floor and GM 
C nal ft reas tr Va She take great pleasure in saying, ‘I’ve al- 
tim L had he - of per ae See * ready seen it.’ And the salesman 
Lt was be pag ee 4 opgat A fiw Cola / would say, “No, you haven't seen 
He had fe 1c the cmelinwmtnd al omct , 46 a * here.’ —— he — open 
up the bag and go through an electric 
calltd hia hoor poh. fonta y ne . . : 
lo- ‘ ,# 1” t of 2! heating presentation. 
nance, whe alice had thi2z hart aud coal on. “In a sense, industrial electric heat 
ing is new with us,” he adds. “We've 
and wre on ie le Lartch, Tor, aid acelin. 


been a distributor for a line a long 


that 4te netdid. that naljiusnent 4nd to1ngA while but we've only started promot- 
> ev I 
that” Ll Talis. ha hos it here. (tht. ing it recently. Therefore, we wanted 


to establish two things: (1) that we 


bo Gat alt the facta Ce 24 were in and knew the electric heat 








, J - ing business, and (2) that we are dis 

 fadcdklts. Te ee + Wad glad lo- tributors of the line in this area, 
oblige We went ante Wm. fornes' IpH< fer a where it is well-accepted 

° ' ‘. “To make this kit effective, we 

: fonl BLL used basic and new items. In the first 

hontth otltd. Vn. Qoe (and Jd awreat “1 place, we wanted to get across the 


Ap led. etd. from the Aarck $ Aw Ahtad) bread-and-butter items but we recog- 


nized that a strip heater. for example 


Dae Laller atime lo tate. is difficult to dramatize. Therefore, we 
thinky Tr tether qypttere ot wee Ue included a new item, which at the time 
v was the quartz infrared heater. We 

f “tne suelt.. Ne artiid. thal 


also included a temperature controller 
get all. the nNicldia ‘¢ cnfor wma Lore ane that, while not overly new, had been 
th Lo , 4, l Pr a Lex. the neglected as far as promotional liter 


ature was concerned, but which had 


of F400 00 ahha. mel fagt how. an the. Leash. a great deal to show. We had these 
two items wired up so that with 


Jane bege g te belive hat the small block of aluminum on a cus 
A + : ’ 
LF -7 Are nee tha fire lf. Another nelinment. tomer’s desk we could demonstrate 
A 7 right in front of him how accurately 
thea ladllac ua th. No eL (2 Gt, ad dttrna le : 


the controller would maintain the 


emgraad jts ge An the elchician, Ma adalus sgrelel, temperature in the block. We relied 
, 


on these attention-getters to drama 





tize the message that they were ex 

: cellent products with the idea that the 

salesman who gets kit to have an idea of the kinds of questions and objections same virtues would rub off on the 
that are raised, (2) to enable management to evaluate the effectiveness of one 
kit against another, and (3) to fulfill the normal function of a call report-——that 
is, help a salesman on any follow-through that may be needed from the office 


bread-and-butter items at the bottom 
of the bag—the strip heaters, the 
tubular units, the cartridge heaters 
the immersion heaters, the thermo 
ment but could also see it operating. to whom our salesman talked often — stats, and so on.” 

And if we happened to pick a load would call in his superior to see it An immediate result of calls with 
that was fluctuating all over the place, In the case of some smaller com sample kit No. 2 was a pick-up in the 
he could immediately begin to visual- panies, the president was actually sale of industrial electric heating 
ize the benefits to him in being able brought in. So, this gave our sales items, including a considerable vol 
to keep track of this type of load.” man additional contacts and put us in ume of the temperature controllers 
e Mission Accomplished—tThe first the position of being around with that were the heart of the demon 
sample is credited with achieving two items that could be of great benefit stration 

objectives. They were, says Jim New to the customer.” The third samovle kit was to be built 
ton: (1) “We got terrific attention, Six of these hook-on recording volt around the conduit fittings that are a 
which is an achievement in itself”; (2) ammeters were sold (and orders oc- major line at Oakes. But this was post 
“It put our salesman a few notches casionally still come in as a result of poned when word came out that the 
up the technical ladder from the BX demonstrations last winter), but supolier was bringing out a new line 
and box man”; (3) “Because of the Oakes knows that the contacts made e A Helping Hand—In the mean 
amount of money involved in the pur- with the sample and the impressions time, salesmen for a surface raceway 
chase of an instrument, the electrician left out-weighed the sales that were and multi-outlet system line happened 
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‘What's in the Bag?’ (cont.) 





to be at Oakes for a sales meeting, 
heard about the kits and thought the 
idea had merit. They took the di- 
mensions of the bag and had their 
factory produce display boards with 
samples of their products mounted on 
them. This supplier interest, according 
to Jim Newton, “gave us a big lift, 
because this was the first manufactur- 
er who really indicated a desire to 
assist us in promoting his products in 
the manner that we felt best suited 
our customers and our own needs.” 
e In the Works—The fourth sample 
kit, which is not “de-bugged” yet, is 
built around limit switches. In this 
case, Oakes’s approach will be to: (1) 
show customers some new limit 
switches, (2) show how they are ap- 
plied, and (3) “most important of all, 
try to enable customers to associate 
Oakes with the benefits of our line 
and the big back-up stock we main- 
tain.” 

Now ripples of interest in the sam- 
ple program seem to be spreading out. 
Jim Newton says that “other manu- 
facturers are beginning to get a little 
excited about our approach. They 
seem to be aware that they have been 
spending a lot of money on samples 
and so on, most of which end up in 
a salesman’s garage or for some rea- 
son or another don’t get across the 
story they are interested in promot- 
ing, and, in fact, almost insult the 
electrician’s intelligence.” 

e Cost Considerations—Oakes has 
managed to minimize the cost of pro- 
ducing its sample kits. The leather 
bags run to approximately $20 each. 
Then there’s the outlay of time re- 
quired to think out and assemble the 
kit—with one or two days generally 
required to shape one into present- 
able form. Finally, there’s the loss to 
be taken on the samples which gen- 
erally are not fit for normal resale. 
If they become shop-worn, they are 
disposed of at a special price. Oakes 
makes it a point not to load the pro- 
gram with such valuable merchandise 
(the hook-on recording volt-ammeter 
being the exception) that the company 
would lose big money in replacing 
damaged samples. 

e Customer Reaction—In summing 
up customer reaction—aside from 
that expressed in specific orders—Jim 
Newton says, “We’ve had some very 
flattering comments, and some of them 
have come back indirectly so we can 
feel that they are sincere—not some- 
one just trying to make us feel good. 

“Many of these good accounts we 
are calling on,” he adds, “are plagued 
with one salesman after another com- 
ing in and discussing how poorly the 
Red Sox are doing or whether Hur- 
ricane Esther is going to reach the 
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area. These are busy people, and they 
can only discuss ball games or the 
weather once or twice during the day. 
They get a little sick of hearing the 
same questions and routines thrown 
back and forth all the time. What 
they need—because their business is 
probably just as competitive as ours 
—is someone coming in and giving 
them factual information in a con- 
cise manner and getting out. And 
this is what we think we are doing 
with these kits. We are giving them 
what we hope is a maximum amount 
of information on a product, getting 
across our story, and clearing the 
premises in what we hope is a friend- 
ly manner—but without using the 
weather or some other such thing as 
a crutch for an interview.” 

e Salesman Reaction—And how have 
Oakes salesmen reacted to the sample 
program. Says Jim Newton: “They’re 
thrilled to pieces, because there is 
nothing more painful to a salesman 
than to arrive in front of a plant 
where he is about to make a 
and, all of a sudden, have that very 
empty feeling in the pit of his stom- 
ach that he really doesn’t have any- 
thing special to talk about. So, the 
salesman scrounges through all the 
dog-eared sheets in the back of his 
car that the kids have probably walk- 
ed on and the dog has slept on, try- 
ing to find one clean enough to show 
the customer and to try to make up, 
on the spur of the moment, 
reasonable sales talk. 

“Now our sample approach, which 

includes all the latest application in- 
formation, gives the salesman in one 
package a complete story in itself. 
By spending a few minutes at night 
reviewing the material, he'll have a 
sales presentation that is probably 
suitable for 90% of his accounts.” 
e Maximizing a Call Providing 
salesmen with “good, practical sales 
ammunition so that the high cost of 
making a call will, in some way, be 
well spent” is a management respon- 
sibility, Jim Newton belicves. And at 
the same time, New England thrifti- 
ness is turned into a positive sales 
point. “In showing a sample, our 
salesmen intentionally don’t take into 
the customer more than one copy of 
the catalog or brochure they plan to 
discuss. The idea behind this is that 
if the customer shows an interest in 
the product, the salesman can say, 
‘This is the only copy I have right 
now. Next week when I come back, 
I'll bring you a complete file.’ This 
automatically insures our next inter- 
view—so that, hopefully, we get two 
cracks at the fellow. 

“Of course,” he adds, “if 
tomer is insistent that he 
brochure, we will happily 
with him since we have a 


call 


some 


the cus- 
needs the 
leave it 


back-up 


stock in the car. But what we're try- 
ing to do is be able to follow-through. 
Too often, the customer will say, 
‘Well, leave me your catalog’—and 
this is the perfect brush-off. The sales- 
man leaves his catalog, and that’s the 
end of it. But if the customer is gen- 
uinely interested, normally you can 
say, ‘I'll be back next week with an- 
other copy,’ and he’s very happy with 
this.” 

e Snowballing Information 
new kit is developed, it is 
given a trial run at a company sales 
meeting (held before and following a 
buffet dinner every other Monday 
evening in the Oakes meeting room) 
After a salesman starts to make the 
rounds with a kit, information is im- 
mediately fed back to management on 
points of interest that customers raise, 
particularly additional applications 
that occur to them. Such information 
is put down on special call reports by 
each salesman. After management re- 
views them, the reports travel with the 
pertinent kits which, like snowballs, 
gather informational momentum as 
they move from man to man. Accord 
ing to Jim Newton, “The last salesman 
to get the sample kit has a big ad- 
vantage since he has the ‘experience 
reports’ of all the other that 
were made with it.” 

e Back to Basics—As must be ap- 
parent, the Oakes sample program is 
not a spur of the moment, haphazard 
promotion but rather a thoughtfully 
developed, carefully executed expres- 
sion of company policy and purpose. 
Inevitably, Jim Newton returns to his 
company’s basic attitude in discussing 
the program. “The problem that we 
have had in the past is that someone 
comes in with a reasonably good prod- 
uct at a reasonably good price, but 
with this product we can never un- 
dersell the cheaper items available and 
we can’t out-feature the quality items 
that are on the market. 

“Manufacturers and distributors are 
going to have to start choosing up 
sides. They should decide if they are 
going to have a product sold on price 
or a product sold on quality. Many 
manufacturers shoot somewhere in the 
middle and lose a lot of business by 
default. They don’t have the best 
product on the market, so they can’t 
get the quality business; and they 
don’t have the lowest price product 
so they can’t get the auction block 
business. 

“If a manufacturer decides that it 
is a quality product that he is going 
to make, then he had better be sure 
that he builds in a lot of customer 
benefits and that he himself has confi- 
dence in them. This is the type of 
product that best fits the needs of in 
dustrial customers—and also fits into 
our sample program.” 


When a 
usually 


calls 
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ONLY 


EDNEY 


LIQUID-TIGHT 
FITTINGS OFFER 
ALL THESE 
BENEFITS 


MAXIMUM PULLOUT. Extensive lab testing has proved 
conclusively that Gedney Liquid-Tight Fittings equal or ex- 
ceed the breaking point of liquid-tight conduit...connections 
start tight and stay tight through extra years of service life. 


RE-USABILITY. Gedney Liquid-Tight Fittings can be used 
again and again without destroying the brass grounding ferrule 
...the liquid-tight conduit is never damaged or made unserv- 
iceable in any way. 


POSITIVE SEAL. Even the highest viscosity lubricants, oils 
or other liquids cannot penetrate the never-hardening vinyl 
sealing ring. The seal also effectively bars chemicals, fumes, 
dust and other foreign matter...Gedney Liquid-Tight Fittings 
perform better, longer, more reliably. 


WIDE RANGE OI 


i 


SIZES. Straight 
« in. through 4 in.—45 
liquid-tight from 42 in. to | in, 


through in 


INSULATED THROAT. Available in sizes % in. through 2 in. 


INDESTRUCTIBLE MALLEABLE IRON. Heavily plated 
..the toughest metal known for fittings. Offers — thread 


strength. Resists sharp —___ 

blows and vibration. 

When you can’t take iD 

chance on quality, oe 

ify GEDNEY I srs 

Tight Fitting bey ELECTRIC COMPANY, INC. 
270 Sixth Ave , Radio € ity, N y 20 


the finest you can buy. 
For de scriptive litera- ou factory and shipping | 
ture, write or call: Ferryville, Conn 


They're 





Ben S. Gambill, President, Braid Electric Co Ferrell D. Gregory, Vice President, Braid Electric Co 


“Better service for contractors” “Healthier competition all-around” 





Nashville, Tenn.: Parent Co., Lighting Fixture Showroom 


ELECTRICAL WHOLESALING—November, 1961 





e Bowling Green 


Nashville 


Here's the inside on why Braid Electric 
Co., Nashville, Tenn., purchased two 
independent electrical distributors in 


two different states and stretched its 


ca 
Birmingham 


sales territory from 100 to 300 miles. 


HE NEAR quarter million dollar acquisition of two 
ndependent electrical distributors by Br Elec 
independent electrical distridutors y sraid lectric 


Co., Inc., Nashville, Tenn., has widened the radius of 





the firm’s sales territory 

One purchase made by Braid was of Powr-Lite 
tric Supplies, Inc., Bowling Green, Ky., a firm covering 
a principally rural market around that area. The pur 
chase was made in July, 1960. The other acquisition 
was of Wells Electric Supply Co., Inc. in the highly in 
Counter Area dustrialized area of Birmingham, Ala. The 

action was made in September, 1960. Wells covers the 
contractor, industrial and utility markets. 

With the two acquisitions, Braid has extended the 
radius of its sales territory from 100 to 300 miles, reach 
ing south to Mobile, Ala. and north to Danville, Ky 
Legally, Braid is classified as the “parent” company 
while Powr-Lite and Wells are termed “affiliates.” 

According to Ben S. Gambill, president of Braid and 
chairman of the board of the two affiliates 
planned an expanding on our own by opening 
branch, but since these going firms were availal 
had reputations for giving good service with the 

sonnel already there, we decided to make the purchases.’ 
e Not a Chain—Wells and Powr-Lite are mot branches 
of Braid. “We don’t have a chain operation, nor do we 
have a grip on the managers of the affiliates,” says Gam 
bill. The firms do their own billing and most of thet 
own buying and act as independent organizations w 
Braid cooperating with them to give business experience 
in buying, credit, promotion, bookkeeping, etc 

It's pretty hard to get the feeling of a market 200 to 

300 miles away,” explains Gambill, “and maybe we'll be 
able to take a few lessons from them.” 
e Acquisitions’ Purpose—The Braid president says the 
main purpose in acquiring the two companies ts to inject 
a healthier attitude into the business and to make a de 
cent profit through 

1. creating better competition with three affiliate op 
erations. 

2. giving the small contractor better service; if he 
places an order with Powr-Lite and they don't have 
the material, but Braid does, he can get it at this regular 
discount—with personalized service 
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Interstate (cont). 





er 
i 


e Bowling Green 


3. abolishing walk-in trade in one house and adopting 
1 strict code of ethics. Result: trade came _ back 
“wholesomely wholesale.” 

4. assisting Braid’s affiliates on quotes and engineer- 
ing problems. This, combined with ethical operation, 
meant better business. 

5. exchanging of merchandise if stocks are out of 
balance and assistance in getting new lines started in 
addition to servicing new markets. 

e Advantages—Ferrell D. Gregory, vice president of 
Braid, outlines the following advantages that followed 
in the wake of the two acquisitions: 

e Made possible group purchasing in carloads and 
truck loads that wouldn’t have been possible before. 

@ Made possible quantity purchases of office forms 
and equipment. 

e Insurance can be grouped to effect better savings. 


Birmingham, 


Bowling Green, Ky.: Affiliate 








e Business has increased in both affiliates and more 
emphasis put on such activities as lighting, counter sell- 
ing and utility selling. 

e Interstate shipping costs have dropped 5%. 

e Each house has a narrower area to work within 
[his territory cut-down has intensified better service 
e Work Involved—Both Powr-Lite and Wells are car- 
bon copies of Braid as far as policy goes. In business 
since 1879, Braid Electric felt that it could help out its 
youthful affiliates (Wells was established in 1947 and 
Powr-Lite in 1953) with its tried and proven ideas 

In order to keep in touch with both firms, Gregory 
and Gambill make regular visits, at least once a month. 
Each day, Wells and Powr-Lite mail reports on sales 
and once a month financial statements to Braid. Gregory 
will also call casually on either house so that he can 
make calls with salesmen on their key accounts. Pur- 


Ala.: Affiliate 


PyA Fi 
xy 


* 
Birmingham 
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New Counter Area 


pose: so the Braid vice president can get the “feel” of 
the accounts that the two houses handle,and make sug 
gestions that might improve potential. In addition, 
Gregory also sits in on sales meetings called by the sales 
managers of Powr-Lite and Wells 

Gregory says that when you're thinking about buying 
another business in the electrical wholesaling field, you 
have to have “the right personnel who can sell to th 
right people for the right job.” He also says that there 
might be problems in past due accounts and salesman 
changeovers. “In addition,” says Gregory, “Braid mad 
a complete investigation of all personnel 
e New Ideas—Braid has made a number of changes in 
various facets of the two affiliates’ operations. One is 
that all salesmen must write call reports every week, 
comprising unusual situations, whom they talked to and 
how much they sold. Other changes made were the in 


Counter Area 
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Showroom & Display Area 


r ; 


creasing olf stocks, lines and counter personnel at one 
house, then following up with a change in counter sys- 
tem and design so that customers could get in and out 
much faster. In the showroom, drop-ceilings were put in 
one house and fixture lines were increased (the latter 
was accomplished in both places). More changes: auto 
matic copying machines and wire racks were install 
in inventory system was revamped 
] 


C 
card control system and a shipping and receiving method 


ed 


completely into a 


was revised 

e Casual Calls—Explaining his “drop-in calls,” on each 
of the affiliates, Gregory says that “I do my best to de 
velop potential. If a man is doing a good job he doesn’t 
care if I'm coming, matter of fact he wants me to come 
If a salesman is doing a good job, I won't push him, but 
I'll make suggestions which I think might make him an 


even better salesman.” 


Lighting Fixture Showroom 





Breaking Through the 


That's the aim of H. Leff Electric Co.'s new Cleveland retail lighting 
operation. A separate location, plus a consumer-oriented merchandising 


plan helps put profit back in the business for distributor and contractor. 


STAFF of retail-only showroom includes (1. to r.) Beverly DEMONSTRATING wall dimmer contro! in crystal re 
Zahurik, pres. Phil Leff, mgr. Anthony Lape, v.p. Larry is Phil Leff—president of Lighting Originals 
Soppel—all seen in reception room of new house Leff Electric Co. Decor complements fixtures 





TYPICAL 


are seen throughout showroom. 


Lighting Sales Barrier 


By Violet Forsha 


N A BOLD move 

ing the lighting fixtures to the 

public, H. Leff Electric Co. has 
just opened a retail-only lighting show 
room in Cleveland 

In early September, the electrical 
distributing firm leased a 3,500-sq ft 
building, set up a division and named 
it Lighting Originals, Inc. Leff Elec- 
tric’s lighting sales facilities are still 
maintained in the regular wholesale 
building but operate only on 
wholesale basis 

The Lighting Originals building 
which president Phil Leff calls a 
“salon”—contains a dramatic interior 
layout as well as an inviting exterior 
(see photos). 
e New Face, New Sign 
among many unusual 
distinctive triple-tiered sconce de 
signed by Leff Electric and fabricated 
by Framburg. Reproductions of the 
sconce are used not only on the sign 
outside, but on all letterheads and tags 
e Why Retail?—Phil Leff’s reasons 
for opening a retail-only showroom 
are explained best in his own words 

“In this area,” explains Leff, “there 
are no lighting fixture dealers as such 
With the exception of two electrical 
wholesalers (Leff Electric is one), the 
only showrooms are operated by out 


aimed at bring- 


best 


Included 
features is 2 


blendings of fixtures and decor 


SPACE for display rather 
Originals house. Tailored 


than 


and out retailers—buying from manu 
wholesalers and 
without considering elec- 
trical contractors and decorators 
e “Seasick”—“All these showrooms 
are nothing but a sea of lights,” he 
goes on, “with one fixture immedi 
ately adjoining another with as little 
air space as possible—in order to give 
the illusion of a tremendous show- 
room. They were fooling the public 
and weren't being fair to the average 
individual who didn’t know lighting 
fixtures and was buying on a one-time 
basis, trying to be selective. What's 
more, the bulk were predominantly 
low-end or low-middle priced fixtures 
“Our feeling,” declares Leff, 
that the consuming public here wanted 
look at a variety of better designed 
more perhaps 
tional 
fixtures 
was 


facturers as selling 


to any one 


“was 


less func 
decorative—lighting 
Since none of these dealers 
interested in this thinking, we 
had two choices—abandon the 
or open our own showroom. 

e Caught in Middle—‘“The whole- 
with showrooms,” says Leff 
‘were forced by contractors to put a 
higher price on the fixture than the 
customer expected to pay in order to 
‘protect’ the contractor. The whole- 
saler had to be higher on his prices 


exclusive 
and more 


idea, 


salers 
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clutter 
backgrounds are 


aimed at 
customers 


effect is inside Lighting 


stressed for 


than his retail competition and so, sit 
ting with a big umbrella over the con 
tractor, he being knocked out 
along with his contractors by these 
retail ‘wholesalers’ 
e Starting a Trend? My 
s,” declares Leff, “the move we mad 
to Lighting 
be a trend among 
salers who want to enjoy the pro 
of the lighting fixture 
be able not only to reg 
tion in the market but 
contractor 
realize a profit he 
the prices tagged unrealistically 
The Lighting 
features a crystal 


was 


feelin y 
Originals—is going 
electrical whole 
business ( 
in their pos 
also to help the 
maintain his position and 
couldn't get with 
Originals showroom 
room, where the 
wired to 


chandeliers are remote 


control wall init permitting cac 
t 


ture to be operated individually 


dimmed—from a single switch 
e Tailored Decor 
tain brackets, 
rations. Artificial plants and an arti- 
ficial fountain create an 
setting for lighting and porch fixtures 
in the garden room; kitchen, bath 
room, bedroom, hall and famil 
recessed lighting areas f 

priate fixtures. There 

fixtures on disp! 


nals 


The walls 


other 


con 


clocks, and deco 


outdoor 





Why They Split Lighting 











NEW LIGHTING SHOWROOM is indicated at left of dotted line. Main building is at right, 
with parking area between. There is room for about 750 fixtures in the new 2,400-sq ft building 
(below). Ceiling panels—2 ft x 1 ft—are removable. 
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From Supplies 


Never having merchandised residential lighting to any extent, Universal 


Electric officials were faced with overwhelming problems when they 


decided to enter this phase of the business. Here is their thinking on why 


they split lighting from supplies, and views of their new building. 


ALL CEILING fixtures are individually 


controlled. Control board 


(above) is 


coded alphabetically and numerically. At 
right, corresponding numbers are tagged 


above each row of fixtures 


OU can't mix residential lighting 

with apparatus and supplies tor 

successful officials at Uni- 
versal Electric Co. of Muncie, In 
diana, believe 

Until last December, the distributor 

did not sell residential lighting to any 
great extent, nor were fixtures 
played. Basically, there was no room 
to display lighting properly. Only 
commercial and industrial fixtures 
were shown on the ceiling at the 
counter area. 
e Long Planning For several 
years, Officials of Universal had 
thought about selling residential light- 
ing. However, they were reluctant 
until they were certain they could 
cope with the many problems in- 
volved in merchandising residential 
lighting. 

“We always have strongly believed 
that it’s impossible to sell residential 
lighting without displaying the fix- 
tures properly,” General Sales Man- 
ager Randy Burleson explains. 


sales, 


dis- 


“We had absolutely no space in our 
main building for proper displays, 
and even though we might have had 
would not have main- 
n the building.” 


the space, we 
tained a showroom 

Before 
Electric 
lighting, members of the firm survey- 
and 
were making 
showed 


Universal 


residential 


management at 


decided to sell 


contractors as to 
where they their pur- 
chases. The that too 
many were going outside Muncie for 
fixtures. This one factor in the 
decision to establish a showroom 

In addition, Burleson says that be- 
cause the company did not handle 
residential lighting, the customer was 
inclined to purchase residential wir- 
and boxes from other 


ed builders 
results 


was 


ing, switches 
distributors 

e The Product—tThe general 
manager explains that the 
separate residential lighting from ap- 
paratus and supplies physically stem- 
med from the desire to get showroom 
traffic completely away from the 


sales 


idea to 
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counter area in the older building 
“If the showroom is near the coun 

ter, or even in the same building, one 

can rom the other,” Burle 


son says. “A counter salesman car 


distract 


spend a lot of time selling fixtures to 


a customer. This can distract from 


his counter selling to the contractor, 
who wants to get in and out as soon 
as possibl “Ag 

To find the best solutions for them, 
Universal officials purchased land ad 
jacent to their existing building, and 
constructed a 2,460-sq ft building 
a lighting showroom. The 
ings cover one full bloc! 
large parking area between 

A showroom manager and a wom 
an lighting specialist comprise the 
full-time staff. 

The results 
Burleson 
builders are enthusiastic about the 
new addition. We now 
a complete package, not only of fix 
tures, but materials 


two 


excellent 


and 


have been 
Says “Contractors 
can sell them 
related 


also of 


CONTINUED 





AT REAR of showroom is all-electric 
ceiling for general illumination and 
display purposes. All of ceiling is un 
cluttered. Fixtures are spaced two feet 
apart and can be changed easily 


Why They Split . . . (cont.) 





SHOWROOM manager Bill Gibson 
assembles fixture in assembly 
area. This is in rear of building 
where a suspended, simulated ceil- 
ing has been installed. 


FURNITURE has been set up in various 
areas of showroom not only for custome! = 
consultation, but also to enhance display Introducing. oe 


of fixtures in actual settings. About UNIVERSAI ELECTRIC 





43,000 ft of wire are in new building. 
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NOW OPEN <=> 


<< 


SOUTH WALNUT AT 10th STREET 


Visit this Outstanding Showroom of Lighting 
Fixtures and Equipment... All Types... All Styles 


For Residences... Businesses... Factories... 


ADVERTISING was extensive when Universal opened its lighting 
showroom last December, and local advertising has continued. 
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now...fully continuous dimming 


AELUK: 


ROTARY 
DIMMER 


« MODEL 


ROC-600 


Y ou're looking straight at the Hi-Lux = GUARANTEED 10 YEARS 
Rotary Dimmer. It started a revolution in 
lighting controls and made incandescent = GUARANTEED NOISELESS 
light dimming a practical reality. 
Since its introduction by Slater Electric, Wholesalers like the fact that Hi-Lux is 
Hi-Lux has gained industry-wide accept- competitively priced and backed by a 
Flalo-mame Uribe amerelaalelelal ieee ale Me-lel'7-lalecte sate falepe-longela-1 aun. aelemmenale|-1a-)¢-)alel-mmn Gala] 4 


engineering features have made it the needs and can lend strong sales support 


choice of electrical contractors. They like with a complete. line of over 600 Figen 


the way “Speedwire” rear wiring cuts in- wiring devices. 

Stallation time. And they like the honest 10 year guarantee means reliabili %5 
600 watt rating (Hi-Lux operates cooler 
Siale(=1a@mae lim ler-lemaat-lamorelaetel=teleli-msal-].¢-1> 


And they know the Slater 


lf you're interested in putting light to 
work for you more profitably, write today 
for all the facts. 


assures long component life and stable 


operation). 


Slater 


ELECTRIC wc. 


SEA CLIFF AVENUE, GLEN COVE, NEW YORK 


Manufacturer 
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On this site in Hartford, Conn. there’s... 





New House with a New Policy 


On a new foundation and a new policy, Capitol Light & Supply is out to 
obtain bigger sales and bigger profits in residential lighting. 


PENING with a bang! That’s how 

Capitol Light & Supply Co., held 

its recent “open house” and simul- 
taneously introduced its new residen- 
tial lighting sales policy. 

Adopting some native instinct from 
the “insurance city,” Hartford, Conn., 
Capitol Light & Supply is providing 
some of its own insurance in the resi- 
dential lighting market. According to 
general manager Arnold Cartin, the 
new sales policy is “a dynamic, for- 
ward approach designed to meet com- 
petition.” 

e New House—lIn order to take a 
look at Capitol’s new residence, it is 
necessary to hop to Hartford’s new in- 
dustrial redevelopment area on the 
southern edge of the city. The loca- 
tion is ideal from the standpoint of 
accessibility, since the new quarters 
are situated within a few feet of the 
Wilbur Cross Expressway, yet within 
minutes of Hartford’s business district. 

More than 500 members of the 
electrical industry, including contrac- 
tors, engineers, and purchasing agents 
attended the opening day of the two- 


86 


day event on the new 2'-acre site. 


The actual building, which is quite a 
distance from Capitol’s former site in 
the congested heart of the city, took 
three years in planning, according to 
Cartin. “It was designed and built 
after a careful study of various new 
plants and _ wholesale operations 
throughout the country,” Cartin said 
The new house consists of a 45,000- 
sq ft warehouse and a 19,500-sq ft 
showroom. Provision also has been 
made for 60 automobiles in the adjoin- 
ing parking lot in the front of the 
building. One notable feature is that 
an additional second deck may be 
added to the building at any time 
e Features—As for outstanding fea- 
tures, there is a complete library and 
quotation service available to custom- 
ers, an extra-long city counter, and 
a data processing section for accurate 
control of accounts. The NCR 
Compu-Tronic system is said to al- 
low for a more effective control of 
inventory. Capitol’s operation also in- 
cludes an expanded loading dock, 
with a glass enclosed control dock 
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office, for local calls, receiving, and 
out-of-town pickups. Executive offices 
also serve the function of commer- 
cial lighting salesrooms, since they in- 
corporate the latest in commercial 
lighting fixtures in their design. And 
these managerial offices are in con- 
stant contact with all departments 
through an intercom network 

e New Policy In capsule form, 
Cartin’s sales philosophy is, “Buy it, 
display it, and sell it at a profit.” But 
when it comes to residential lighting, 
emphasis is placed on the selling and 
the profit. Recognizing that competi- 
tion in the residential lighting business 
has resorted to drastic price-cutting 
measures among many retail outlets 
Cartin has instituted a new sales 
policy. 

This approach is centered around a 
strong and continuous newspaper ad- 
vertising campaign. The campaign is 
being conducted in a local newspaper 
and is directed at the consumer. Car- 
tin explains that the advertising 
points out the advantages of obtaining 
residential lighting from Capitol 


1961 


AT Capitol’s helm are, |. to r., Joseph K. Robbin 


vice pres., Edith S. Goldberg, president, 


Arnold Cartin, gen. manager. 


By Bill Murray 


BUSY city-counter area has 
more than adequate room for 


service and displays 


through the electrical contractor 

In aiming the advertising campaign 
at the “user,” Cartin sent a policy let 
ter to Capitol’s electrical contractor 
customers stating the following 

“The consumer will receive a dis 
count of 25% on residential lighting 
fixtures and 20 on specialty acces 
sories such as chimes, kitchen fans 
etc 

“We will protect the installing con 
tractor by allowing a commission of 
10% in the form of a credit provid 
ing 

e A claim is made within 90 days 
of date of sale 

e The contractor supplies a list of 
the items installed 

e The name and address of pur 
chaser 


Continued on next poge 


HUB of the showroom is this 
huge city counter where orders 
are rapidly and efficiently 
filled at Capitol 


and 


CHANDELIERS are 


showroom. Pegb 


various types of 
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LIGHTING the way for sales is Lighting 


Manager, Joseph Schonbrun 


Capitol (cont.) 





“If the installing contractor refers 
the consumer to us and the purchase 
is charged to the account of the con- 
tractor, we will allow a 15% discount 
rather than the 10% as stated above. 

“For the benefit of contractors who 
desire to use our showroom facilities, 
all prices are shown at list only. If 
you desire list price only quoted, 
please contact our lighting sales man- 
ager, Joseph Schonbrun, and advise 
him of the customer’s name, and 
when we may be expected, or come 
in with him. As an added service, we 
will keep our lighting showroom 
open one night a week. 

“We caution you to remember that 
many retail lighting fixture outlets are 
not protecting the installer in any way 
and full list price may not be realistic. 

“We want a large share of the resi- 
dential market. We know how to sell 
We'll protect you.” 

Based on this approach to residen- 
tial lighting sales, Capitol Light & Sup- 
ply Co., at its spacious new quarters, 
is looking forward to a very success 
ful year. 


Sales 


DATA processing unit is operated 
by Terry Lanthier, who says, “It 
can do five jobs at once.” 


CEILING of light, valance lighting, and eyeball spots are three 
types featured in Cartin’s office 


LOADING area, with conduit rack in the background, has facilities for 
local calls, receiving, and out-of-town pickups 
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look for this 
marking. . 


DIPPED 
GALVANIZED 


WNDER TT INSPECTED 
RIGID STEEL CONDUIT 


ee 


eee A 2 fg es be he 


_..and this tag 


on every bundle 


Your assurance of top protection 


against corrosion... 


of faster and better conduit installations 


The new SPANG Blue Star Galvanized Rig- 
id Steel Conduit now has the regular hot- 
dipped galvanized coating plus a second 
galvanized coating for extra protection 
against corrosion! 

Threads are uniformly galvanized on 
every ridge and valley for easy coupling. 
No excess zinc to chase off . . . no bare 
spots. It’s the best thread protection avail- 
able against corrosion. 

Double coating on the conduit inhibits 
rust formation. Finish won't flake off. Pro- 
vides fine appearance in exposed locations 


aE 


Easier handling, too. SPANG Blue Star 
Conduit is bundled with steel strapping in 
sizes up through 142”. Shipped in one-ton 
lifts for fast handling by lift truck, easy 
inventory. 

You owe it to yourself to try new SPANG 
Blue Star Conduit. Get complete details 
from your nearby SPANG Distributor 

SPANG Blue Star Conduit is one of the 
many fine products produced by National 
Supply Division, Armco Steel Corpora- 
tion, Two Gate way Center, Pittsburgh 22, 


Pennsylvania. 


ARMCO National Supply Division 


RWRITERS’ LABORATORIES, 12 
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Plotting this data gives the sine wave: 
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Pinpoints the Information You Need on... 





AC Fundamentals 


By J. F. McPartland 
And W. J. Novak 


ECAUSE of the comparatively 

complex nature of alternating 

current circuits, there are many 
specific characteristics of ac based on 
the varying values of current during 
each cycle. The important character- 
istics which must be clearly under- 
stood for effective application of ac 
are as follows: 
e Electrical Degrees — As shown 
previously, each cycle of current alter- 
nation takes place in a fixed period of 
time, depending upon the frequency 
of the ac. For instance, each cycle of 
a 60-cycle ac occurs in ‘wo of a sec- 
ond. A half cycle at this frequency 
occurs in 420 of a second. At any 
other frequency, the time interval for 
a cycle or part of a cycle will, of 
course, be different. 

But there is a way of referring to a 
cycle or part of a cycle which is not 
related to frequency, but which greatly 
facilitates other analysis of ac, such 
as phase relationships. This is the use 
of electrical degrees. One complete 
cycle is 360 degrees; one-half cycle, 
180 degrees; etc. Each cycle starts at 
0 degrees. The positive alternation or 
half-cycle occurs as the vector gen- 
erating the sine wave moves from 0 
degrees to 180 degrees. The negative 
alternation or half-cycle occurs from 
180 degrees to 360 degrees. It is im- 
portant to note that the units of de- 
grees when applied to a current or 
voltage wave are actually representing 
units of time, inasmuch as a cycle is a 
current variation with time. 

e Effective Value of Alternating 
Current—As described previously, the 
value of current in an alternating cur- 
rent wave is changing constantly—i.e., 
the instantaneous value is changing 
from zero to maximum to zero, with 
alternate directions of current flow. 
The instantaneous value of current at 
any interval of electrical degrees in a 
cycle is equal to the maximum value 
of current for the wave multiplied by 
the sine of the vector angle, which 
corresponds to the value of electrical 
degrees for the interval at which the 
current is taken. Instantaneous value 
of voltage is obtained in the same 


manner. It is the product of the max- 
imum value of voltage times the vec- 
tor angle. But there is little practical 
use of the instantaneous values of 
current and voltage in electrical cir- 
cuits. The more significant values are 
the effective values of current and 
voltage. 

Because an alternating current is 
constantly varying in instantaneous 
value and regularly alternating in di- 
rection, the only way to evaluate the 
current is to determine its effective 
value. This can be done by determin- 
ing the heating effect of an alternating 
current and giving the ac current the 
same ampere designation as a direct 
current which will produce the same 
heating effect. 

As discussed in the study of direct 
currents, the heating effect of direct 
current is an expenditure of power 
and is equal to the square of the cur- 
rent times the resistance of the cur- 
rent path, i.e., P=I°R. From. this 
comparison, it can be stated that an 
alternating current has an effective 
value of one ampere when it will pro- 
duce the same heat in a given resist- 
ance as one ampere of direct current. 

The value of effective current is 
given in amperes. Another common 
description of this effective value is 
the “rms” value. The letters “rms” 
stand for “root-mean-square.” This 
expression derives from the compari- 
son of ac heating effect to dc heating 
effect. 

A dec current produces heat at a 
rate equal to I°R. The heating effect 
of an ac current half cycle is being 
produced at any instant at a rate 
equal to i°R, where “i” is the instan- 
taneous value of current at each in- 
stant. The heating effect of each half 
cycle depends upon the average of the 
squares of the instantaneous current 
values for the half cycle. By taking 
the square root of the mean or aver- 
age square of the instantaneous cur- 
rent values, the effective or rms value 
can be determined. This value then 
represents the heating effect, or rate 
of heat production, during each half 
cycle, regardless of the direction of 
current flow. And so long as the cur- 
rent alternations of the same value 
follow one after the other, the effec- 
tive or rms value of the current is 
maintained at a steady level. 
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The effective or rms value of a sine 
wave alternating current is equal to 
0.707 times the maximum, or peak, 
value of the current wave. 

It is important to remember that 
when an alternating current or ac 
voltage is given a value it is always 
the effective value unless specific des- 
ignation is given to the contrary 
Equipment nameplates, system desig- 
nations, voltage and current ratings 
of circuits and equipment, readings of 
test instruments and just about all 
practical references to voltage 
current are based on effective values 
e Effective Value of AC EMF—The 
alternating currents discussed so far 
are caused to flow by voltage, or 
EMF, which is the cause of the alter- 
nations in current flow. The same 
relationships exist, therefore, among 
instantaneous, maximum and effective 
or rms values of voltage, e.g., rms 
value of a sine wave. 


and 


Ohm’s Law for AC 


Application of an ac rms voltage 
to a circuit containing resistance will 
produce an rms value of current flow 
in accordance with Ohm’s Law: | 
E/R. Because rms voltage and current 
values correspond in their nominal 
values to direct current values which 
will produce the same heating effect, 
the application of Ohm’s Law can be 
made to ac circuits in the same way 
it is made to de circuits. For instance, 
120 volts rms ac applied to a circuit 
of 12 ohms resistance will produce a 
current of 10 rms amperes, just as 
120 volts dc would produce a 10-amp 
de current in the same resistance 

Power in any ac circuit supplying 
a resistive load can be computed from 
the same formula used for de power, 
i.e., P=I°R, in which “P” is the power 
in watts, “I” is the rms value of cur- 
rent and “R” is the resistance through 
which the current is flowing. Varia- 
tions on this basic power formula are, 
as explained in the study of dc, the 
following: P=E*/R and P=EI. As an 
example, what is the current drawn 
by a 1,000-watt load of incandescent 
lamps connected on a 120-volt ac 
branch circuit? Using the formula 
P=EI and transposing, I=P/E, or 
] 1000/120 8.3 amperes 


Next Month: AC Circuits 





WESTERN NAED MEMBERS and guests workshop their 


way through their annual convention in San Francisco 


At the NAED 


Western Region Convention... 


Here 


they listen to association counsel Xen DeBevoise analy 
federal laws that relate to business operations 


That was the story at the 53rd annual NAED Western Region Convention 
held this year in San Francisco and attended by 450 distributors and manu- 


facturers. Sessions on antitrust, management and thievery were a hit. 


HE ONLY THING missing at the 

NAED Western Region Conven- 

tion in mid-September was more 
time. And — although it was held in 
San Francisco with its world-famous 
time-consuming attractions—the need- 
ed extra time was for work! 

Not one of the featured workshop 
sessions for the 450 distributors and 
manufacturer guests finished ahead of 
schedule, few closed on time, and par 
for the course was an extra % to 1 
hour of serious study of distributor 
operating problems after the “stu- 
dents” were supposed to adjourn and 
head for refreshments and camarade- 
rie. 

The key to this success was in the 
programming of three rotating “work- 
shop sessions,” repeated three times to 
keep attendance at a manageable, 
question-provoking group of 75 to 
100. One additional workshop was 
held for non-golfing members during 
the hours of the golf tournament on 
the closing day. 

At these workshop 
members and guests went off the high 
board into these serious, pertinent sub- 


jects: 


sessions, the 


92 


Should you call your lawyer? 

Distributors and their guests got a 
close look at the man with the whisk- 
ers and came away less likely to meet 
him under unfavorable circumstances 
in the future. They had the opportun- 
ity to participate in a workshop ses- 
sion conducted by K. B. DeBevoise, 
legal counsel for NAED. They re- 
ceived a quick look at these four laws 
which control most of the American 
business scene: 

(1) The Sherman Act, 1890, had as 
its purpose to promote free and ag- 
gressive competition. It prohibits: (a) 
conspiracies or agreements in restraint 
of trade; (b) monopolies in restraint of 
trade. 

(2) The Clayton Act, 1914, was de- 
signed to plug loopholes in the Sher- 
man Act. It: (a) prohibits “tie-in” ar- 
rangements or agreements whereby 
one concern can do something “on 
condition” that it do something else; 
(b) prevents mergers and acquisitions 
that monopolies restraining 
trade 

(3) The Robinson-Patman Act pro- 
hibits the seller discriminating in prices 


create 


or services between one buyer and an 
other under specified conditions 

(4) The Federal Trade Commission 
Act of 1914 was designed to offer 
guidance to business men in what is 
lawful and unlawful, but it has since 
changed from guiding to prosecuting 

Interpreting these laws for the dis- 
tributors, DeBevoise pointed out: 
e While the Robinson-Patman Act 
was aimed at sellers, it now is en 
forced as a two-way street with the 
recipient of price or service favoritism 
equally guilty with the grantor. During 
questioning by distributors, he pointed 
out that it is perfectly legal within the 
Robinson-Patman Act for the distribu- 
tor to have a quantity discount. The 
difficulty comes, he said, in showing 
that the amount of discount equates 
with the cost savings that the distribu- 
tor makes in handling the goods in 
the larger quantities. Practically, he 
continued, quantity discount is part of 
the business structure so only those 
cases where it is obvious that the quan- 
tity discount was tailored to suit a 
particular customer is the practice at- 
tacked. 

DeBevoise commented also that it is 
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They Hardl 


POST-WORKSHOP LINGERING was the rule 


of an attractive teacher like Joy Kovar who handled the rapid read 


ing program and 
Gough Industries, K. P 


answered questions 
Rehwaldt 





PRE-MEETING 


program for (I 


all right for a distributor to meet a 
competitor’s price to one customer 
even when the distributor is selling at 
a higher price to other customers. He 
can do it when it is necessary to get 
the business, but he should make every 
effort to get written proof of this other- 
wise discrimination in price. 

e The Federal Trade Commission 
acts primarily to control false and mis- 
leading advertising, but there is a 
“basket clause” in the Act which de- 
fines unfair methods of competition as 
illegal. This part of the Act has be- 


Gesco, 


CONFAB could be 
evening’s enjoyment or it could be seriously previewing 
to r.) Jim Hrabetin, Gough Industries, 


and not just because 
too as 


(l. to 1 G. S. Woodil 
Bill Meek, Wesco Pri 


Dave 


gress 


covering previous Los Angeles, J. H 


Wor kshop sessions 


come more important and taken more 
of the FTC’s attention in recent years 
e The administration of the four laws 
that relate closely to business opera- 
tions, were explained by DeBevoise: 
1. The Department of Justice concerns 
itself primarily with the Sherman Act, 
the only one of the laws that provides 
for jail as a penalty; 2. The Federal 
Trade Commission operated to en- 
force the Clayton Act, the Robinson- 
Patman Act and its own FTC Act, 
but is limited to obtaining cease and 
desist orders. 
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DISCUSSIONS continued 
above 


Engel, Su 


y Stopped Working 


after 


where speaker! Dr 


d John Pave Pave 


Amann, Square D, J. J. Noah, Square 


D and Lee Lethine of Phillips & Edwards, San Francisco 


were eagerly anticipated 


Who is stealing what? 


Many distributors went home from 
the closing session of the Western Re 
gion NAED Convention to cast a sus 
picious eye on everyone in their or 
ganizations to make sure that the cash 
box was not empty, the books 
balanced and that inventory was not 
going out the wrong door. They had 
been exposed to two hours of discus- 
sion on embezzlement and fraud and 
how the should guard 
against them and insure against losses 

CONTINUED 


were 


distributor 
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ae . 
RELAXATION between sessions highlights any convention, as above when ease is 
enjoyed by Al Thompson, Jack Ludlow and Austin Little of Prescolite with Irving 
Bean, Bean Electric, Seattle and Earl Morton, WESCO, San Francisco. 


Western Region (cont.) 





Honest employees, in a position of 
temptation, embezzle when they be- 
come the victim of one of these com- 
mon circumstances: gambling, extrava- 
gant living standards, unusual family 
expense, undesirable associates, inade- 
quate income, and “wine, women and 
song.” 

The way in which embezzling em- 
ployees dip into the till and then 
cover up their shortages is limited only 
by imagination, but these are the most 
common: false holdups, padding ex- 


senditures, dead men on _ payroll, : ‘ ‘ ' : eT 
Pa inactive accounts ie SOCIALIZING and a resolving of the industry’s problems carries into lunch for 
é é e acc » pz ~ . : 
on “3 fi ti : : J. J. Reilly and Bill Benbow, General Cable, Irving Bean, Carl Wille, Modesto, Cal 
- ) 2c > appear- ’ : : 
saad actitious ENS, SOSUS RIES Caeappest and R. O. Barnes of General Cable. 
ing and extracting ledger sheets to con- 





ceal shortages. 
What does the average embezzler R 
look like? 
According to the FBI reports given 
to the distributors by their guest ex- 
perts, the embezzler is 35 years old. 
Most (93%) are male. He has been 
on the company payroll for nine years 
and three months. He is completely 
honest for the first three years and 
two months, and he steals six years 
and five months before you catch him. 
The insurance experts advised the 
distributors to help prevent losses in 
their organizations by taking away 
temptations. Also, they recommended: 
(1) Rigid character investigation j47GHH HONORS highlighted opening session when NAED president B. H. Boatner 
should be made before an employee awarded honorary life memberships to (I. to r.) E. A. Phillips, John Lawton, E. F 
is hired; (2) Division of labor should Karsten and Marvin H. Jankelson. 
be stressed so that no single employee 
is assigned to record and handle all :] ke, Fale aed) Aad aa 
phases of a financial transaction; (3) ! 
Statements should be mailed to cus- 
tomers monthly and not delivered by 
Continued on page 96 


NEXT TIME, J. B. Hartwig, North 
Coast Elec., Seattle tells convention meet- 
ing will be in Victoria, B.C., with Seattle 
World’s Fair enroute. Listening at table 
are (standing, rear) FE. E. Morton, 
WESCO, speaker W. H. Gove, Mrs. 
Rehwaldt and Ken Rehwaldt, GESCO- 
Los Angeles and Western Region v.p. 











KNOW ‘YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


BuliDog’s general-duty 





safety switch —-a star performer 


indoors and out! 


All BullDog general-duty safety switches, ineitherin- ... Plus, all current-carrying parts are silvered. And 

door or raintight enclosures, combine these outstand- with BullDog, you sell a complete line, competitively 

ing features for maximum safety and dependability: priced, that fills all over-the-counter calls for general- 
e Minimum arcing—double-break switching duty safety switches. The switches are available in 
e Arc control—Vacu-Break® enclosed chamber both NEMA 1 and NEMA 3R enclosures. Challenge 
e Pressure contacts—Claimpmatic® spring action our field representative to prove these switches are 
e Positive switching—direct handle operation the finest . . . or write BullDog for details. 





BuliDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 32, Mich. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St.. New York 16, N. Y 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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Western Region (cont.) 





More Workshops in 


salesmen; (4) Countersignature should 
be required on all checks; (5) Recon- 
ciliation of bank account should be 
made monthly by a person not sign- 
ing checks; (6) Periodic inventories 
should be made by persons other than 
those in charge of the stockroom; (7) 
Distribution of payroll checks should 
be made by someone other than the 
person who computes the payroll; (8) 
At least annual audits by CPA; and 
(9) Insist on annual vacation for all 
employees. 

Those precautions will help stop 
thieving, but they will not cure it 
Distributors were told that the bond- 
ing firms long since have established 
that of all employees bonded, 25% are 
honest, 25% are dishonest, and the 
other 50% are just as honest as the 
employers’ systems allow them to be 

The distributors were given five 
principal points about fidelity bonding 
that they should consider: 

1. What acts are covered? The bond 
applies to losses sustained by the in- 
sured through fraudulent or dishonest 
acts that do not necessarily have to 
be criminal; there must be proof of 
dishonesty or intent. 

2. Who are employees? Those who 
are in the regular service of the in- 
sured and whom the insured has the 
right to govern and direct in the per- 
formance of duties at all times. It 
not include agents, factors, or 
brokers. 

3. What geographical territory? The 
U. S. and possessions and “elsewhere 
for a limited time.” 

4. What property is covered? This is 
in three categories: a. Property 
owned by the insured; b. Property 
held by the insured in any capacity, 
whether he is legally liable for it or 
not; c. Property not in the possession 
of the insured but for which he is 
liable. 

5. Inventory losses. If the only basis 
for the claim for insurance is evi- 
dence that inventory loss has occurred, 
it is not a valid claim. There has to 
be evidence that all or part of the 
inventory loss was sustained through 
the fraudulent or dishonest acts of 
employees covered by the bond. 


does 


Better Financial Management 


Enough financial problems were 
aired at this workshop session to make 
some attending distributors envy the 
security of a government job. But in 
this, another overtime program, they 
delved into the specifics of electrical 
supplies distributing financial prob- 
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Future 


lems under the chairmanship of W. 
Conel, Retail Merchants Credit As- 
sociation, with panelists H. H. East- 
man, GESCO, and Michael Carn- 
ahan, Gough Industries. Detailed dis- 
cussion of contracts and collections 
were highlighted by these recommen- 
dations from the panelists: How to 
sell on a job basis: 

(1) Confirm exact job description, 
address and correct name of the gen- 
eral contractor. It is important to 
verify that the electrical sub-contract- 
or is operating directly under the gen- 
eral contractor. 

(2) Set up your ledger card with 
all the necessary job information 
typed on the ledger. 

(3) Do not ship job merchandise 
with other goods for separate job. By 
doing so, you could easily invalidate 
your claim with the bonding company 

(4) You should be able to substan- 
tiate your delivery with a signed pur- 
chase order and be able to obtain 
proof of delivery at a later date if 
necessary. 

(5) Ascertain monthly any reason 
for failure to receive a progress pay- 
ment. 

(6) Check frequently regarding the 
anticipated completion or acceptance 
date. 

(7) If there is a default of more 
than 60 days, the general contractor. 
owners, Or government agency should 
be notified of your materialman’s un- 
paid balance. Also, any banking in- 
stitution should be notified on a pri- 
vate job, or if a bank is interested 
because they hold an assignment of 
the proceeds of the contract. Advice 
on lien rights and bond procedure: 

(1) Upon the completion or ac- 
ceptance of a job, a timely lien should 
be filed, or on a government job all 
formal notices should be sent out 
within the allotted time. 

(2) A timely foreclosure 
should be instituted. 

(3) Photostat copy of the bond 
should be checked carefully to deter- 
mine that there are no exceptions to 
your materialman’s rights. 

(4) The distributor must be pre- 
pared with photostat copies of proof 
of delivery. 

(5) On private or state jobs, he also 
must be able to prove that the mer- 
chandise was processed into the job 

(6) On federal jobs, he must only 
prove that the merchandise was de- 
livered to the job site. 

(7) There is no guaranty that all 
surety companies are financially 


action 


sound, On too many occasions, the 
surety company had filed a petition in 
bankruptcy. 

(8) “Off site” shipments are covered 
under the Miller Act, and “on site” 
shipments are covered under the 
Capehart Act. Billings should be seg- 
regated on separate invoices. 

(9) If you are selling a sub-con- 
tractor of a sub-contractor, you 
should request a rider stating that the 
bond shall include a person having a 
direct contact with a sub-contractor 
operating under the general contrac- 
tor. 


Boatner Sees More Workshops 

The constant challenges facing the 
electrical supplies distributor make it 
necessary for him to be a serious stu- 
dent of the industry in order to sur- 
vive, and the workshop programs are 
one way to enhance this study, stated 
B. H. Boatner, president of NAED, in 
his address at the opening session of 
the Western Region Convention 
Workshops are needed, he said, to 
help distributors study: 1. The analy- 
sis of sales performance; 2. Review 
present methods of materials han- 
dling; 3. To study the development of 
new products and new markets; 4. 
to cover problems of financial man- 
agement, as programmed; 5. To take 
in hand the greatest challenge of all 

the rising costs of operation 

“A lack of planning and control in 
the marketing of electrical products 
by both distributors and manufactur- 
ers” was cited by Arthur Hooper, 
NAED executive director, at the open- 
ing session. They both have been 
working with the wrong tools in trying 
to solve the problem, he said, pointing 
to the workshops as a new answer 


To Victoria Next 

Three general sessions supplement 
ed the workshops to complete the 
meeting of the Western Region dis- 
tributors and their guests At a closed 
session on opening day, with NAED 
Western Region Vice President K. P 
Rehwaldt presiding, the members 
voted to hold their 1962 convention 
in Victoria, B.C., at a time that 
permit members and guests a chance 
to stop over at the Seattle World’s 
Fair. At this session, elections put 
J. B. Hartwig, North Coast Electric 
Co., Seattle into office as the 
Zone 9 chairman, and selected Stan 
ley M. Johns, The Electric Corp. of 
Calif., Los Angeles (succeeding George 
B. Smith, The Coast Wholesale Elec 
tric, Inc., Burbank); C. L. Call, Gray- 
bar Elec. Co., San Francisco (succeed 
ing E. E. Morton, WESCO, San Fran 
cisco) to be members of the board of 
governors. These elections will be ef- 
fective January 1, 1962. 


11 
Will 


new 
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PREMATURE 


OF FLUORESCENT LAMP BALLASTS 
... AND ELIMINATES THE NEED 
FOR INDIVIDUAL FUSING. 


ADVAN-guard® protects fluorescent |amp ballasts against premature destruction and costly 
replacement by protecting against abnormal operating temperatures due to incorrect volt- 
age supply, excessive current,lamp rectification, internal ballast short circuiting, inadequate 
lamp maintenance and improper fixture application. 


ADVAN-guard®, a thermally actuated protective thermostat sealed in the ballast housing, 
automatically ‘trips-out’ whenever the ballast operates at abnormal temperatures from any 
internal or external cause. Unlike other protective devices which permit premature ballast 
destruction by cutting the ballast out of the line only after it has been destroyed, ADVAN- 
guard® cuts out before heat can cause premature destruction, resets automatically when 
the trouble has been corrected and permits the ballast to resume normal operation. 


Don’t settle for one-time protectors that destroy fluorescent lamp ballasts after a single 
cycle of abnormal temperatures . . . insist on ADVAN-guard’ equipped fluorescent lamp 
ballasts for safety and longer life. 














cwonanserscuuns | TRANSFORMER CO. 
: 2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 
Mfg. in Canada by: Advance Transformer Co. Ltd., 5780 Pare St., Montreal, Quebec 
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Although there was time for pleasure at Missouri River Club... 


Informal Talks Spark Meeting 


WORKSHOP session, which was 

A open for discussion of any 

problem involving the distrib- 

utor and manufacturer, was the high- 

light at the seventh annual conven- 

tion of the Missouri River Club last 
September 21-23. 

During the one-hour workshop, 
presided over by W. C. Adamek, 
American Electric Co., distributors 
entered a strong plea for less built-in 
obsolescence of materials. All agreed 
that a high profit rate can be main- 
tained only if obsolete goods can be 
returned to and accepted by the man- 
ufacturer. 

e Three Speakers—Highlighting the 
guest speakers was John Thornberry, 
a Kansas City, Mo., public relations 
consultant. Thornberry presented tips 
on how public relations can benefit 


98 


sales volume in businesses. 

Col. C. J. Moore, base commander 

of the Lincoln Air Force Base, Lin- 
coln, Neb., described how the Stra- 
tegic Air Command defends the 
United States through air and missile 
forces. Also present was Sen. Eugene 
McCarthy of Minnesota, who ex- 
plained his role in Congress, and leg- 
islation enacted during the past ses- 
sion of Congress. 
e New Officers—Replacing W. R. 
Reid, White Electric Supply Co., Mon- 
roe City, Mo., as president was R. E. 
Brownlee, Missouri Valley Electric 
Co., Kansas City, Mo. Reid was elect- 
ed to the board of directors. 

Other officers are: Marwyn Cohen, 
Glasco Electric Co., Kansas City, first 
vice president; Barent Springsted, 
American Electric Co., St. Joseph, 


Mo., second vice president; T. (¢ 

Cummins, Kansas Electric Supply Co., 
Topeka, Kan., secretary; C. K. Rens- 
enhouse, W. T. Foley Electric Supply 
Co., Kansas City, Kan. 

Other directors are E. R. 
son, Lincoln Electric Supply Co., Lin- 
coln, Neb.; W. C. Adamek, American 
Electric Co., Wichita, Kan.; Charles 
Cohen, Glasco Electric Co., St. Louis, 
Mo.; A. A. Hoefner, Tholen Bros 
Supply Co., Leavenworth, Kan., and 
Fred Sholders, Graybar Electric Co., 
Inc., Kansas City. 

About 202 distributors, manufac- 
turers and their guests attended the 
meeting at the Elms Hotel, Excelsior 
Springs, Mo. The Missouri River Club 
consists of electrical distributors from 
the Midwest states of Missouri, 
Kansas, Iowa and Nebraska. 


Jorgen- 
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LOOK carefully at these lights. Many 
tell us that they have that elusive 
design! Naturally we agree 

is a matter of taste. One 
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WANT TO BECOME A 


All it takes is $16.75 


and 20 hours of your time 


EQUIPMENT 
MANUAL 


1. Order these books 


The 20-Hour Electrical Course is aimed at building a basic 
framework of electrical understanding with the minimum possible 
time and money investment. Designed for the individual salesman 
desiring a planned approach toward this end, the course also can 
be adapted by distributor management for a group. 

But a well-rounded understanding of electrical technology is 
only one benefit of taking the course. The real reward comes in the 
application of the acquired knowledge—knowledge that can help a 
salesman become more useful to his customers, knowledge that can 
help him increase his sales and earn more income. 

A final benefit is in the form of the three books, which will serve 
as a ready-reference library. The total cost of the course—$16.75— 
is represented by the cost of the three books: “Elementary Applied 
Electricity” ($4.50), “Electrical Equipment Manual”—second edi- 
tion ($4.50), “Electrical Systems Design”—second edition ($7.75). 
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TECHNICAL EXPERT? 


Put techateal pumch a your selling take this 


20-Hour Electrical Course 


Thee Pome! od Exeamemers tor the 


HOME-STUDY ELECTRICAL COURSE 
pose 
ELECTRICAL WHOLESALING Magazine 


ere he 


Certificate of Achievement 
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over-all understanding « 


cal applicatior 

Calif. 
“Provided ¢ 
f informati 


everyday probl 


contracto! 











electrical Wholesalir 
330 W. 42nd St. 
New York 36, N.Y. 
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BUSINESS INDEX FOR AUGUST 1961* 








NATIONAL SALES PICTURE | tess: 100 
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1961 


SALES 
———(% Change)——— 


1961 
From From From 
Aug. '60 July ‘61 1960** 


NATION | 12 3 


NEW ENGLAND 
MIDDLE ATLANTIC 
EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 
EAST SOUTH CENTRAL 
WEST SOUTH CENTRAL 
MOUNTAIN 


PACIFIC +16 +3 


INVENTORY 
———(% Change)——— 


From From 
Aug. ‘60 July ‘61 


}-] 2 


0 


*For electrical apparatus, supplies distributors; Source: Bureau of Census **8 months 196! from 8 months !960 
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"Oh Ma—no ada 


now! save twice on every plug fuse circuit you wire! 


T 


You save twice on every circuit with Federa 
Pacific's new Type-S stab-in fuse blocks 

First saving: Cost of adapters — 
none are required! 

Second saving: No time lost 
handling and installing adapters! 

And compliance with N.E.C. re 
quirements for Type-S non-inter . dat aia 
changeable plug fuses guarantees ats 
inspector's approval 

This newest addition to the fa- 
mous Federal Pacific SF Fusible Engineered to be trouble-free 
system* — available now in 15, 20 no profit-killing call-backs! 
and 30-ampere ratings—is another ° The Type SF Workbook—Bulletin 
reason why Federal Pacific is first FB-1-1110—is yours for the asking 
in modular circuit protection! Write for your copy today! 


combinations 
troublesome 


and additions are easy to make! 


FEDERAL PACIFIC ELECTRIC COMPANY 


,- o PAR i * ‘ 7 £ f T N £ WA £ y ‘ R ‘ v 
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How Many Contractors Are There in Your State? 


THE NUMBER OF ELECTRICAL CONTRACTORS IN THE UNITED STATES 


NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 

New York 
Pennsylvania 


EAST N. CENTRAL 
Illinois 

Indiana 

Michigan 

Ohio 


Wisconsin 


WEST N. CENTRAL 
lowa 

Kansas 

Minnesota 

Missouri 

Nebraska 

North Dakota 

South Dakota 


SOUTH ATLANTIC 
Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

N. Carolina 

S. Carolina 
Virginia 

W. Virginia 


EAST SOUTH CENTRAL 
Alabama 

Kentucky 

Mississippi 

Tennessee 


WEST S. CENTRAL 
Arkansas 
Louisiana 
Oklahoma 

Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 
Alaska 


Hawaii 


TOTAL U.S. 


Total 
Reporting No. of 


Employees 


2,293 

1% 673 
845 5,411] 
99 342 

122 725 
58 189 


5,443 
19,763 
9,386 


12,077 
3,951 
6,159 
8,321 
3,179 


1,977 
1,951 
3,439 
4,121 
1,407 

532 

349 


605 
1,366 
8,001 
3,139 
2,909 
3,875 
2,019 
3,676 
1,220 


1,863 
1,838 

949 
2,843 


768 
3,567 
1,976 

10,215 


947 

252 957 
100 551 
90 574 
50 797 
144 , 325 
112 766 
53 282 


2,087 20,091 
257 1,793 
401 2,779 

29 212 

J73 


22,180 176,964 


333 
106 
514 
74 
73 
40 


664 
1,197 
867 


550 
313 
642 
600 
407 


249 
145 
275 
194 
136 

69 

64 


49 
26 
391 
185 
198 
302 
111 
239 
62 


86 
198 
142 
633 


85 
140 
59 
48 
23 
64 
62 
30 


1,005 
145 
209 

14 
35 


84 
17 
166 
17 
25 
13 


149 
424 
225 


262 

94 
151 
164 


458 
44 
99 

4 
16 


12,536 4,434 


ue i 


; ___ Size of Firms Based On Number Of Employees 
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4 Do You Know the Answer? 


ACH one is a potential sales and 

profits builder for the electrical 

wholesaler. Perhaps you know how 
many electrical contractors there are 
in your sales territory. If not, you 
should! Have you an accurate count 
of these potential sales outlets and the 
number of personnel they employ? 
At the present time in the United 
States there are more than 22,180 ele- 
trical contractors, according to Elec- 
trical Construction & Maintenance, a 
McGraw-Hill publication. (This figure 
is based on the recently published 
Social Security figures—1959—U.S. 
Bureau of the Census and U.S. Bureau 
of Old-Age and Survivors Insurance). 


This means more than 22,180 con- 
tractor sources of sales and profits. 
e On the Rise—During the 10-year 
period from 1949 to 1959, there was 
an increase of 5,822 contractors, a 
gain of 36%. Of the 22,180 total, 
9,644 firms employ four or more 
persons. This shows a growth of 3,026 
electrical contractors in this category 
for the 10-year period. Of the total 
number of contractors listed, only six 
or more employ 500 or more. 

e Regional Breakdown—As an out- 
look for future sales and profit poten- 
tial for electrical distributors, here is 
how the electrical contractors are 
dispersed nationally by regions. 


Leading the nation is the Middle 
Atlantic region, which has 4,382 elec- 
trical contractors registered. Following 
in second place is the East North 
Central region with a total of 4,234 
contractors. The South Atlantic region 
holds third place with 3,098 electrical 
contractors. Together these three re- 
gions account for more than half of the 
national total. 

The other half of the total number 
of electrical contractors in the United 
States is contained in six regions: 
Pacific, 2,849; West South Central, 
2,038; West North Central, 1,906; 
New England, 1,747; Mountain, 970; 
and East South Central, 956. 





What's Behind 


PHILADELPHIA — Philadelphia 
lawyers are buzzing with this talk: The 
Justice Department recently turned 
down out-of-court settlements with 
nine major electrical insulator manu- 
facturers. Instead, on September 22, 
it filed a civil damage suit against 
them in U.S. District Court here. 

Reasons most prominently given in 
legal circles are these two: 1) It’s an 
open secret that antitrust-lawyers are 
confident they will “win easily” and, 


+ 


they hope, quickly; 2) Top Justice De- 


Latest Electrical 


partment men want to set a definite 
dollar standard for civil suits yet to 
come by non-governmental customers 
of the insulator suppliers. 

Though government lawyers never 
discuss court cases before settlement, 
some talk went on about the present 
case many months ago. It was decided 
then, according to reports, that they 
would not press the case unless abso- 
lutely certain of victory. One source 
the trustbusters thinks the 
government has 85-15 odds for a win. 


close to 





NAED Holds Aurora “Borealis” 


ILLINOIS ROUNDUP—Eighty-five members are pictured here at one of the class- 
room sessions of the NAED Management Institute course on Credit and Collections 


and Financial Management at the Hilton Inn, Aurora, III 


September 28 to October 1, 


and the program was conducted by E. O 


Ihe sessions took place 
Kallmann, 


executive vice president of the Stationers and Publishers Board of Trade, New York. 
This most recent program conducted at Aurora was held for Central Region members 

74 members and 11 manufacturers attended. The last in the series of courses under 
the NAED Management Institute program is being held at the Hilton Inn, Atlanta, 
Ga., November 2 to 5, 1961 for Southern Region members. 
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Suit? 


In addition, word has come from 
Washington, it’s said, to set definite 
figures on damages. The suit filed here 
last week did not specify the amount 
of damages simply nobody 
can figure what the damages really 
were. A buyer for a nearby electric 
utility, who purchases insulators of 
the type mentioned in the govern- 
ment’s complaint, says his company 
cannot determine the extent to which 
it suffered damages—if any were re- 


corded at all 


because 


Short Trial Aim 


Department, it’s re- 
a clear-cut case and a 
short trial. But buyers and appraisers 
for the Tennessee Valley Authority, 
the Dept. of Interior, and the Defense 
Department themselves cannot come 
to an agreement on the damages, it’s 
Department men 
figure the damages should be “reason- 
able” te improve 
Appraisers tend 
higher. 

Defendants in the suit filed in Sep- 
tember I-T-E Circuit Breaker 
Co., Philadelphia; General Electric 
Co., Schenectady, N.Y.; Lapp Insu- 
lator Co., LeRoy, N.Y.; A. B. Chance 
Co, Centralia, Mo.; McGraw-Edison 
Co., Elgin, Ill; H. K. Porter Co., 
Pittsburgh; Ohio Brass Co., Mansfield, 
Ohio; Porcelain Insulator Corp., 
Lima, N.Y., and Joslyn Manufactur 
ing & Supply Co., Chicago. 


The Justice 
ported, wants 


said. Justice legal 


chances of a win 


to figure the damages 


are: 


Continued on poge 126 





re | 
World's Fastest, Smoothest Hand Reaming 


Self-Feeding 
Pika iS 
No. 2=§ 
Spiral 
Reamer 


... Feams pipe, 
conduit, sheet metal 


and wood! 


Your customers will like the way this RIEID 
Spiral Reamer quickly and effortlessly reams 
its way into pipe, conduit, metal holes or wood. 
Heat-treated cutting edges give maximum 
service life. Ratchet-action handle makes work 
easy in close quarters. 


Now Available... 

RIGID No. 254 Spiral Reamer 

for 2'2”’ to 4”’ Pipe and Conduit 

No more hand filing . . . here’s the time-saving, large- 
size hand reamer your customers have always 
needed. Light, hollow construction makes handling 
easy. Hand grip has large butt plate for body pressure. 


For your customers’ convenience, be sure to maintain a complete 
stock of Rif Work-Saver Pipe Tools and parts. 


NEWS 





Westinghouse Files $31.8 
Million Suit Against TVA 
WASHINGTON, D.C.—Westing- 


house Electric Corp. has filed a coun- 
tersuit totaling $31.8 million against 
Tennessee Valley Authority in answer 
to a $20 million suit by TVA against 
the company. The company has de- 
nied it owes the $20 million to the 
agency as it contended in the suit TVA 
filed in Chattanooga federal district 
court last July. Both suits are in con- 
nection with 16 turbine-generators of 
150 and 250-kw size that Westing- 
house supplied to TVA for the Gal- 
latin, Kingston, and Shawnee steam 
plants. 

In the original suit, TVA charged 
that the units did not meet specified 
heat rates and that as a result of de- 
fects and outages TVA had exces- 
sive fuel costs and loss of revenue 
from power sales. 

In the countersuit, filed September 
15, Westinghouse asks “in excess of:” 
(a) $17,760,000 “by reason of excess 
kilowatt capacity in the electrogen- 
erators supplied, with the consent and 
inducement of plaintiff (TVA) over 
that specified by the contracts” and 
for the further reason that TVA used 
the excess capacity; (b) $4,784,835.07 
for balance due on the units and 
spare parts; (c) $8,785,171 for im- 
provement made in the value of the 
turbo-generators at the request of 
I'VA, the amount representing the 
extra expense these improvements cost 
the company; (d) $341,787 for spare 
rotors held at the disposal of TVA. 


Why Our BI 
Has a New Look... 


MANY economic changes have been 
wrought by the gods and the govern- 
ment since the last revision of EW’s 
Business Index. Hence, the new chart 
with the new look (see index on 
page 102). 

First, the graph has an updated base 
It is the average monthly sales figure 
for electrical apparatus and supplies 
distributors in 1958. This amounted 
to $301.8 million and represents the 
100 mark on the chart. 

The second reason for change was 
the revision—by the Bureau of Census 
—of its printed “final” monthly sales 
volume figures for 1960. The plot line 
representing January to August, 1960 
on the chart is based on the new list 
of “final” figures. The dotted line 
from August to December, 1960 re- 
flects the absence of revised “final” 
figures. EW will bring them to you as 
they become available—a month at 
a time. 
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CROUSE-HMEitDS 


“= CONDULET: 


CONDUIT FITTINGS i 


Tough, thin die-cast walls and a new cover-opening design afford 
maximum space for easy, efficient wiring. No sharp edges to endanger 
hands or insulation in installation. Wiring is always readily accessible 
for repairs or alterations. 


Feature for feature, the new Mark 9 line in copper-free, corrosion- 
resistant aluminum offers greater ease and economy in installation, 
plus dependable protection in an unusually wide range of types, sizes, 
and wiring devices. Write for Bulletin =2730 for information on Mark 9 
and other Crouse-Hinds copper-free aluminum products. Or see your 
Crouse-Hinds distributor. 








MAIN OFFICE: SYRACUSE, NY. FIELD OFFICES: Albany, Atlonta, Baton Rouge, Birmingham, Boston, Buffalo, Charlotte, Chicago, Cincinnati, Cleveland, Corpus Christi, Dalles, 
Denver, Detroit, Houston, Indianapolis, Kansas City, Los Angeles, Milwovkee, Minneapolis, New Orleans, New York, Omaha, Philodelphic, Pittsburgh, Portland, Oregon, St. Lovis, 
St. Paul, Salt Loke City, San Francisco, Seattle, Tampa, Tulso, Washington. RESIDENT REPRESENTATIVES: Boltimore, Md., Meriden, Conn., Reading, Pa., Richmond, Va., Springfield, Mass. 
FOREIGN AFFILIATES: Crouse-Hinds Company of Canada, itd., Scarborough, Ont., Crouse-Hinds-Domex, S. A. de C. V. Mexico, D. F. 
MANUFACTURING LICENSEE: Peterco, Soo Povlo, Brozil 
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A SMALLER 200-AMP BREAKER—FITS 
IN HALF THE SPACE OF THE ONE 
YOU’RE USING. You can save several 


inches of panelboard space (and a number 
of dollars) by using Heinemann’s SE-33 
circuit breaker. It’s only half the size of 
comparably-rated breakers — and costs 
even fess than most equally-rated fused 
equipment: Other advantages are magnetic 
actuation (no troubles with high ambient 


temperatures) and pressure-type solder- 


less connectors (for copper or aluminum 
conductors in sizes from +6 to +250, CM, 
CU/AL). A two-pole breaker, the SE-33 
comes in standard ratings from 125 to 200 
amps, 120/240V, AC. Also available in its 
own indoor or outdoor enclosure. Details 


are in Bulletin 1003. Write for a copy. 


HEINEMANN ELECTRIC COMPANY, 152 BRUNSWICK PIKE, TRENTON 2, N.J. 


SA-2436 


NAED Adopts New 
Association Plan 


NEW YORK—The “New Plan for 
NAED” has been adopted in its en- 
tirety by the Board of Governors of 
the National Association of Electrical 
Distributors. In the near future an out- 
line of the new services, requested by 
NAED members in the past few years, 
will be made public. The programs 
range from cost analyses planning to 
a new public relations and publicity 
program for members’ use at the 
local level. There will be an increase 
in area meetings held throughout all 
the association’s regions, according to 
an association announcement. And an 
increased headquarters staff will be 
available more frequently for consul- 
tation with members. 


Open Convention 


With the adoption of this new pro- 
gram, the NAED Board of Governors 
approved a suggestion that the 1962 
National Convention, which will be 
held in Pittsburgh, May 12-16, 1962, 
be the association’s regular open con- 
vention, complete with manufacturers 
in attendance and manufacturers’ 
conference booth area. This was 
done reportedly in order to permit an 
orderly transition from an open con- 
vention to one for association mem- 
bers only, starting in 1963. 


Regional Meets 


Four regional meetings will also be 
held in 1962 for NAED members: 

Southern Region Meeting—Palm 
Beach, Fla., Palm-Beach-Biltmore 
Hotel, January 21-24. 

Central Region Meeting—Mackinac 
Island, Mich., Grand Hotel, August 
26-29, 1962. 

Western Region Meeting— Victoria, 
British Columbia, Canada, Empress 
Hotel, September 16-19. 

Eastern Region Meeting (tentative), 
Philadelphia, Pa., October 28-31. 


Moseley Receives McGraw 
Award For Contractors 

NEW YORK—Charles W. Moseley 
of R. H. Bouligny, Inc., Charlotte, 
N. C. has received the Contractors 
Medal and Purse, given under the 
James H. McGraw Award for Elec- 
trical Men. The award was conferred 
at the general meeting of the Na- 
tional Electrical Contractors Associa- 
tion on October 11 at Washington, 
D.C. 

Moseley received the award for his 
dedicated leadership and diligent per- 
sonal efforts toward planning and 
promoting the organization of line 
construction contractors in effective 
regional chapters. 
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GET THE 


IN COMPRESSION-CONNECTOR TOOLING 


Light-weight hand tool installs a wide 
variety of HYDENT® connectors on wire 
sizes #22 thru #10. A wire cutter and 
single indentor die for all wire sizes 
are in the nose of the tool. Other fea 
tures are wire stripper, bolt cutter, 
thread chasers, and dies for clos ng 
insulation-grips 


This HYTOOL® features one easily ad 
justed die set that installs HYDENT on 
commercial copper cable from #8 to 
250 Mcm. and on aluminum conductors 
#8 to 4/0. Indexing plates are used for 
setting adjustable nest die for either 
copper or aluminum. f n 
change, identify or lose 


Portable, manually operat 
pletely insulated, hyd 

for installing HYDED 

-8 Str thru 5c a) Vv my) 

only 9 Ibs jJevelops 

plied with convenient 

case 


Contractors with an eye on cutting connector installation time count on the Burndy 
Big 3. This Y10M, MY29-3, Y34A combination crimps practically every type and size 
compression connector on any job...adds the versatility, speed, and economy tat 
result in profitable jobs. See your local Burndy distributor for demonstration. 


NORWALK, CONNECT e BICC-BURNDY Ltd. Prescot, Lancs England n c line giun TORONTO, CANADA 
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° rj IAEL Holds 
t b | 26th Annual Conclave 
1 } fj fb g ATLANTIC CITY, N.J.—This New 


Jersey resort city was the site of the 
26th Annual Conference of the Inter- 
national Association of Electrical 
Leagues last month. Seventy dele- 

gates, representing leagues, utilities, 

manufacturers, distributors, and other 


’ * 
0 ristmas ecorative ig ti ng segments of the electrical industry 


were on hand. 

(L. [ WILLIAMS of Houston, Texas) Thirty electrical league managers 
conducted a “shirtsleeve” workshop 
seminar on league operations, present- 


Thy as Uj i, j 0 N Pin-Type Told 4-315 ing detailed descriptions of promo- 


tional programs conducted locally dur- 
| ing the past year. Prominent industry 
pia EXCl RY | VEI 4 | spokesmen presented future plans for 
. national promotional and advertising 
activities by Edison Electric Institute, 
National Wiring Bureau and the Na- 
tional Electrical Manufacturers Associ 
ation, and outlined ways in which 
leagues could tie-in locally, with these 
promotions 
e Presentations League members 
enjoyed some “firsts” in public presen 
tations of programs. One was the new 
direct-mail program of the National 
Wiring Bureau for electrical contrac- 
tors. This pre-packaged, pre-tested 
plan is available to electrical contrac 
tors throughout the country 
Another presentation was that by 
Life magazine which disclosed it 
would soon make available to the 
electrical industry, a film-strip presen- 
tation entitled “A New Definition of 
Power.” The 20-minute. audio com- 
mentary with background music 
would define the place of electricity 
in our economy and society 
4 presentation entitled “The Im 
pact of Imports” was made by Clar- 
ence W. Higbee, a past president of 
the National Electrical Manufacturers 
Association, and presently, consultant 
to the Wire and Cable Division of 
NEMA. The slide presentation illus- 
trated the complex problem of for 
eign trade. 


j e Marketing—“Marketing Electricity 
FIT | in the Next Decade,” was the title 
# : : of the address by W. M. Shepherd, 


vice president of Arkansas Power & 


-through a Light Co., Little Rock, Ark. The fu- 

ture, emphasized Shepherd, belongs to 

EXPERIENCE -_ “All-Electric.” Competition, he said, 
makes us do a better job but “only 


- ibe ae 
electricity is atomic. Though it 
A COMPLETE LINE like | 


sounds a trite idea, he admon- 
pit at tl en ished, the sound marketing policy 
MEDIUM BASE and good salesmanship will still pay 
and STREAMERS off. The old hard-sell will not work 
anymore, however, but in its place, 
the low-pressure, soft-sell that does 
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factory ©. | convictions has taken its place. 


“4 “Cooperative Market Developnient 


at INSULATING Co. 11108 in a Major Metropolitan Area,” was 


(ME PARKERSBURG, WV) the topic of the address given by C 


110 ELECTRICAL WHOLESALING—November, 1961 





Testing a Leviton switch subjects it to the 
equivalent of 20years of heavy usage. It 
goes on and off 30,100 times under 4 
types of loads. Periodic destructive tests 
go up to 3,000,000 cycles to check reli- 
ability. 17 separate laboratory tests eval- 
uate both the finished switch and all its 
components. Leviton maintains one of the 


largest wiring device testing labs in the 
country to bring you the safest possible 
switch at the low- 7 


est possible price. , 





... Kills Giant Short Gicuits 


Power For America Every year more and more electric power 
is pumped into the arteries and veins of America. Under control 
this genial genie does the work that gives the nation its growth 
and strength. Out of control, it becomes a monster, full of 
terror and destruction. 


Amp-trap Controls Power No other piece of equipment or 
device can control dangerous power faults as well... as fast 
... or as positively as Amp-trap. Amp-trap limits current, kills 
giant short circuits long before they can become destructive. 
Amp-trap can safely interrupt currents up to 200,000 RMS 
Amperes — with an engineered “Margin for Safety.” 


Amp-trap For Safety Amp-trap is for use where available 
short-circuit power is greater than standard equipment can 
handle. Use it on motor controls, bus duct, panel boards, load- 
centers ... for back-up short circuit protection .. . to isolate 
faulted circuits, 


Amp-trap For You There is an Amp-trap for your own par- 
ticular problem. Find out about Amp-trap today. Ask for bulletin 
614 today. 


® Aniptrap Arak At Me Suieh’ 
nm CHASE-SHAWMUT ~. 


374 MERRIMAC STREET © NEWBURYPORT, MASSACHUSETTS 
Subsidiory of I-T-E CIRCUIT BREAKER CO 





Wesley Meytrott, vice president-sales 
—Consolidated Edison Co. of New 
York. Meytrott maintained that there 
is a need for some rallying point 
within the local electrical team. The 
electric utility, he said, was more of- 
ten than not the logical agency be- 
cause it had the manpower, the “mus- 
cle,” the source of customer informa- 
tion and “A hell of a lot to gain.” 

In New York, Meytrott said, the 
electrical league has become a vigor- 
ous and productive organization in 
the world’s most concentrated market 
for power—the world’s most concen- 
trated collection of electrical contrac- 
tors, distributors, serving agents, appli- 
ance dealers, architects, engineers, 
lighting experts, etc. 

e LBE—In the residential field, the 
“Live Better Electrically Plans for 
1962” were presented by Albert V. 
Lowe, manager, Live Better Electric- 
ally Program of Edison Electric In- 
stitute. LBE will continue in 1962 to 
provide a broad background for local 
promotional efforts of range, water 
heater, dryer, heating and cooling 
and Gold Medallion promotions, 
Lowe said. Housepower and lighting 
will be blended into the advertising 
whenever possible. 

e Frontier — “The Total Electric 
Frontier” was presented by C. W. 
Mills, manager—market development, 
Apparatus Marketing Div. of West- 
inghouse Electric Corp., East Pitts- 
burgh, Pa. In the residential market, 
Mills said, the situation is not as good 
as we think it is—and won’t be unless 
some precautions are taken, and tak- 
en now. The rate of growth is not as 
great as it has been in the past 20 
years. This is a dangerous trend, he 
said, but if the industry really organ- 
ized for an assault on the very vital 
objective of electrically heated homes, 
it is entirely possible that we could 
have 20 million electrically heated 
homes by 1978. 

Electric heating, he said, is a bul- 

wark against competition. When we 
get electric heating in the home, any 
other fuel usually becomes uneconom- 
ical. 
e Other Addresses—Other speakers 
on the agenda included Richard C. 
Opfer, Wiring Awards Coordinator 
for Look magazine, who delivered an 
address on Adequate Wiring; Sydney 
C. Blumenthal Jr., president of Blum- 
enthal-Kahn Electric Co. outlined 
NECA’s new “Contractor Sales Train- 
ing Program;” Andrew H. Corman, 
Director of Commercial Wiring Pro- 
motion for the National Wiring Bu- 
reau outlined the concentrated “Com- 
mercial Wiring Profit Workshop” for 
all electrical contractors. 





Industries account for 48% of total 
electricity sales; homes, 28%. 
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Make UNIFORM OFFSETS 
in 1/2" E.M.T. in 2 SECONDS 


with NEW Greenlee 
No. 1810 “Little Kicker” 








a FAST—makes complete offset in one shot 
pet tle ACCURATE—every bend is identical 
EASY—just press down on the handle 

LIGHTWEIGHT—only 5-1/2 Ib. Built of 

high-strength aluminum alloy and steel 


Here’s the fastest and best way to form perfect 
offsets in 4%” E.M.T. for entering switch 
boxes and other wall or ceiling outlets. 
Both bends of the offset are made 
simultaneously in one shot—easily 
and accurately. Eliminates hand 
bending with a hickey. Duplicate 
bends are exact, assuring a 
clean, tailored installation. No 
time is lost refitting or “‘cut- 

ting and trying.” 
Ask your Greenlee distributor 
for a demonstration soon! 


GREENLEE TOOL CO. 
1994 Columbia Ave., 
Rockford, Illinois 





Another new addition 
to the Greenlee line of 
Job-Profit Tooling 

















_ SAVES TIME...DOES A BETTER J 
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Business Report: 





Big Business Boom 
Is A Distant Reality 


The following business report was 
prepared by the McGraw-Hill Depart 
ment of Economics: 


URING the past summer, the 
watchword of the private sector 
of the U.S. economy has always been 
caution. It has been particularly evi 
dent in the consumer area where fam 
ilies and individuals have not been 
rushing out to buy either soft or hard 
goods. A combination of extremely 
hot weather and an extremely cold 
war may have had quite a lot to do 
with consumer hesitancy to purchas 
goods 
Caution is not so pronounced it 
the business sector but, obviously, it 
4 is still there. Businessmen are wot! 
* ried about the international situation 
; S the threat of inflation and the so 
You all ITS called anti-business attitude of the 
Administration. However, they have 
increased their plans to invest in new 
plant and equipment during the re 


mainder of this year and are increas 

W j ing new orders for capital goods 

\ which suggests a hefty increase in 
capital spending next year. 

But a really big business boom will 

new ; have to wait for a faster rate of capi- 

tal expenditures. The current rate of 


increase in capital goods new orders 
isn’t big enough to suggest that a gen- 
eral business boom is immediately 
ahead. However, it is clear that our 
economy has passed the recovery 
point and that we are wow in an ex- 
pansionary stage. 

In general, business prospects for 
1962 are bright. Assuming that we 
are not going to get into war—limited 
or any other kind—over Berlin, new 
economic records are certain to be 


PORTABLE ELECTRICAL CORDS & CABLES : Notlanel Pesduct, the total vale ot 


all goods and services produced in 
the nation, is expected to register 
solid gain of $45 billion in 1962, or 
9% over this year. Prices, on the 
Bronco 66 Certified, because it is Synchro-Cured, has long been famed average, are likely to increase | 
as the most flexible cord and cable on the market. Now, a new treatment 14%. so the real gain in GNP will 
lubricates the insulation on the single conductors. When the cable is be about 7.5%. We expect industrial 
flexed, the singles slide against each other with less friction than ever 
before. The resilience provided by the great quantity of Neoprene - 
67.3% —in the jacket, the exclusive Bronco Synchro-Cure process of 
vulcanization, and lubricated singles all work together to give you the 
most flexible, easiest stripping, longest-lasting, most completely satis- 
factory portable cords and cables ever made. Write for a free sample pected to make a good record in 
of the new Bronco 66 Certified so that you may feel and see this new 1962 from a relatively low level of 
flexibility for yourself, activity this year. Business investment 
in plant and equipment, inventory and 
residential construction are likely to 
increase about 20% next year. Pro 
ducers of capital goods should surely 
benefit from this sizable gain 
e Two Clues—We have just begun 
our fall check up of Business’ Plans 
Continued on page 116 


‘ 


output to rise about 12% over this 
year’s figure. 

The business sector of the economy 
—the key area for all of us—is ex- 


SOLD NATIONALLY BY ELECTRICAL WHOLESALE D/STRIBUTORS 
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Find out for yourself ... 


~COMPARE* 


BLACKHAWK 


SERVICE ENTRANCE MAST 


with any others on the market 


Find out for yourself why a Blackhawk means 
faster, better installation from cable entrance 
to meter 


ffer your customers the best 


ip-fitter service entrance head — Just slip it on over conduit 
tighten two set screws. That’s all. Made of corrosion-resistant 
minum. Available in a full range of sizes. 


Insulators — Reinforced, durabie, well-rounded porcelain secured 
to metal pipe mounting clamp, galvanized. Pull-off fittings available 
uninsulated. 


Flexible Synroflashing — Made of flexible neoprene to absorb 
vibration. Mast can’t work loose, damage shingles, or cause leaks. 
Won’t rot, peel or crack in any weather. Available for 144, 1%, 2, 
2% and 3” pipe. 


MounTING Brackets — New combination bracket accommodates 
1%, 1%, 2, 2% and 3” pipe. Available with 4” thru bolts or with 
lag screws. 


OrrsetT Repucer — Corrosion-resistant aluminum alloy. Fits 144” 
and 1144” hubs to a 2” or 2%” pipe riser and 2” hub to 3” pipe riser. 


Available as a complete kit or as separate fittings. 


Save time— build your reputation for quality and service — Specify 
B-I when you buy. 
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lackhawk where the new ideas come from 
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for New Plants and Equipment. Until 
the definitive results of that survey 
HOW DO YOU become available early in November, 
LIKE YOUR we must base any forecast of what’s 
ahead in this area on two clues. The 
first comes from our own McGraw- 
Hill Index of Machinery New Orders, 
an important gauge of future capital 
goods activity. The quarterly forecast 
completed in July, before the Berlin 
crisis really got hot, was more opti- 
mistic than the one we completed in 
April. It suggested about a 10% in- 
crease in machinery new orders next 
year. However, expectations are that 
machinery manufacturers will be much 
ee more optimistic about their future 
choice of sub-panel ag | business this month when we do our 
: next forecasting go-round. 

Actual incoming new orders have 
risen steadily since early this year with 
the August index reaching an all-time 
high. Capital goods producers booked 
new orders at a higher rate in the 
third quarter than they had antici- 
pated earlier. Experience shows that 
when actual new orders run ahead of 
the forecasts, machinery manufactur- 
ers follow a more optimistic course 
and raise their sights for the 12 
months ahead. 

The second clue to the possibility 
of rising plant and equipment expen- 
ditures in 1962 is the sharp rate of 
WITH SINGLE DOOR? increase in profits. By year end cor- 
And a choice of more than 60 standard models in stock to fill any need you porate profits should be at an all-time 
may have including sizes 6” to 24” deep to accommodate even the largest high rate. And next year, the profit 
level will be the highest in our history. 
Not only will the profit level be better 
than ever, but it now looks like the 
TWO DOOR? profit margin is improving. This latter 
Floor mounted and without center posts to simplify phenomenon could be the result of 
removalofinstrument panel. Twenty-five standard sizes 
up to 7’ in height immediately available from stock. 

















or terminal straps 





control components! Hoffman was the first to build this type of oil-tight 
enclosure and is known for advanced, progressive engineering design. 


industry’s concerted effort to modern- 
ize recent years due, in part, to Mc- 
Graw-Hill’s emphasis editorially on its 
importance. The combination of ris- 
ing capital goods orders and high 
profits suggests a substantial gain in 
capital spending next year 
Business inventories will contribute 
to a rising national product next year 
y . Stocks of durable goods are relatively 
OR WITH SIDE-MOUNTED ais . low compared with shipments and new 
DISCONNECT SWITCH? | orders. We anticipate a buildup of 
If he gue a? ie anions ares te | stocks of hard aaa soft goods A 
matc or e recently in- . 1 é yme cabdinets ) ] . — 
troduced Square D or feet long made of 10 gauge steel through wie rast wot the m4 
eee ee with welded seams and sturdy in- buildup will be in anticipation of an 
other steel strike. But we expect that 


Hoffman's new NEMA 12 _ 
enclosures are available in side framework for rigid support. 
a number of sizes—and ‘ Available in 3, 4 and 5 door mod- |} mext years buildup of steel stocks will 
ready from stock! This ; els, gasketed to shut out oil, dust, not be as big as 1959; so we do not 
combination provides per- 7 — “al : 

fect protection for both water. Hoffman produces them in | anticipate a big correction in inven- 
personnel and equipment. } quantity to save you money. | tory levels late in 1962. 


e Residential Construction—No big 


AND HERE’S A NEW SLANT P boom in residential construction is ex- 
ON PUSHBUTTON BOXES! : | pected in 1962. Although applications 
Slanted top panel for easy operation and | for FHA commitments and requests 
nT tana mae ee for V.A. appraisals, two indicators of 


can you use it? Choice of 13 sizes 


in stock for fast delivery f aan future homebuilding, have firmed up 


——— | in recent months, they are not signal- 


ENGINEERING CORPORATION ing any big burst of activity. Thus, we 
| now foresee a housing starts figure 


Continued on Page 118 
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He’s the spearhead of the electrical wholesal- 

ing business. He’s the distributor salesman. 

His pants shine from sliding in and out be- 

’ hind the wheel. He never hears a radio program 


all the way through. He often ends his day with mud caked on his shoes. His 
handshake, his sense of humor, and his technical know-how get a good workout every 
day. Especially the latter. €_ That’s why he gets more help and backing today than 
he ever has before—through the combined strengths of Rome and Alcoa, integrated 
into a single sales force. Our men are ready to apply all their talents and experience to 
help the distributor solve customer problems 

and improve sales. €_ Keeping your outside : 

men in the know keeps us on the go. Se om " —— 
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4000 SERIES 


Request Bulletin 6119 


516 SERIES 


Request Bulletin 6002 
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Here’s why 


WHOLESALERS 
buy, stock and sell 


! 
an | 
| 


7000 SERIES 


Request Bulletin 5976 


MODEL APTI-0 


Request Bulletin 6133 


| PARAGON 


WHOLESALE POLICY 








PARAGON time controls 


You profit more because you sell 
more with Paragon—producers of 
industry’s most complete line of 
Time Controls. Here’s why: 
COMPACT, COMPLETE LINE 
By distributing Paragon’s compact 
line you need fewer controls to main- 
tain a complete inventory to meet 
any application requirement. As a 
result, you benefit from a smaller 
investment... get faster turnover... 
greater profits. 
AUTHORIZED DISTRIBUTION 
Paragon does not compete or sell 
against you. Paragon Time Con- 
trols are sold to dealers and con- 
tractors only through established 
distributors. 
HIGHEST QUALITY — Paragon 
controls are built of quality ma- 
terials, assuring accuracy and de- 
pendability. Each sells itself—over 


the counter to the buyer. There’s no 
need for “‘gimmicks’’ that cut into 
profits. 


NATIONWIDE SERVICE A 
network of 88 Paragon Service Cen- 
ters carry ample stock of factory- 
approved parts... provide prompt, 
dependable service. These author- 
ized Centers service and repair only. 
EXTENSIVE ADVERTISING, 
SALES AIDS Paragon product 
advertising in leading trade publica- 
tions, plus dynamic sales promotion 
programs, pre-sell your customers 
and prospects...sell YOU as the 
leading supplier of Paragon controls. 


Want to enjoy a profitable associa- 
tion? Start selling Paragon Time 
Controls. Write for complete details, 
or for immediate attention PHONE, 
Two Rivers 303, Extension 27. 


PARAGON ELECTRIC CO., INC. 


Subsidiary of 
1630 


TWELFTH STREET © TWO RIVERS, 


American Machine & Foundry Company 


WISCONSIN 





of about 1.45 million units next year 
compared with just under 1.3 million 
new dwelling units this year. Next 
year’s total will still be nearly 5% 
below the previous record. 

The consumer market will also pro- 
vide a lift to the economy in 1962 
As incomes go up, and as more peo- 
ple are employed—especially in the 
high-wage durable goods industries 

e can look for a bright consumer 
picture. We now anticipate about a 
$22 billion gain in over-all consume! 
spending, with a $5 billion gain in 
consumer durables; a $6.5 billion in- 
crease in soft goods and $10.5 billion 
for services. 

[he various surveys of consume! 
attitudes and intentions to buy are 
indicating a pick-up in durable goods 
purchases of 10% or more. We ex 
pect total auto sales of more than 
seven million units—U.S. and foreign 
made — next year, compared with 
about 5.9 million cars this year. And 
track 


increase 


appliance sales which usually 
with new housing 
about 10% next year. 

Mr. Kennedy's federal expenditure 

program has finally begun to move 
[he continuation of the Berlin crisis, 
obviously, will result in still further 
increases in defense spending. Mean- 
while, we are also increasing federal 
spending for nondefense goods and 
services. Despite our big defense pro 
gram, the administration is making no 
effort in the direction of cutting un- 
important nondefense expenditures. As 
a matter of record, Secretary of Labor 
Goldberg, only a few weeks ago, talk- 
ed about increasing some of 
nondefense expenditures. Perhaps this 
is the reason for the current descrip 
tion of the New Frontier as “Way Out 
Where the Waste Begins.” 
e Federal Spending — For the first 
time in several years federal spending 
is increasing faster than state and 
local expenditures. And a portion of 
the increase at the state and local 
level will be due to several federally 
financed programs. 

We now expect that our manifold 


should 


these 


| governments, federal, state and local, 


will spend more than $118 billion next 
year, an increase of $10 billion 
Our nation will probably 
thorny problem in balancing our inter- 
national payments next year. What has 
helped us ease this situation in the 
past has been a large surplus in ex- 
port trade over imports. But this does 
not seem likely for 1962 because im- 
ports, spurred by rising U.S. business, 
will rise at a faster rate than exports 
Thus on balance, our present export 
surplus will sarink considerably. With- 
out this nice surplus, this area of our 
economy will be the one trouble spot. 
Next year should be a prosperous 
one for the economy as a whole. 


have a 
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ROYAL Portable Cords 


Men who know portable cords put their cash on the Royal line . . . because 
they know every Royal cord is backed by a solid reputation for quality, 
safety and dependability on the job. To wholesalers, this ready-made accept- 
ance pays off in ready-made sales and profits. Carry the demand brand — 
the BIG line of Royal Portable Cords in rubber, neoprene, thermoplastic. 
Fixture and bell wires. Thermo cables. Lamp cords and machine tool wires. 
Coaxial and signal cables, and many more. All packaged for easy handling 
and priced right! Contact your Royal representative now. 
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ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


In Canada 


Royal Electric Company (Quebec) itd., Pointe Claire, Quebec 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales ... makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 
Cube Taps. 


EDoctrix 


CORPORATION 


Ashton * Rhode Island 


120 





CAPITOL CIRCUIT 


| 








can cut prices to retain an old customer, but not to get a new 

one could seriously cripple the “good faith” defense to price 
discrimination litigation. The good faith clause in the Robinson-Pat- 
man Act allows a seller charged with illegal price-cutting to avoid 
FTC action by proving price cuts were made in order to meet low 
prices of a competitor. 


T= Federal Trade Commission ruling in October that a seller 


But now, says the Commission, this defense applies only to 
“defensive” price-cutting—to hold old customers—not “aggressive” 
price-cutting—to get new ones. 


Commissioner Philip Elman sharply dissents from his four col- 
leagues’ ruling. He argues that the decision would tend to promote 
monopoly and stifle competition. 


The ruling will be appealed by Sunshine Biscuits, Inc., the com- 
pany charged by the FTC with illegal price cutting. 


@ The FTC re-interpreted a portion of the Robinson-Patman Act, 
but the Supreme Court some time this year will decide whether an- 
other part of this statute is unconstitutional. This is a clause in the 
law which forbids a company to charge unreasonably low prices with 
the intent of destroying competition. 


As it happens, the language of this law is the crux of the con- 
tinuing dispute between General Electric Co. and the Justice Dept. 
over signing of consent decrees to end the civil price fixing charges 
against G.E. The government wants to insert language in the decree 
similar to that in the disputed law. G.E. is protesting, claiming that 
it would be put into a pricing straight-jacket, and also asserting that 
the proposed decree goes even beyond the present law. 


Final outcome of the negotiations could well hinge on the Supreme 
Court’s decision. A federal district judge, in a Justice Dept. anti- 
trust complaint against National Dairy Products Corp., ruled the 
“unreasonably low” price law was so vague and indefinite it was 
unconstitutional. 


e@ A maior test is in the making on the application of the Buy Amer- 
ican Act in government projects. Allis-Chalmers has challenged the 
order issued by former President Eisenhower in 1954 as conflicting 
with the intent of the Congressional act as to the amount of foreign 
work that can be done by a bidder for a federal contract, who still 
qualifies as “domestic.” 


The order permits up to 49% of contract work to be performed 
overseas and still qualify as domestic bid. The act, says the com- 
pany, requires “substantially all” of this work to be done in the 
U.S., and this term is incompatible with an order permitting nearly 
half of the work to be done overseas. 


e@ A new monkey wrench was thrown into the rural electrification 
movement last month by Florida circuit court judge Charles Phillips. 
Phillips ruled that Florida co-ops can’t build lines into an area where 
central station service already is being provided. 

The Lacoochee River electric co-op was prevented by Phillips 
from serving two Pasco County customers previously served by 
Tampa Electric Co. because company service was available “not 
remotely but immediately adjacent to the place to be served.” 
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a STANDARD PUSHBUTTON 


the only ™ - 
with r ] 





SELECTOR SWITCH 





PUSH-TO-TEST LIGHT OR LIGHTED PUSHBUTTON 


Touch a finger 


response every 


Why are Cl: 
Because, with ¢ 
The rolling, wit 
contacts as they 


non-conducting 


But this is only one of many fea 
units the most reliable and versatile 


r 


distributor or sales representat 


construction, ease of wiring and 


¥ 
tton problems 


help solve your pushbu 


|ARK CONTROLLER COMPANY ‘° 


MAIN ANT WESTERN PLANT 
N ANADA , 








out of mercury-lamp starting 


WITH SOLA CONSTANT-WATTAGE BALLASTS 


Full rated lamp life . . . more lamps per circuit . . . 
less costly wiring: These across-the-beard SOLA savings 
reduce installation costs, assure longer lamp expectancy 
and less maintenance. And all are direct results of SOLA 
constant-wattage mercury-lamp ballast design! 


Self-limiting action of constant wattage ballasts takes 
power-surges out of lamp starting, automatically compen- 
sates for line fluctuations. Parallel 2-lamp models operate 
lamps independently of each other and keep good lamp SOLA CONSTANT WATTAGE 
shining steadily even after mate burns out. Complete range STARTING CURVE 
of types for indoor as well as outdoor applications. 


SOLA constant-wattage holds lumen output within + 1% 
for line-voltage changes as great as +13%. “Drop-out”’ is 
virtually nil, since input voltage must fall 30% below nomi- 
nal before lamp extinguishes. SOLA M-L ballasts are also 
inherently self-protecting against open and shorted lamps. 


Available for 115, 208, 230, 277, 460 and 575-volt input. 


Get full details from your SOLA supplier, or write us for HIGH-REACTANCE BALLAST — 
STARTING CURVE 


information, specifying M-L indoor or outdoor type ballast. 


SOLA ELECTRIC co. ‘ 
1717 Busse Road 


Elk Grove Village, III 
: HEmpstead 9-2800 
; IN CANADA, Sola-Basic 
iB Products Ltd., 377 Evans 


Ave., Toronto 18, Ontario 





A DIVISION oF JC BASIC PRODUCTS CORPORATION 


$-34-61 


ELECTRICAL WHOLESALING—November, 1961 





Distributors Are Busting 
Out All Over... 


DANVILLE, Va. — Construction 
will soon begin here on a new ware- 
house facility for Westinghouse Elec- 
tric Supply Co., it has been an- 
nounced. The masonry and _ steel 
building is expected to be completed 
by December |. 


DALLAS, Texas—Meletio Electri- 
cal Supply Co. of Dallas has an- 
nounced plans to build a half million 
dollar, 51,800-sq ft lighting studio 
here. The 41-year-old firm will be 
situated in a new one-story, brick and 
glass air conditioned building. Parking 
space for more than 250 automobiles 
will be provided. 


MILWAUKEE, Wisc. Lappin < 4 
Electric Co. opened for business last 
month in its new quarters at 1022 N 
Sth St. The new quarters have 120,000 
sq ft of space, about triple the size of 


the former building. baal > ibat-blels story 


DECATUR, Ala.—The new $200,- ; 7 
000 plant of Noland Company, Inc. say e S 
opened here in mid-July. The new reya Tr-velelbantesel josueln—ieintesel 
branch home includes a roofed area ‘ 
of 16,500 sq ft, with an additional . » 
12,000-sq ft parking lot and truck : ee 


service area. It is located a half block ( 


from U.S. Route 31, the main Bir 
mingham-Nashville highway. a —_— 


Industrial Distribution 4 
Topic Discussed at EP&EM : 4 


CHICAGO-—More than 100 mem- 
bers and guests, greeted a new plan 


ut into action by the Association of . er , 
linaetinng adn . ¥ socal wort The story is, that both inside and out—Keystone 
« Cc A « a . 


Inc., on the first “EP&EM Day”, held pushbutton enclosures are carefully built to give 
September 26, at the Como Inn in maximum protection for electrical controls. 
Chicago. The plan calls for the asso- 
“iz *s general b » _ x ¢ fick : 
ciation’s general business meeting and All are rigidly produced to JIC and Nema 


various Committee meetings to be f : ‘ 
held on the same day. A discussion of standards, and they're all stocked in a wide . 
ushbuiton 


terms and definitions used in the in- variety of sizes and styles to meet your exact Enclosures 

dustrial distribution field was initiated wiring requirements. Special sizes can also be 

by the industrial distribution group as i : ea al 

the first step in a long-term project of quickly produced for unusual applications. 

compiling a glossary for the use of 

EP&EM members and the industry Next time you're in the market for top 
7eNner: ac > . , 

in general. Jack Evans, Potter & quality enclosures, take a close look at 


Brumfield, Princeton, Ind., acted as K j } lite , 
a ) > 7 > ’ > ry 
chairman. eystone ... and get the whole story: 





Write for your new Keystone Catalog NEMA 12 


Anaconda Sets Up of JIC and Nema 12 Wiring Enclosures JIC Pull Boxes canes 
Utilities Division 
NEW YORK—The Anaconda Wire 
and Cable Co. has established a Utility 
Products Division, according to a KE YSTO NE 
company announcement. Austin W 
Dunham has been appointed manager. MANUFACTURING COMPANY 
The new division will be responsible DIVISION OF Avis INDUSTRIAL CORPORATION 


for the marketing of utility products. 23329 sp ial dud nines sonia 
erw ve. bd rren, c gan 
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ite melolem i tee) io). 
PER HOUR 


Purchase order follow up is simplified when you 
can scan at the rate of 


“‘Management by exception” is the desired method of fol- 
lowing-up purchase orders. 

ViSirecord’s speed and visibility, to thousands of records 
at finger-tip control, provides instant information on hun- 
dreds of variable factors. 

Improper situations show up at a glance — no matter how 
large the number of orders involved, and permit telephonic 
action in seconds. 

ViSirecord provides split-second speed in management 
control, in minimum space requirements with normal seated 
desk level operation. 

ViSirecord is equally proficient on machine or hand posted 
operations — Accounts Receivable, Inventory or Maintenance 
Control — Edge punched card to tape or Order Writing and 
hundreds of other systems — anywhere records must be kept 
and used quickly and accurately. 

Your ViSirecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 


companies in your industry. \ 
RV) ron, 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


) 1961, VISirecord, inc. 


Systems Specialists in Principal Cities 





| ber of the 


Distributors To Attend 
‘62 Electronic Parts Show 


CHICAGO—The 1962 Electronic 
Parts Distributors Show will be held 
May 21-24 at Chicago’s Conrad Hil- 
ton Hotel. “We intend making the 
1962 show not only the finest mer- 
chandising event in the electronic in 
dustry,” Warren Stuart, general sales 
manager of Belden Manufacturing 
Co., Chicago, said, “But also the most 
useful and informative to manufac- 
turers and distributors alike.” 

Among those attending the show 
will be Herb Blumberg, Newark 
Electronics Corp., Detroit, Mich., a 
member of the Educational and Pro- 
gram Committee; Howard Saltzman, 
Alpha Wire Corp., New York, a mem- 
Credentials Committee; 
International Resist 


Robert Ferree, 


| ance Co., Philadelphia, a member of 
| the Space & Arrangements Commit- 


| 


} 
| 
| 
| 
| 


| president, 


tee. Members of the Entertainment 
Committee include Sam _ Poncher, 
Newark Electronics Corporation, Chi- 
David Susser, 
Producers of 
Electronics, 


cago; executive vice 
Associated 
Components for New 


York, N.Y. 


Columbia Electric Plans 
Tacoma Subsidiary 


SPOKANE, Wash. 
Electric of Spokane has 
the assets of a Tacoma firm and wil 
establish a new _ subsidiary there, 
Maage E. LaCounte, president, has 
announced. The subsidiary firm will 
sell and distribute electrical supplies 
and materials in Tacoma, Pierce 
County and adjacent areas 

LaCounte said his firm purchased 
the assets of Home Electric Co., an 
independent’ electrical distributing 
firm established in 1913. The reported 
sale was believed to be in the neigh 
borhood of $350,000. Columbia Elec 
tric also has branches at Pasco, Ken 
newick, Lewiston and Clarkston 


Columbia 


purchased 


Five Day Technical Pro- 
gram Set For AIEE Show 
PHILADELPHIA—A 


five-day technical program that will 
blanket the entire electrical-electronics 
field is in the making for the first 
industry-wide gathering of its kind 
the Winter General Meeting of the 
American Institute of Electrical En- 
gineers and the 1962 Electrical En 
gineering Exposition in New York 
City. 

More than 800 research engineers 
in every segment of the electrical 
electronics industry have been invited 
to present technical papers at some 
120 separate sessions that will be held 


full scale 


| January 29-February 2, 1962. 
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KNOW YOUR 
SYMBOLS 


¢ BullDog Pushmatic panels 


This symbol stands 
for circuit breaker 








Simplify your 
over-the-counter service! 


Look at all the residential circuit combinations you provide 


with just one panel, the PL! 2 Electri-Center! 


J £ 


All BullDog Electri-Center* panels with Pushmati 
circuit breakers provide the maximum in protection 
and convenience. The standard Single Pushmatic 
circuit breaker puts a 110-volt circuit in a single 
panel space . . . the Duplex puts two in a single space 

. and 2-pole Pushmatics, even 100-amp breakers, 
— 


BullDog Electric Products Division, |-T-E Circuit Breaker ( 


6-circuit electric heat 
220-volt 


24-circuit residential 
lighting panel 


100-amp main and 20 
100-amp main, range and Il 


100-amp main, range, 
dryer and 12 
100-amp main, range, dryer, 
water heater and & 

Pushmati 


See our 


other panel and circuit 


take but two Result—Pushmatic breakers 
and Electri-Center panels answer all your over-the- 
counter calls for residential . ; 
installations. 


spaces 


*Qo, 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 





ACTUAL 
SIZE 





new 


on NO-KLIK Junior 


Circle F — with precise engineering 
design — and without mercury or other 
fluids — offers the No-Klik Junior, a 
rugged dependable and Q-U-I-E-T wall 
switch. 


CHECK THESE FEATURES 
Raised Cover Frame Fits Snugly Into 
Plate for dust free operation e Large 
Silver Alloy Contacts for dependable 
duty e Fully Enclosed in Bakelite for 
safe, lasting performance e New Low 
Price for added profits 


Another fine product of Circle F know-how 


= F MFG. CO. 


TON 4, NEW JERSEY 


Letters... 


Continued from page 6 


issue of your magazine (p. 83) avail- 
able? If so, will you please quote me 
prices in lots of 100? 

EDMONDs LOvE 
MANAGER, INDUSTRIAL CONTROL SALES 
SQUARE D CO. 
MILWAUKEE, WIS. 


e Reprints are available. Prices: 1-99, 
5¢ each; 100-499, 4¢ each; 500 and 
over, 3¢ each. 


Very Much in Demand 
Dear Sirs: 

Will you please inform me whether 
reprints are still available on the 
article entitled, “Pinpointing Profit- 
ability Through Distribution Cost 
Analyses.” This article appeared in 
your December, 1960 issue of ELEc- 
TRICAL WHOLESALING. 

Our library copy was torn from the 
magazine issue, and I would like to 
secure two reprints for use in my of- 
ae 

MERRITT E. FREEMAN 
OFFICE OF MARKETING SERVICES 
U.S. DEPARTMENT OF COMMERCI 
WASHINGTON, D.C. 


e Yes, reprints are available 


Electrical Suits... 
Continued from page 105 


All but Joslyn were among the 29 
firms which were fined—along with 
45 executives—$1,787,000 in Phila- 
delphia on criminal price fix charges. 
The suit was the eighth brought 
against the electrical industry by the 
federal goygrnment. 


Deliberate Action 


Observers feel that when the gov- 
ernment attorneys do name damages 
that they will be precise and specific 
—and low enough to get a quick 
trial. They should be higher, though, 
than insulator manufacturers were 
willing to settle “out-of-court” for, re 
ports indicate. 

The Justice Department charges the 
nine firms produce and sell “substan- 
tially” all the insulators in this coun- 
try. It is acting in the name of the 
TVA and other government agencies. 
The suit claims violations of the Clay- 
ton and False Claims acts. 





Low voltage lighting for swimming 
pools has really caught on. The elec- 
trical distributor salesman can serve 
his industry effectively by cautioning 
contractors to use only manufacturer- 
and inspection-approved installation 
techniques. 
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CHIMNEY-LITE® 


ANOTHER GREAT ORIGINAL sh 


Mole 


lamescent is now available in a superb new 
design—CHIMNEY-LITE! This modern version 
of the antique chimney lamp, with a lovely 
tapering “flame”, is perfect for modern or tra- 
ditional interiors. Weather-proof for outdoors! 


Precision engineered, of course, to famous 
Duro-Lite long-life quality— lasts 3¥2 to 5 times 
fo} ay24=1 aoe Olalorelaleipalelal-lihvarcder-leclal- a=. bh 


Chimney-Lite literally sells on sight! Backed 
by powerful consumer advertising...smartest 
packaging in the business...sales-proved Point- 
of-Purchase displays...on-the-ball merchandis- 

) ing aids for your salesmen! 


Make your bulb business BIG business with 
rNaal=1 ale: MM nal ol-) Gmt-J 0] o1el=1--S00) Mmal-1\mmel-lele) ¢- pee) ¢ 
bulbs! Write for details today! 


Duro-Lite Lamps, Inc., North Bergen, New Jersey 


: > 


CRYSTALIER GLOBELITE SPARKELITE TRU-WHITE ® CANDELITE® 


AMERICA'S MOST COMPLETE LINE OF LONG LIFE BULBS 
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Los Angeles Lighting 
Show Is Big Success 


LOS ANGELES, Calif.—Numerous 
new light sources, applications and 
fixtures never before shown in the 
western states headlined an array of 
exhibits featured at the Lighting Prog- 
ress Exposition at the Hollywood Pal- 
ladium, October 3-5. 

e First Show—tThe first major light- 
ing show to be held in the West, the 
exposition featured a new “square” 
fluorescent light, a floating ceiling, a 
new concept in recessed incandescent 
lighting fixtures, aa outdoor control- 
led lighting source and numerous other 
products which have never before been 
exhibited or displayed to the industry 

Miss California (first runner-up for 
Miss U.S.A. in this year’s Miss Uni- 
verse contest) launched the three day 
show by throwing a switch that turn- 
ed on some 14 of a million watts of 
light utilized in the huge ballroom 
for the 40 exhibits of leading manu- 
facturers of light sources and fixtures 

“Lighting for the Space Age,” the 
show’s theme, was illustrated by an 
elaborate lighting display and foun- 
tain on stage as well as in many of 

T the individual exhibits. The show was 


sponsored by the Electric League of 


Southern California. 

3 e Forums—lIn addition to the many 
exhibits by prominent manufacturers, 
there were daily forums exploring the 


application of the modern light sourc 
S M A L L E R es and fixtures on exhibit to indus 


trial, commercial and residential build 


The new compact Furnas Size 3 Ings 

magnetic starters, 1/3 smaller Iwo forums daily included “Space 
than other Size 3 models. incor- Conditioning for Offices and Stores,’ 
porate inherently trip-free melt- moderated by Will S. Fisher, Com- 
: : mercial Lighting Specialist, General 
ing alloy type thermal relays for . . 

_ cbse Bes Neve. Electric Co. on October 3; “Light- 
greater motor protection, and a Sr Ag : Re 
simplified low wattage, electro mg for Tomortow's Living Today 
: saa, “ ‘ -, CICC O- 


esi E x headed by William F. Blitzer, vice 
’ » > , ‘ 

ee Se. a Se T president, Product Development 
pole, 30-50 hp. 


Lightolier Company, Jersey City, N.J., 
on October 4; and “Light as a 
Vital Ingredient in Industrial Produc 
@ Dual voltage, dual frequency encapsulated coils. Standard tion,” moderated by Milton Buzan 
on all sizes. Project Engineer, Day-Brite Lighting 
Inc., St. Louis, Mo., on October 5 
Among the outstanding features 
were an antiquity light collection, 
; : : ; “lighting without a light bulb,” “walls 
@ Silver-cadmium oxide contacts; pressure terminals; front re- of light,” “ropes of light,” theatrical 
movable parts. lighting, light, color and sound dis 
plays and hundreds of other standard 


@ Same mounting dimensions as on open type Sizes 2 and 21/. light sources and products 


@ 1/3 smaller than other models, yet has 1/3 more wiring room. 





Write today for Bulletin 14-B3, 1069 McKee Street, Batavia, Illinois CHICAGO—Out of a field of 12, 
distributor sales showed a slight in- 


crease of 1.4% with five firms report- 


$ U R N A S . [ i ¢ T R | C ing intreases and seven showing losses 


for the month of August, according 


to the American Home Lighting 
C 0 M P A N Y © BATAVIA, BLING Institute. 1961 sales for August totaled 
$263,311 for the 12 firms, as com 

Sales Representatives in All Principal Cities | pared to $259,609 for 1960. 
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HIGHER 
PROFITS 


with flexible, liquid-tight 


SEALTITE CONDUIT 
by ANACONDA, 


...and standard connectors 


SEALTITE 

Anytime yo 

moisture, Oll, vibr: mm, abrasion, chemica 

fumes, dirt, corrosion, steam point out how 

SEALTITE will give the wiring complete pro 

tection. There a steady replacement market 

for SEALTITE. And be on the lookout 

orders from plant modernization projects 
ANACONDA pre-sell 

tensive national adve1 

literature. Tel 

SEALTITE, the original flexible, liquid 

duit for electrical wiring. Costs no more, but 

returns a higher profit. For new SEALTITI 

Bulletin S-544, write to: Anaconda Metal Hose 

Division, Anaconda American B 

P. O. Box 791, Waterbur 


52H U ITE 


a product of 


ANACONDA 


METAL HOSE DIVISION 











THE 


SWITCH 


IS ON... 
TO 


QUIET 
SWITCHES 


AN E-Z WIRE® DEVICE 
NOW AVAILABLE WITH 


TOGGLE 
HANDLES 


ISA and 20A-120-277V AC SINGLE 
POLE, 3 WAY, DOUBLE POLE, 4 WAY 
IN FLUSH AND INTERCHANGE TYPES 
(ALSO AVAILABLE IN 
TOUCH-A-MATIC TYPES) 
MEETS FED. SPECS 
PAT. NO. 2,743,330 


WITH BOTH 
screw and 
E-Z WIRE 
pressure 


terminals 





3 COMMON 
TERMINALS 

for convenient 
feed thru 


connections 





In Cello-Wrapped 
EAGLE 
SHO-PAK 





Specified by Contractors, Architects, Consulting 
Engineers for Comrnercial, Industrial, Residen- 
tia! installations —for quality, trouble-free 
performance —for better profit margins 
Specify Eagle quiet Switches — and profit 


OUTSTANDING SWITCHES ARE MADE BY 
EAGLE. SEND FOR FREE SAMPLE & 
LITERATURE. 


“Perfection is not an Accident” 


EAGLE ELECTRIC 
Ll Ca OO | | On 


LONG ISLAND CITY 1, NEW YORK 








Arthur F. 
Uhrlandt 


Arthur F. Uhrlandt has been named 
to a newly-created position of di- 
rector-marketing of Crouse-Hinds Co., 
Syracuse, N.Y. He has been with 
the company 19 years. Prior to that 
he was with Westinghouse Electric 
Mfg. Co., Westinghouse Electric Sup- 
ply Co. and Niagara Mohawk Power 


Gordon V F 


William 


Miller Oberle 


Corp. F. William Oberle succeeds Uhr 
landt to the position of director-sales, 
with responsibility for sales in 34 na- 
tional centers. Gordon V. Miller, for- 
merly divisional manager, Atlantic 
Div., has been assigned to the com 
pany’s northeast division in NewYork 
City. 





Richard L. Jandl has joined the 
Sola Electric Co., division of Basic 
Products Corp., Elk Grove, Ill. as 
vice president and general sales man- 
ager. He was formerly manager of 
the distributor division of Tung-Sol 
Electric Co., Inc 


Lloyd D. Cratch has been appoint- 
ed general manager of Turrell & Co., 
Inc., Detroit, Mich. The firm is a man- 
ufacturers’ representative in the Mich- 
igan-Toledo area. 


Guy L. Ederheimer, Jr. has been 
president of The Electric 
Supply Corp., Chicago, Ill. Charles P. 
Currie has been elected executive vice 
president; Don Banks as vice presi- 
dent, and Herbert E. Oberg as sec- 
retary. 


elected 


Albert H. Leader has been named 
manager of sales for the O:ange and 
Redwood City mills of the Anaconda 
Wire and Cable Co. Both plants are 
located in California 


Paul B. Black has been appointed 
manager of headquarters marketing 
for Sylvania Electronic Systems, a di- 
vision of Sylvania Electric Products 
Inc. He will be responsible for co- 
ordinating the entire marketing infor- 
mation effort of the division. 


George J. Kennedy has been ap- 
pointed to the post of general sales 
manager of Day-Brite Lighting, Inc., 
St. Louis, Mo. He will head sales for 
the firm’s entire line of lighting equip- 
ment for industrial, commercial and 
institutional uses. 


Three new appointments have been 
made at Mill-Power Supply Co., Char- 
lotte, N. C. J. Warren Jeffries has 
been promoted from field representa- 
tive to assistant to the vice president 
His duties will consist primarily of 
supervision of field sales and opera- 
tion. Paul E. Miller has been promot- 
ed from assistant sales manager to 
assistant to the vice president. His 
duties will be largely administrative 

coordinating personnel, sales and 
management. Curt C. Crawford has 
been promoted from inside salesman 
to field representative in southeastern 
N. Carolina and a portion of eastern 
South Carolina 


William D. Hamel has been ap- 
pointed manager of distributor sales 
of Jefferson Electric Co., Bellwood, 
Ill. Victor E. Lee has retired as sec 
retary and assistant treasurer of Jef- 
ferson after nearly four decades of 


service 


Robert L. Levenstein has been 
elected executive vice president of 
Silvray Lighting, Inc., Bound Brook, 
N.J. Levenstein comes to Silvray after 
10 years with Lightolier where he 
served as marketing manager and 
head of the Architectural Lighting 
Div. 


Charles J. Ellis and Harry P. Gough 
have been elected regional vice presi- 
dents of the General Electric Co., for 
the southeastern and western regions 
respectively. Ellis succeeds Carter L. 
Redd, who until his retirement from 
the company on January 1, 1962, will 
be consultant to Ellis. 
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Fast, easy to handle...even overhead! 


THIS NEW TAPE-AND-DISPENSER 
COMBINATION IS RACKING UP 
NEW SALES RECORDS EVERY 
MONTH! Here’s why: 


FAST, EASY-TO-USE DISPENSER 
gives users ten big advantages. 
And because electricians can “‘tape- 
and-tear” in one simple operation, 
they get a better-looking, safer job. 


STRONG, DEPENDABLE TAPE is 


thin and flexible . . . meets the in- 
dustry’s highest standards. What’s 


‘;’ JOHNS-MANVILLE §j¥j 


DUTCH BRAND TAPE 


more, J-M Dutch Brand Plastic Elec- 
trical Tape has uniformly high di 
electric strength . .. provides out- 
standing resistance to acids, oil, 
solvents, fungus and gases. In short, 
the finest plastic electrical tape you 
can sell carries the Dutch Brand 
mame. 

Get the facts on the complete line 
of J-M Dutch Brand Tapes, includ- 
ing this sales-stimulating tape-and- 
dispenser combination, from your 
Dutch Brand® man. Or write to E. H. 
Wells, Vice President, Dutch Brand 


fOHNS MANVILLE 


Division, Johns-Manville, 
New York 16, N. Y. In Canad 
Credit, Ont. Cable: Jo 


TEN IMPORTANT ADVANTAGES! 
1. Permanent dod ++ 
moving parts to snag 
3. Can't dull or cl 4. 
with one hand! 8. Speci 
for faster starting! 6. Fu 
plastic electrical 
loaded 











UICK comfort for your customers! 


QUICK Profits for you! 
| MODINE 
_ ELECTRIC 


UNIT HEATERS 


Here's a high-profit line . . . loaded with sales 
appeal! Modine electric unit heaters respond 
instantly to thermostat or manual switch. 
They're safe, clean, quiet, compact, easy to 
install and maintain. Ideal for countless com- 
mercial and industrial heating jobs. Also 
supplementary residential heating . . . base- 








ments, garages, etc. Seven sizes . . . from 
17,065 to 85,325 Btu/hr. 


FOR DETAILS cali your Modine representative .. . 
listed in the yellow pages. Or write Modine Manu- 
facturing Co., 1614 DeKoven Avenue, Racine, Wis. 


MANUFACTURING COMPANY 








Seal Unfinished 
Cable Joints 
Against Moisture 
And Dirt 


Cable splicing no longer need be one continuous operation when G&W 
Cable Nightcaps are used. Unfinished cable joints or terminations can 
be left overnight or for several days at a time with complete assurance 
that work will remain dry and clean as when sealed 


The G&éW Cable Nightcap consists of a heavy plastic sleeve, water- 
proof paper to keep the plastic clean, tape, desiccant, and humidity 
indicator. The sleeve is slipped over the unfinished joint and one end 
taped tightly to the cable. Desiccant and humidity indicator are then 
inserted into the sleeve and its remaining end taped to the cable on 
other side of the joint Waterproof paper is laid over the sleeve for 
protection 


Further information on the Cable Nightcap is available from G&W 
Electric Specialty Company or consult your local G&W representative 


G&W ELECTRIC SPECIALTY COMPANY 
3520 WEST 127th STREET * BLUE ISLAND, ILLINOIS 


CANADIAN MFR. ¢ POWERLITE DEVICES, LTD 
TORONTO, MONTREAL & VANCOUVER 





Frederic B. Osler, Jr., has been 
named director of industrial relations 
for Thomas Industries Inc., Louisville, 
Ky. Prior to joining Thomas, Osler 
was employee relations manager for 
Bigelow-Sanford, Inc., New York. 


Joseph H. Schmidt, Jr. has been 
appointed general sales manager of 
the consumer products div., The Black 
& Decker Mfg. Co., Towson, Md 
Schmidt succeeds Malcolm Mooers, 
who will assume other duties. Richard 
T. Scott has been appointed to the 
position of assistant general sales man- 
ager. Edwin J. Bernau has_ been 
named premium sales manager, and 
Edward M. Stuart, Jr. has been ap- 
pointed assistant marketing manager 


Leo M. Murray has been appointed 
to the marketing group of the corp- 
orate planning staff of Continental 
Copper & Steel Industries, Inc. Mur 
ray was former research manager of 
National Petroleum News, a McGraw- 
Hill publication 


James A. Thomson has been ap 
pointed Salt Lake City branch man 
ager of National Electric Div., H. K. 
Porter Co., Inc. 





Electric Heat Meet 
Cites Rapid Growth 


WASHINGTON D« lectric 
heating will be in 12 million homes 
by 1975 and 29 million by 1980, ac- 
cording to predictions made at the 
Fifth Electrical World Electric Heat 
ing Conference here in September 
It was estimated that electric home 
heating will be installed tn its 1.116 
QO0O0th home by next month 


Single Group Urged 


Creation of a single industry or 
ganization to lead electricity’s attack 
against the gas industry in the heat 
ing market was emphasized at the 
conference 

Charles F. Hochgesang, chief edi 
tor of Electrical World, McGraw-Hill 
publication, said the National Elec- 
trical Manufacturers Association, the 
Edison Electric 
utilities and numerous other groups 
are separately attacking sales and re 
search problems in electric heating 
But even combined, their efforts are 
far short of matching those of gas, he 
added. 

“If the 
achieve its pivotal load of electric 
heating, without which it cannot con 
tinue to hold its markets in residential 
and commercial areas, it must have 
this disciplined, single-industry ap 


Institute, individual 


electric industry is to 


J 


‘ Superior quality standards—inspired specialized design proach,” Hochgesang said 
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_ Indecision? I don’t know if it’s the 
cause or whether it’s that fierce desire 
to call the perfect play. But, the penalty for too much 
time is the same regardless of the reason 
Like my business. I'm an electrical wholesaler off 
the football field. Buying right is just as important to 
my profit column as selling right, and sometimes I've 
been penalized for taking too much time deciding. In 
fact, you might call it too much time in the huddk 
because I call in some of the other boys, and among 
the bunch of us we can shoot a whole morning 
Well, not long ago I started to do some thinking 
about a fellow who called on me representing Porce 
lain Products Co. of Carey, Ohio. He said his com 
pany has been serving the industry since 1894. He 
had a catalog showing some 127 different electrical 
supply items. They were top quality and showed the 
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in the huddle 


tvpe of design and craftsmanship that only years in 
the business can accomplish. He also pointed out that 
by ordering from this one reliable source. I could sa 
time making out purchase orders, receiving report 
checks, inventory sheets. There would be fewer shi 
ments to check in and of course there would be 
ubstantial savings in freight 

He said Porcelain Products Co. could furnish a 
well rounded line, including wireholders, mast kits 
house brackets, copperweld ground rods, racks, spools 
clevises, wedge grips, split bolts and many others 

Makes sense to me. Next order I'm sending t 
Porcelain Products. And, incidentally he said a copy 
of their new catalog was mine for the asking. Bet 
they'll send vou one too if you write. No obligation 
of course 
PORCELAIN PRODUCTS CO. 225 N. PATTERSON ST,, CAREY 





Now! M&W Electric 
100-150-200 Ampere 
Service Entrance Fittings 


Meet the ever-growing demand for larger service 
entrance requirements — use entrance cable with 
M&W ENTRANCE FITTINGS. These include: 
Entrance Heads, Straps, Watertight Connectors, Non- 
watertight Connectors and Sill Plates. Available are 
a complete line of fittings for cable sizes 3 No. 3 to 
3 No. 4/0 using 1”, 144”, 14” or 2” hubs. 


Send tor New No. 59 illustrated Price Sheet 
with complete details. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


for “FREE AIR” Rating 
of CONDUCTORS 


é3 © 


SEPARATORS used with 
““Ventilated”’ 

FULL-FLEX is your 
answer! 


Full-Flex is new, it is different, but 

yet in its application and use, it fol- 

lows proven procedures which have been 

Designed for developed through years in the standard 
RIGID or cable carrying and supporting systems 

Full-Flex may be used for rigid installa- 

FLEXIBLE tions up to 14 feet on channel center lines, 

or as catenaries up to 400 feet or more 

Full-Flex may easily be taken apart and re- 

used as required. Write for Bulletin No. 5 


Fullman Manufacturing Company 
FLOOR BOXES + WIRING SPECIALTIES +* FLEXIBLE CONDUIT 


1209-1215 Jefferson Street 
LATROBE, PA. 


Asheville Honors 
Square D Chairman 


ASHEVILLE, N.C.—Highlight of a 
recent luncheon honoring members of 
Square D’s board of directors was a 
proclamation made by Mayor Earl 
Eller which made Square D_ board 
chairman F. W. Magin “Mr. Ashe- 
ville” of 1961. The company recent- 
ly opened a 95,000-sq ft plant in 
Asheville. 

The Mayor’s proclamation, issued 

coincident with Miss Asheville’s being 
crowned Miss America, very aptly 
read as follows: 
BE IT KNOWN TO ALL MEN that 
WHEREAS, Asheville, North Caro- 
lina has been signally honored in re- 
cent days, through the talents and 
statistics of our own Miss America— 
AND WHEREAS, in like spirit, our 
citizenry wishes to honor the talents 
and statistics of an outstanding 
personage in a different field of ac- 
complishment—AND WHEREAS, al- 
though our interest in physical sta- 
tistics such as 35-24-35 remains keen 
we are even more deeply impressed 
by and appreciative of figures such 
as these— 

95,000 sq ft of manufacturing space 

300 to 500 local employees 

$1 million plus—annual local pay- 
roll 

$2 million to $3 million annual ex- 

penditures for local services 
AND WHEREAS, these statistics re- 
flect the Square D company’s con- 
tribution to our community’s growth 
and progress— 
AND WHEREAS, because he is right- 
ly known to his business associates 
and countless friends in the electrical 
industry as Mr. Square D— it affords 
me much pleasure to recognize both 
the talents and statistics of F. W 
(Fritz) Magin by naming him “Mr. 
Asheville of 1961.” 


Sylvania Announces 
Ten Digit Display 

SENECA FALLS, N.Y.—A ten 
digit multi-numeric  electrolumines- 
cent display device which eliminates 
projection systems for recording num- 
erical information on film has been 
announced by Sylvania Electric Prod- 
ucts Inc. 

The new device, designated SD 114 
is said to represent the ultimate in 
miniaturization and simplicity in the 
numeric display field. Each of the 
numerics is only “%-in high 

According to a company spokes 
man, the new device is being used in 
a photographic application where film 
is placed in contact with it, resulting 
in the permanent recording of data, 
with savings in system cost and size. 
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Sell the brand 
with built-in 
demand... 


Republic 
ELECTRUNITE 


ELECTRICAL METALLIC TUBING 


Electrical contractors know 
that exclusive 

ELECTRUNITE features 

can provide important 

cost savings for them. 


Ask any electrical contractor why he prefers 
Republic ELECTRUNITE. In a few words... 


THE BEST COSTS LESS INSTALLED 


REPUBLIC STEEL CORPORATION 

STEEL AND TUBES DIVISION 

DEPT. A-2961 

215 EAST 131st STREET « CLEVELAND 8, OHIO 


I would like more information about 


LINES”? INSIDE-KNURLING 
selling features of Republic ELE 


Name 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 
Cleveland 8, Ohio 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


Company 
Address 


City 


-— oo Ee ed) 
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ae 
: Ackerman-Johnson 4 
t 


Quality FASTENING DEVICES ! 


; TOGGLE 
Expansive [ BOLTS 
: Spring-Wing Type 
oe Tile. H THE 





NOVEMBER 


National Warm Air Heating & Air 
Conditioning Assn. 
48th Annual Convention 
LaSalle Hotel 
Chicago, III. 
PROVEN November 6-8 
FASTENER 


t threads to gall or s 
National Electrical Manufacturers As- 
sociation 

35th Annual Meeting 

Plaza Hotel 

New York, N. Y. 

November 16 


| has great holding power 


‘* JIFF-E-PLUG’’ 
Fibre Plug Anchor 


of braided 


1961 Electrical & Home Appliance 
Show 

Electric Building, Balboa Park 

San Diego, Calif. 

November 24-29 


TOGGLE-SCREW-ANCHORS 
™e ely anchor all tvpes of fixtures to Ho 


t Metal, Thin Panel 


JANUARY 


Write for new catalog covering Complete Line of Fastening Devices 


Edison Electric Institute 
6th Annual LBE Women’s Confer 


625 WEST JACKSON BLVD., CHICAGO + 55 PARK PLACE, NEW YORK ence 


Edgewater Beach Hotel 
ORIGINATORS OF THE EXPANSIVE SCREW ANCHOR Chicago, Il. 


January 11-13 


NEW OVERSIZE WIREHOLDER sie: seins snore 


= Assn. 
National Housewares Exhibit 
for lq ge DI Des McCormick Place 
Chicago, III. 
January 15-19 
Utilities, industrial maintenance departments 
and electrical contractors will find many uses National Association of Electrical 
for this new oversize pipe mounting wire- Distributors 
Southern Region Meeting 
Palm Beach Biltmore Hotel 
Palm Beach, Florida 


holder. It is quickly and easily installed on 
either 3” or 4” pipe. Massive insulator is 
copper bail reinforced for superior strength 


Spools 


and corrosion resistance. 

Porcelain Products Co. of Carey, Ohio, also 
makes other items ideal for utility use includ- 
ing a full range of wireholders, spools, ground 


rods, and some 120 other products. Write | 


today for complete catalog. 


OY | 


“Universal’’ Wireholder 2 wy 
For 114” to 22" pipe? Wireholders 


January 21-24 


Plant Engineering and Maintenance 
Show 

Convention Hall 

Philadelphia, Pa. 

January 22-25 


Electronic Representatives Association 
Annual Convention 
Hollywood Beach Hotel 
Hollywood, Fla. 
January 23-27 


American Institute of Electrical Engi- 
neers 
Winter General Meeting 


PORCELAIN PRODUCTS CO. 


225 N. Patterson St. - Carey, Ohio 


Statler Hilton Hotel 
New York, N. Y. 
January 28—February 1 
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YOUR BEST BUY IN TAPE 


Non-Raveling 
Straight Tearing 
High Tensile Strength 


Strong Adhesion 
FRICTION 


Highly Insulating - 2 RUBBER 
{ 


PLASTIC 


Accumare Tape 


ACCURATE MANUFACTURING COMPANY 
Gartield, New Jersey 
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NEW DIMENSION 
IN SALES FOR 
ELECTRICAL SUPPLY 
DISTRIBUTORS WITH 


PAIRBANIKS -MORS 
CLOSED CIRCUIT TELEVISION 


IN BLACK & WHITE OR COLOR! 











FAIRBANKS MORSE, with a background of over 130 years of 
keeping ahead in all phases of science and industry, is now 
expanding its development program. 

In association with EMI, Ltd., of Great Britain, 

FAIRBANKS MORSE has now available a line of 

Closed Circuit Television equipment that far surpasses 
anything which has been available up to now. (EMI, by the way, 
holds many basic patents under which much TV 

equipment is made in this country.) 

To help our customers to quickly realize the many 
capabilities of Closed Circuit TV, we are appointing a select 
group of experienced Electrical Supply distributors. 

If you think you qualify, please let us know. We promise you 
a highly effective program, plus quality and a profit structure 
that are unique in the industry. We offer you the basic 
benefits of the FAIRBANKS, MORSE & CO. name which is a 
door opener throughout the world of science and industry 

Use the coupon to get the full story on our products, our 
sales promotion assistance, nationai advertising, and, 
finally, a ‘‘head to head" personal discussion 
Or call James Klivans, Electronics Division, 

FAIRBANKS, MORSE & CO., 100 Electra Lane, 
Yonkers, New York (BEverly 7-4100). 


Broadest Market You Have Ever Had 
ey 























Surveillance...transportation and dispatching contro/...cost reduction... merchandising... security... hazardous locations... medica/ observation 


experimental laboratory work... 
eeeee#eee@eee#eee#e#e#e#e#ee#ee8efee#e#e#e#eerfee#ee#eese#*ee##e#ee#e#ee##ee#ee#e#####e#e#e@ 


James Klivans, Manager, Closed Circuit TV Divisign 
FAIRBANKS, MORSE & CO., 100 Electra Lane, Yonkers, New York ; ELECTRONICS DIVISION 


What is your Name : 
propositen? Prism Name | PAIRBANKS MORSE 
| am interested 3 


in the Street A MAJOR INDUSTRIAL COMPONENT OF 


possibilities 
of becoming City 

sm FAIRBANKS WHITNEY 
MORSE ate 


70 howioaaee NEW DIMENSIONS IN ELECTRONIC DEVICES 














GABLE PROFITS 


WHERE GABLE 
PROBLEMS 
END! 


CHESTER ‘‘Job-Tailored’’ 
MULTI-CONDUCTOR CONTROL 
CABLE ends your customers’ problems 


exa ie 2 cable for 


spec 


jependable per 


19-1 


r your special 

Plasticote® Con- 

referred brand for muni- 

wer station and super- 

r flexible or extension 

onnections. Quote Chester 


ctrical men know 


CHESTER 
CABLE CORP. 


CHESTER N.Y. 


A SUBSIDARY OF TENNESSEE CORPORATION 


and you 
te the brand ele 


Complete data on Chester Control 
Cable is available on request 





NEW LITERATURE 





Electrical Products—New 
2 color catalog illustrating over 1,500 
electrical wiring devices, lamps and 
specialty products has been released 
by Eagle Electric Mfg. Co., 
Island City 1, N.Y 


96-page, 


Inc., Long 


Wires 
plete compendium of manufacturer's 


New 58-page catalog is com- 


lines of wires, cables, and tubings, 
etc. W'thin its 29 sections are synopses 
of wire specifications and new prod- 
uct highlights. Catalog is avaitable 
from HITEMP Wires Co., a div. of 
Simplex Wire & Cable Co., 1200 


Shames Dr., Westbury, L. I., N.Y 


Capacitors—Bulletin GEA-7226, 2 
pages, includes new ratings up to 100-y 
for small wound-foil tantalum 
trolytic capacitors. Bulletin 
advantages of foil units, 


graphs of 


elec- 
describes 
includes 
performance test 
drawings showing dimen- 
both polar and non-polar 
Booklet is available from Gen- 
Electric Co., Schenectady, N.Y 


actual 
data and 
sions of 
types 
eral 
lroffers—lIllustrated brochure on new 
Imperiale series of architectural trof- 
fers is available from Litecraft Man- 
ufacturing Corp., Passaic, N.J. Includ- 
ed are insert sheets providing full 
technical and ordering information 
Outdoor Lighting 
log on outdoor lighting units is avai 
able from Pfaff & Kendall, Sales Pro- 
motion Dept., Newark, N.J. Included 


are complete photo-metric 


New 12 age Cala- 


} 
I 


in catalog 
data for 
mercury 


fluorescent, incandescent or 


vapor lighting 
Diodes g on glass 
zener diodes, bulletin SR-265, is avail 
able from International Rectifier 
Corp. Booklet provides ratings, char 
acteristics, applications and power dis 
sipation data. A 6-page catalog on 
selenium rectifier stacks, bulletin SR- 
170, is also available from the com 
pany at El Segundo, Calif 


New 6-page catalogs 


Clamps—Four data folder on 
line of 2-bolt connectors ai 
tap clamps for heavy duty 
connections is available from the Jas- 


per Blackburn Corp., St. Louis, Mo 


page 
cross 


copper 


Luminaires Quadro-liner roadway 
luminaires are described in new book- 
let now available from the Westing- 
house Lighting Div., Edgewater Park, 
Cleveland, Ohio. The well-illustrated, 
4-page publication shows 
trolled lighting pattern of the Quadro- 


y 


how con 


liner can be applied, as well as char- 
acteristics of luminaire 
in booklet B-8236 
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Details are 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


yyaper meter Laboratories 


Yn 


INSPECTED 


Electrical Metalic Tubing |ssue, 0000 


§ dab 
rulers Laveralp 
pert Ollgs Wn, 


Ww 


INSPECTED 
Rigid Conduit Issve 0000 


ELBOWS 


Standard & Large Radius 
all sizes 


RIGID 


EMT Standard Radius 


1” to 2” inc 


MOST SIZES OF 


LARGE RADIUS 
ALWAYS ww STOCK 


@ True 90° angle fi 
alignment 


Smooth raceways 


Special radius ind 
marked for on-the 
hcations 


conventle 


labs led 


Logical 
¢ le arly 


Large sizes thread p 


Meets Federal Sy 
WWC.-581C 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 








Devices—New 12-page condensed 
catalog covering complete line of 
electrical and lubricating devices is 
available from Trico Fuse Co., Mil- 
waukee, Wisc. Products are fully il- 
lustrated in catalog No. 61 with pho- 
tographs. 


Ballast Buyers Guide Advance 
Transformer Co., Chicago, Ill., has 
available Fluorescent Lamp Ballast 
Buyer's Guide which lists new bal- 
lasts for every lighting application 
and contains specifications 


Troffers—Descriptive, fully illustrated 
manual is now available on Triple 
Shell Lumi-Flo air handling troffer 
from Benjamin div., Thomas Indus 
tries Inc., Louisville, Ky 





Conduit—Information on new PVC- 
coated rigid conduit and fittings is 
available in 8-page brochure from 
Pittsburgh Standard Conduit Co., Ver 
ona, Pa. 


Limit Switch—Bulletin GEA-7318, 
ny hn a pages, describes General Electric’s 
PRODUCT DESIGN FILE < « CRIISD proximity limit switch for 
OR ADDRESS YOUR INQUIRY TO detection of ferrous and non-ferrous 
materials without physical contact 


ELECTRIC MFG. INC. Drawings show typical applications 
4219 W. LAKE ST. CHICAGO for switch including sorting, count- 


ing, Inspection and “— machine 








travel. 





Cable Suspension System—l|lustrated 
4-page folder, Bulletin No. 5, showing 
advantage of flexible system has been 
released by Fullman Manufacturing 
Co., Latrobe, Pa. 


Luminous Ceiling—New architect-or 
ented brochure entitled, “Lighting In 
The Right Direction Engineered For 
Architects,” features information on 
indirect luminous ceilings. Brochure 
is available from Silvray Lighting 
Inc., Bound Brook, N.J 


Black Light—New 12-page illustrated 
booklet on “Black Light” (LS-141) has 
been issued by General Electric's 
Large Lamp Dept. Copies of “Black 
Light” are available without charge 
through the Inquiry Bureau, Dept 
BL-61, General Electric Co., Nela 
Park, Cleveland, Ohio 


Transformers—New series of four 
bulletins describing outdoor lighting 
transformers and their applications is 
available from Jefferson Electric Co., 
Bellwood, Ill. 








Switchgear—Completely new design 


The ADSWORTH Checleic 4.16- and 13.8-kv circuit breakers 


ta gh aah WRITE FOR N and switchgear are described in new 
NTUCKY Oo rw CATAL bulletin published by I-T-E Circuit 


Breaker Co., Philadelphia, Pa. 
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announces 


TRIN all NEW 


TALLOW 


(only 1-9/ 16” Deep) 


electric DOOR 
UPENER 


No. 001 


For today’s 
“narrow stile” 
entrance doors 
Replaces TRINE’s 
famous Reliance 
and other 
standard makes 
Full size, full 
powered electro magnets 
NEW, screw type 
terminals 


The NEW 
No. 002 


for use with 
Shallow entrance 
ocks having 
aUXihary 
deadiocking 
latch bolts. For 
modern meta! 
entrance 








Write Dept. A-1 for molete electr 


door opener catalog showing 7 t 


TRINE 


MANUFACTURING CORP 
1430 Ferris Place, New York 61, NY 
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Infrared Ovens—Colorful new 16 
page catalog covering full line of elec- 
tric infrared ovens for industrial ap 
plications is available on request 
Advertising Dept., Radcor, Inc., P.O 
Rox 32, Fostoria, Ohio. Catalog 
BRG-115 lists 540 vertical and 14 
horizontal standard models 


vg 

S 
i 

4 


Lighting—Solutions of problems fre- 
quently encountered in areas requiring 
external lighting are described in an 
8-page pamphlet by the Wide-Lite 
Corp., P. O. Box 191, Houston, Texas 


Bulletin GEA-7223, 
describes General Electric 
lighting line with 
8 new products. Guide includes equip 
lighting 
typical area 


Area Lighting 
30 pages, 
Co's. complete area 
ment quick selector, sample 
layouts, description of 


lighting applications, with photo- 
layouts and equipment rec- 
Guide 1s 
from General Electric Co 


tady, N.Y 


graphs 
available 


Schenec- 


ommendations 


Tape—Manufacturer’s entire line of 


electrical tapes is shown in full color 
in new 8-page illustrated catalog just 
Plymouth Rubber Co 


Mass This short form 


published by 


Inc., Canton 


catalog is complete with laboratory 


necifi 


n 
SPCCITIC ithons 


SALES REPRESENTATIVES 





National Supply Div., Armco Steel 
Corp., Pittsburgh, Pa.—has appointed 
F. W. Emerson Co., Newark, NJ. as 


‘ 
) 


; conduit repr ntative I nortnhert 


New Jersey for Spang condu t 


Bishop Manufacturing Corp., Cedar 
Grove, N.J.—has appointed Carter 
Danek Co. of Wellesley Hills. Mass 
as manutacturer s representative The 
company will represent the Bishop line 
throughout the New England area 

Fisher-Pierce Div. of Sigma _ Instru- 
ments, Inc., South Braintree, Mass. 

has appointed Tate and Company as 
throughout — the 


sales representative 


State of Texas 


Spring City Electrical Manufacturing 
Co., Spring City, Pa.,—has announced 
Herbert Mad 
Mass. as 


representative for cast junc 


the appointment of 
den Co.. Inc., Charlestown, 
its sales 
tion boxes and conduit expansion fit 
tings in the New England area, except 
Conn 


Columbia Cable and Electric Corp., 
Brooklyn, N.Y.—has announced the 
appointment of Stein & Jensen Sales 
Co., St. Paul, Minn. as representative 
in North and South Dakota, Minn 


esota and western Wisconsin 


i aiciities 


BRAND 


CONDUIT FITTINGS 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


ELBOWS 


yerwrilers Laborator;, $ j 
R Ing 


yt 
INSPECTED 


Electrical Metalic Tubing isswe 0000 


dal 
rilets £800L afore, ; 
In 
R l 


ywderw 


INSPECTED 


Rigid Conduit Isswe 0000 


-. “Ay 


COUPLINGS NIPPLES 


hia RUNNING 
i THREAD 


Combine orders for 


ALUMINUM 


and STEEL 


Oldest and largest independent 
manufacturer of conduit pipe products 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 





customer 
savings 
with... 


» FREE 
*< SURVEY 


‘ 
JUST PLUG INTO ee 3 0 DAY 
CONVENIENT a 
OUTLET. : 
light and power where and TRIAL 
ded 


when neede 


AUTOMATICALLY 
RETRACTING 

CORD LENGTHS TO 
FIT YOUR NEEDS 
HEAVY DUTY PIS- 
TOL-GRIP PHEN- 
OLIC HANDLE. 
HEAVY DUTY 


1 FREE SURVEY 


On-the-spot free plant check-list survey will help 
your salesmen increase muitiple sales of Cordomatic 
Reels. Survey shows how these versatile reels can 
be used for regular operations and economical 
uses often unobserved, 


(2, FREE 30 DAY TRIAL 


Will sell your customers and prove the functional 
value of Cordomatic Reels in maintenance savings, 
safety and convenience. 


3 SALES PROMOTION 
‘BACK-UP CAMPAIGN 


Will presell your prospects—-ADS IN 14 TRADE 
PAPERS, direct mail campaigns and special pro- 
motions throughout the year, will start at once and 
stimulate thousands of inquiries for you. 


Move into volume sales with these highly profitable 
Cordomatic Reels. A reel for every purpose: Main- 
tenance, OEM, production, safety. (See detailed 
information on reel types and uses in box at bottom) 


OUTLASTS 25 ORDINARY DROP CORDS 





MAINTENANCE REELS: Heavy duty drop light reels, cable 
balance reels, do-it-yourself (portabie too!) reels 
USES: Shop maintenance e Material Handling Equipment « 
Stock Rooms « Loading Piatforms ¢ Warehouses « Con- 
struction Work ¢ Vehicle Maintenance etc 
PRODUCTION REELS: Heavy duty drop light reels, cable balance 
reels, electric balance reels, do-it-yourself (portable tool) 
reeit 
USES: Bench Work e Production 
Work © Tool suspension etc 
SAFETY REELS: Static discharge reels, grounding type reels 
USES: Bulk transfer of combustible fuels ¢ Fuel servicing 
equipment e Fuel consuming equipment 
GROUNDING TYPES TO MEET ELECTRICAL CODES. 
CUSTOM DESIGNED REELS TO MEET SPECIFICATIONS. 


Lines © Construction 


SEND COUPON TODAY! 


o . 





17th & indiana Ave., Phila. 32, Pa. 


> ines BANSVAsVsssssssesessssssassy 
CORDOMATIC REELS, PHILA. 32, PA, 
PLEASE SEND COMPLETE INFORMATION ON: 
30 day trial offer 
(2 Plant survey 





Catalog & pricing data 
Promotion campaign 


NAME... 


COMPANY 


sEEEESEESEEERE SEE SE SE 


ADDRESS 
ew & 


Beseesesuuuusuaesunuauaaw 


PBS SVVseeeesesaesaae 
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OBITUARIES 





Harry A. Schaedler 


Harry A. Schaedler, co-owner of 
Schaedler Bros., Inc., Harrisburg, Pa. 
died recently in a Harrisburg hospital. 
He was 74 years of age. 


Fred Dendy, Sr. 


Fred Dendy, Sr., chairman of the 
board of Electrical Wholesalers Inc., 
229 Whitehall St., Atlanta, Ga., died 
on September 29. He was 68 years of 
age. Dendy was a native of Monroe- 
ville, Ala. His son Fred H. Dendy, Jr. 
is president of Electrical Wholesalers 
Inc. 


Clifford L. Justesen 


Clifford L. Justesen, president of Na- 
tional Electric Co., Passaic, N.J. died 
on September 26. Justesen has been 
a noted figure in the electrical whole- 
saling industry. He was a past presi- 
dent of the New Jersey Council of 
Electrical Leagues, and 
chairman of the annual convention in 
1959; past president of the 
County Electrical League, and a mem- 
ber of the National Association of 
Electrical Distributors. 


served as 


Passaic 


NEWS 





Distributors Speak At 
Electric Heat Conference 


CHICAGO—Two electrical distrib- 
utors were among those who partici- 
pated in a 30-minute skit on residen- 
tial heating at the biennial 
conference of the Electric Comfort 
Heating Division, Electric Association 
of Chicago, on October 31. Also par- 
ticipating in the skit were a builder, 
an electrical contractor, and two util- 
ity men. 

According to conference chairman 
[Thomas Gibson of Thomas Gibson, 
Inc., some 250 members of the elec- 
trical industry attended the confer- 


electric 


ence 

Another feature of the conference 
was the presentation of Ben Franklin 
awards to approximately 20 contract- 
ors and builders who did an outstand- 
ing job in promoting and _ selling 
electric comfort heating in the Chi- 
area 

Participating in the skit on residen- 
tial electric heating were Arthur Bak- 
er, R. Cooper, Jr., Inc.; Peter N 
Lally, Commonwealth Edison Co.; 
Frank Carlson, Englewood Electrical 
Supply Co.; William Pierce, Common- 
wealth Edison Co., and Gibson. 

The commercial-industrial aspects 
of electric heating were covered by 
three speakers: Robert Geyer, Com- 


cago 





‘TESTS PROVE: ‘ 
10% more slip 


/\ 





Wire Pulling Lubricant 
For Lead, Rubber, Braid or 
Synthetic Covered Cables 


one Y-ER EAS 


Don't accept substitutes. ‘ 
The extra slip means extra 
savings on every job. 


© Creamy, non-corrosive. 
Never greasy or messy. 

® Prevents sticking or setting. 
Extra slip for saddles and 
turns. 

* Does not run back on cables. 

¢ Never harmful to hands, cloth- 
ing, cables or conduit. ¢ 


Write for 
descriptive 
literature 











— 


At all Leading Electrical Supply | ouses 


“J ELECTRO COMPOUND CO. 
‘ 4153 W. 150th St, Cleveland 35, Ohio 














THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-savin 
feature 


Contractors everywhere are 
switching to VICTOR. Cash in 
on this heavy demand. Add 
these fast selling, profitable 
Clamps and Straps to your 
line 

—~ A VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable 
Tubing and Conduit 


ee 


\W/ictor SPECIALTIES, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 
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\ The Greatest Single Source for Clamps and att 
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For Your immediate use 


the 6 most vital assets 


to insure your 

EXECUTIVE oc « 
ay 
The six books com- 


gu CCESSFUL execu- 
prising this Library 
have been selected 


tives will tell you 
this simple fact: ce: 

tain key ahilities by successful exec 
practically allow a utives as the ones 
man to write his ow: most useful in de- 
paycheck And one veloping the six 
doesn't have to le qualities of execu 
born with these tive success 
proven executive 

qualities they can e self-developed to 
i degree you may neve iave thought pos 
sible——easily, and wu out long years of 
study. You can hel vurself acquire 
them with this specially seftected Librar 


of pract aul executive t niques 


Helps you develop Shoes 6 
success quolities: 

@ Handling People @ Managing 
Yourself @ Speaking Force 

fully @ Writing Clearly 

@ Working Efficiently @ 
Thinking Straight 











LIBRARY of 
PRACTICAL 
EXECUTIVE 
TECHNIQUES 


@ 6 volumes @ 1633 pages 
@ $22.50—payable $4.50 in 10 
days, then $6.00 a month 


You'll find here the best thinking 
on & variety ( 


Library 
contains 
these books: 


Managing Your 
self by Wright 
The Tech 
nique of Getting 
Things Done “/ 
the Lairds 
How to Develop 
Your Thinking 
Ability by Keyes 
The Tech 
nique of Clear 
Writing by Gun 
ning How 
to Talk Well by 
Bender . and 
The Technique of 
Handling People 
by the Lairds 








SAVE $7.65. Bought 
price of these books wo 
special offer, the complete 
0—n cash ss 
» privilege of 
rms, while yo e them 


SEE THIS LIBRARY 10 DAYS FREE 


McGrow-Hill Book Co., Dept. EWS-11 
327 W. 41st St., N. Y. C. 36 


Librar “rr } 


Pp 
For price and terms outside US | 
write McGraw-Hill int'l. N. ¥. Cc Ews.-ti 

oe se oe ee sh se es es hd; hd lh 
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monwealth Edison Co., “Recom- 
mended Uses of the Various Types of 
Electric Heating Equipment;” Robert 
Boyd, Chromalox Co., “Infra-red 
Heating”; and Jack Neuhauser, J. K 
Neuhauser Sales Co., “Supplemental 
Heating.” 


AHLI Forms Distributor 
Advisory Committee 


CHICAGO— Distributor 
of the American Home 
Institute will be repr 
Distributor Committee, the 
institute Elected to the com 
mittee are Edward Ff Anixter, Ira 
Beck, Richard Gross, Phillip B. Leff 
and Jerry Sonenklar. Alternate mem- 
bers of the committee are Charles | 
Argast, George H. Booth, G 
Harold and Harold Newman 
e Distributors’ Share—How can the 
distributor get his share of 1 in- 
fixture 
Various 


members 
Lighting 
esented by a 
Advisory 


reports 


creasing Sales now 


through 


vnne 
! 4! . ’ 

retail outlets This 

of the 


ed Ly the new 


will be one questions discuss 
committee 
Indications are that ret 
and portable lamp makers, who 
now making fixtures and selling direct 
are getting important pe! 

new market. A 


that 29 companies 


recent 
dicates 
marily make portable 
in the fixture 
rectly to the retailers 
pattern of the 
dustry 

AHLI discussions 
interest of the 
and expand 
fixtures th 
saler. In 
tributors 


merchandising 


business 
portable 


indicate 
industry to 
traditional distributio 
whole 


rough the electrical 


order to do this, the 


take responsi 
nxtures 

ers and builders, regardless of 
the ultimate sale is made 
tractors or from the distributo1 


, 
room, the board believes 


ALCOA, Kaiser Announce 
Conductor Price Cuts 

NEW YORK—Both the Kaiser 
Aluminum & Chemical Corp. and the 
Rome Cable Div. of the Alumir 
Company of America 
reductions of 
of aluminum 


have announc 


ed price several types 
conductors 


AC SR con 


aluminum con 


electrical 

According to Kaiser, 
ductors and bare all 
been 
by %¢ per Ib of aluminum 
Alcoa announced the 
duction 14¢ a lb for a 
and aluminum 
’2¢ per 'b of aluminum 
ACSR. No price 


templated for covered 


ductors have reduced in price 
content 
following re 

il-aluminum 
alloy conductors, and 
content for 
adjustments are con 

, 


aluminum ine 
wire or multi-plex conductors 


BRAND 


CONDUIT FITTINGS 


sriters Laberafoz;,., 
under a MNS. Ung 


INSPECTED 
Rigid Conduit Issve 0000 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


NIPPLES 


ALL SIZES: 
’x close to 6” x 12” inc 


SHIPPED 
SAME DAY 


’recision 


Meets 
wwe 


COMBINE ORDERS FOR 
ALUMINUM AND STEEL 


CONDUIT PIPE 
PRODUCTS CO. 


COLUMBUS, OHIO 


ELBOWS + NIPPLES + COUPLINGS + RUNNING THREAD 


ALUMINUM AND STEEL 

















QUALITY LINE OF 


MASONRY 
DRILLS 


NEW 
“Tru-Start’ 
CORE DRILL 


WITH INEXPENSIVE 
STARTER POINTS! 


Here's the most efficient, 
accurate tool for drilling 


large holes in all types of 


masonry. New inexpen- 
sive Starter Point screws 
into drill—eliminates 
“walking,” holds core drill 
on-center until carbide 
cutters are engaged (for 
%" and larger drill sizes). 
Tru-Start fits any electric 
rotary drill. Fully guaran- 
teed. Sizes 12-212”. 


EASY-TO-USE 
STARTER POINT 


CARBIDE MASONRY DRILLS 
“HI-TWIST 


> 


“FAST-SPIRAL"” 


Vip ..THE | 
COMPLETE 








See 


‘““TRIPL-FLUTE’’ PERCUSSION DRILL 


STAR HAND DRILL 











SEND NEW ‘‘Hi'' CATALOG @ 


NAME 
FIRM ee 


CITY __STATE 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. © SYCAMORE, ILL. 





NWB Sponsors Home 


Wiring Direct-Mail GIFTS 
FOR GIFTS... 

CHICAGO—The National Wiring 
Bureau will soon make available a ELECTRO DISK 
pre-packaged, direct-mail campaign, 
ready to use. The bureau is adapting FLASHLIGHT 
the Chicago program of last summer 
which was rated a success. 

The Bureau's package enables elec- 
trical leagues, utilities, distributors, 
and contractor groups to offer each 
participating electrical contractor his 
own individualized 6-piece direct mail 
campaign: 

e Imprinted with his signature, his 
firm name and address, his choice of 
a “personalized” sales message; 

e addressed and mailed for him, 
in selected months, postage prepaid; Lights up to 3 years 


e to an exclusive list of home own- 
ers in his operating area; No Recharging 

e With a return-card enclosed, to No Battery or 
encourage inquiries from bonafide re- Bulb Replacement 
wiring prospects. 
e Cost—The complete package costs Low in Cost 
70 cents per prospect name (with Light Weight 
a minimum of 250 names) for all six 
mailings. This cost includes: 

@ 6 mailing pieces (3 in envelopes; 
3 self-mailers). 

e Imprinting of mailing pieces and Marketing Division 
return-cards (using standard “person harrison house 
alized” sales messages) Box 121A — Meriden, Conn. 


Can Be Imprinted 


Write or Wire for Prices and Literature 

















1 

1 

| 
ADDRESS e 

| 

' 





ALUMINUM 
RIGID 





PIPE FITTINGS 


Aluminum 
Couplings 























Aluminum Elbows i 


Standard Radius 
Extra Large Radius : 




















PAT. 2885169 ESSENTIAL Aluminum 


The New Hump Drive-It FOR 

Strap hes @ sturdy ELECTRICAL Nipples 
head. to insure Easy- MEN > 
Drive without 

bending or pulling COPPER PLATED 
out. Made of No. /f AVAILABLE FOR 

8 heavy wire. PLUMBER'S USE 
Zinc plating 

prevents rust, WRITE FOR FREE PLES | 
SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS | 


THIEL TOOL & ENGINEERING CO.,INC. 


417 N. MARKET ST. LOUIS 6. MO. 








Conpuit Nippre Mec. co. 


1435 SPRING GARDEN AVE., PITTSBURGH 12, PA 
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¢ Compiling individual mailing lists 
and submitting them for checking. 

e Addressing. 

e Mailing, with postage prepaid. 

Utilities, electrical leagues, distri- 
butors and contractor organizations 
may use the standard program “as 
is” or they may adapt it to special 
situations at a small additional cost 


BOOK REVIEWS 





The National Fire Codes 
Volume V, Electrical 1961-62 


National Fire Protection Association 
Boston, Mass. 

The 1961 printing of the National 
Electrical Code, Volume 5, was 
adopted by the National Fire Protec- 
tion Association at its 1959 annual 
meeting, and replaces all previous edi- 
tions. Many of these revisions were 
occasioned by the fact that this 1959 
edition incorporates a new numbering 
system as well as containing many 
changes in substance. Chapter 1 cov- 
ers definitions and provisions applic- 
able generally in installations of elec- 
tric wiring and equipment. Other 
chapters include Wiring Design and 
Protection, Wiring Methods and Ma- 
erials, Equipment for General Use, 
Special Occupancies, Special Equip- 
ment, Special Conditions, Communi- 
cation Systems, Tables and Examples 
Volume 5 is available from the as- 
sociation at 60 Batterymarch St., Bos- 
ton 10, Mass. for the price of $7.00 





LEGAL NOTICE 





IRED BY THE ACT OF AUGUS 
INDED BY THE ACTS OF MAR H 
s¥ 2 46 AND JUNE 1 

TAT. 208 SHOWING THI 
owNBHSHIP MANAGEMENT, AND 
ULATION OF 
ELPOTRICAL WHOLPSALING put 
r Pe a for October 1 
and addres € al the 
anagers 
by ory Graw: Hill Pu bit ishing Com pany 
New York 36 Editor 


STATEMEN' 
A 


Elizabet! 
Hart 
Trust 
Donald ¢ 
an Inder 
amen fed 
Idred W. McGraw 
McGraw Rock 


Delaware 
» known 
curity holders 
total amount 
are: None 
4. Paragraphs 2 
stockholder or 5s 
f the company a 
tion, the name of 
trustee | acting tatemente 
graphs show the afflant’s full knowled 
the circumstances and conditions ur 
and security holders who do r 
of the company as trustees. hol ste 
a capacity other than that of a bona fice 
5. The average number of copies of 
publication sold or listributed thr 
otherwise, to aid subecri ag Juri ng th ¢ 
ceding the date shown ab 
McGRAW-HILL PU BL isHiING Cont ANY, INC 
By John J. Cooke ice Pre ent & Secret 
Sworn to and subscribed Bt. me this 18th 
aber 1961 


istee or in any other fid 


orporatior 
corT 


(My comn ion expires Ma 


JANET A. HARTWICK 
20. 196 


CLASSIFIED 


ADVERTISING 


SELLING OPPORTUNITIES 


SELLING OPPORTUNITY AVAILABLE 


Monufacturers’ Representative Wanted-Nation- 

ally known manufacturer seeks representatives 
now selling electrical supp|lic handle complete 
line of conduit fittings. Send ful! complete resume 
including exact territory and present 
firms represented. Severa he territories aval 
able about Jar RW-7¢é trical Whole 


salir 


POSITIONS WANTED 


Executive-fully han gyagee =~ all phases elec. sup- 
piy, Saies, | administrat t eeKks mana 
ial positior "Ability to handle any size volume 


x 
PW-7246, Electrical Wholesaling 


wast My Line? Soles representative, age 35 
ed, collewe grad l a experier 
wholesa ing with pre r t } e mar 
t stymied opportunities Sz 
a. Strong b cxround with OEM’ 
jtilities ens i hitects 


functions 1 trave PW- 
Wholesaling 


SELLING OPPORTUNITIES WANTED 
New England Mfr's Rep; as y+ office, 
as 


warehouse and sales sta y doing « 


manuta 


ve 
this good 


Agareene Mfr.’ s Rep ee | ery Vor 
Ne ey large folk k 
' ditions es RA is 


ng 


Canadian Menufecturors Representative with 
omplete coverage of F ‘ Wholesalers de 
es additional quality lines Wa ehouse-RA-749 


Flectrical Wholesaling 


Outstanding monufacturer of quality lighting 

tures offers its own & mar ‘ engineering 
ip toy mote an additi 
( nplete nation-w € € 
neer ontrs and distrit 


cal Wholesaling 


Manufacturers’ Agent wants one or two volume 
e and se in North ar tt 


Electrical Wholes 


Mfgrs. Representative for Northern New Jersey, 
Metropolitan N.Y. Doir K S 

f ne Mfg. Can do the same f M ‘ 

iality line f ica bhe RA 

rical Wholesalir 

Mfgr’s Rep-5 yrs exp- “401 dist — contractors 


Desire pI 


West New England 





NEW MFR'S REP. DESIRES 
ADDITIONAL QUALITY LINES 


Many « tacts among electrical wholesalers 
and Industrials, etc., for New Jersey, North 
Atlantic Area, and Canada. RA 7362 ~~ 
trical Wholesaling, Class Adv. Div., P.O. Bo 
12, N.Y. 36, N.Y. 


ITIONS WANTED 





MANUFACTURER'S 
REPRESENTATIVES 
WANTED 


Nationally known Manufacturer of Quality 
Line of Competitively Priced Wiring De 
vices seeks Agency Representation in Mid 
West and Western States 

Please forward resume including territory 
covered, experience, references and nes 
now carried 

Send full details t 
RW6722 Electrical Wholesaling 
Class. Adv. Div 


P.O. Box 12, N. Y. 36, N. Y. 











REPRESENTATIVE WANTED 


the MIRROLITE compar 
2949 W. Dive v 
Chicago 47 





SALES MANAGER 
NATIONAL 





MANUFACTURERS REPRESENTATIVES WANTED 


ies 
with 


nd to RW. 7529 Electrical Whole. 
salting, rs N Michigan Ave., Chicago 11, Ill 




















NEW MER’‘S REP DESIRES 
QUALITY LINES 


Diversified Contacts—Electrical Wholesalers— 
Utilities—Club Plan Companies Upper New York 
and Boston area 
RA-7708 Electrical Wholesaling 
Ciass. Adv., P.O. Box 12, N.Y. 36, N.Y. 


WANTED 


Manufacturers Representatives 
Old line manufacturer of Outlet- and Switch-boxes 
is expanding its distribution territory and is open 
for representation in the following territories 
Florida, Georgia, Minnesota, Wisconsin and in 
diana 

RW 7630 Electrical Wholesaling 

645 N. Michigan Ave., Chicago 11, II! 











DON’T FORGET 
the box number when answering ac 
ments. It is the only way we 


the advertisers to whom you 








MANUFACTURERS! 


You will receive better results from your 
Representative Wanted advertising” if you 
will state in your copy what territory or ter 


ritories are available 
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new speed and 
economy for 


wire and 
cable handling 


Advanced REEL-O-MATIC engineering 
now brings big savings in man hours 
and money to wire and cable reel- 
ing, coiling, measuring and cutting 
operations. 


Above is the new, mobile REEL-O- 
MATIC payout unit equipped with ac- 
curate, direct-read footage meter and 
sure-hold floor lock. Enables you to 
eliminate under-cut or over-cut losses, 


Note the simplicity of this power 
rewind and coiling unit, Hydraulic 
jacks quickly raise and position your 
reels, Variable-speed drive and foot 
control produce properly wound coils 
and reels, Fixed or mobile units avail- 
able to meet all reel requirements. 
For full details address Columbia 
Products Co., Wrightsville 3, Pa. 
Phone: Wrightsville 4211. 


REEL-o- wane 


“The famous name in Reel- 
Handling Economy” 





ADVERTISERS’ INDEX 


Accurate Mfg. Co. 137 
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SLIPKNOT 


THE HANDIEST, SAVINGEST, 
LASTINGEST TAPE YOU CAN BUY... 


SLIPKNOT NO. 7 PLASTIC ELECTRICAL 
TAPE IN THE FLIP 'N CUT" 
ROLL-SIZED TO THE JOB! 


This new tool not only saves tape and makes 
it easier to use — it eliminates 

disappearing leftovers! Take your 

choice of three sizes — 30’ — 44’ — 66’ — 
and save time and temper as well as tape! 


HANDIER THAN AN EXTRA HAND! 
That's FLIP 'N CUTR, Slipknot's ex 
clusive dispenser-cutter that stores, 
dispenses and cuts the finest plastic 
tape you can buy. Ask for it by name! 
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NOW YOU CAN SELL TROUBLE-FREE 
FUSE PROTECTION FOR WET LOCATIONS 


Buss Type 64 Waterproof Fuseholders were developed 
to provide a separable in-the-line connector incorporating 
a cartridge fuse, for protection of circuits where moisture 
and water is a problem. They fill the need for a watertight 
holder that makes it easy to install a fuse in feeders or 
branch circuits in exposed locations. The complete en- 
closure for the fuse and circuit connections protects these 
parts against damage by weather, water, soil, salt spray, 
corrosive fumes or other chemical action. 


The separable construction provides a means of visible 
disconnect for circuit repairs or maintenance. The design 
is such that if the fuseholder is reclosed under load, any 
arc is confined within the body when a proper size fuse is 
seated firmly in the Load terminal 


The watertight construction provides safe protection 
without current leakage—even when installed in locations 
subject to flooding by water or infiltration of mud or silt 


Buss Type 64 Waterproof Fuseholders are made for use 
with '2 x 142 inch Midget type cartridge fuses. Fuses of 
this size are available in ratings up to 30 amperes for 
voltages of 600 or less. 


The fuseholders are sold in kit form for easy assembly 
on the job, with parts to fit the wire sizes and insulation 
diameters specified. 


Where to sell BUSS In-the-Line Waterproof 
Fuseholders 


The watertight construction of these fuseholders, and 
their resistance to damage by water, soil, salt or other 
chemicals or corrosive fumes, permit their use in exposed 
locations where safety and long life are of vital importance 
Typical applications include 

Bases of Street or Highway Lighting Standards 

Sub-surface junction boxes or manholes supplying 
lighting equipment, pumps, spray machines, oil 
ficld equipment, etc. 

Portable outdoor equipment 

Mine equipment 

Boats or 

Any circuit operating in exposed conditions 


Ask your Salesmanager 


To get you the Bulletin on BUSS Waterproof Fuse 
holders (Form SFH-7). With it you will have a sales 
story that will help you pick up new orders and profits 
for yourself and your firm 


BUSSMANN MFG DIVISION, 
McGraw-Edison Co., St. Louis 7, Mo. 





Eleetrical Protection Goes 


Modern with BUSS FUSES 
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